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— Profit 
Dealers Best 
tince 55 Period 


“Retail Yield Averages 
1.8 Percent on Sales; 
- Only 11.7 Pet. in Red 


By Kenneth C Kelley Jr. 
Staff Writer 


AJEW-CAR dealers’ profits slipped 
'’ a bit in the third quarter as the 
eanup of 1959 models progressed, 
the pretax profit of $90 per new 
unit sold remained well above the 
ss figures posted in the first nine 
onths of 1958. 
| The average dealer showed a 
of 1.8 percent on sales be- 
income taxes in the first nine 
of this year. This was the 
showing for the first three 
prs since dealers earned 2.6 
pnt in the like period of 1955. 


» first nine months of last year 
ulted in an average loss of .1 
weent. At the end of the first 
of this year, dealers were 
wing a profit of 2.0 percent. 

e profit figures were the high- 
of the quarterly NADA Busi- 
ess Management Survey. The sur- 
also showed that the average 
made a lower gross profit on 
than he did in the first nine 
hs of last year, Dealers’ ex- 
s have been cut sharply, turn- 

ast year’s loss into a black-ink 
tal for this year. 

2 Se 
"PHE number of dealers who 
-} * showed some profit in the first 

F months continued to improve. 
\ im the first nine months of last 
4 year, 42 percent of dealers showed 
¥ @ loss: in the first half of this year, 
2 percent were in the red; through 
first three quarters of this 
ye , dealers with a loss dropped to 
7 percent. 

- NADA said that the third quar- 
tor “saw the successful comple- 

of an inventory liquidation 
Om near-record proportions.” The 
association said dealers had an 
@verage of 23.9 new cars and 28.2 
Used units in stock on June 30. 
Three months later, these figures 
had been cut to 12.8 new and 27.4 
‘Used units per dealer. 
“Helped out by factory bonuses 
amd incentives,” NADA observed, 
“gross from combined new and 
Used car sales, averaging $399 per 
New unit, was actually one dollar 
higher than the $398 figure reported 
in the first six months.” 









1959 
Pos. 


o.. 
Base 
Sun 
Gun 
- 
Sun 
— 

10— 

1l— 

12— 

13— 

14 

15— 

16— 


Top Cars 


1—1,147,105 
2—1,105,798 


301,554 
298,138 
283,459 


New-car registrations for nine 
months, plus three states for 
October: 


1958 
Make Pos. 
Chev. 970,663— 1 
Ford 138,473— 2 
Pontiac 170,609— 6 
Plym. 301,418— 3 
Olds. 231,920— 4 
Rambler 123,781— 7 
Buick 190,500— 5 
Mercury 105,891— 8 
Dodge 100,766— 9 
Cadillac 96,151—10 
Stude. 30,403—13 
Chrysler 46,716—11 
DeSoto 37,401—12 
Edsel 28,863—14 
Lincoln 20,591—15 
Imperial 11,435—16 
Misc. 271,213 


Total All Makes 


4,640,692 


3,476,794 





is 


Dealers Seek to Hold Salesmen ... 





By John K. Teahen It. 
Staff Writer ‘ 

MANY dealers are running out of 
cars, but they are determined 

not to run out of salésmen, an 
AUTOMOTIVE NEWS roundup discloses. 
Dealers throughout the country 
were asked what they plan to do 
about their new-¢ar sales staffs 
during the auto shortage occa- 
sioned by the steel strike, They 
emphasized that they are going 
to hang onto ‘their trained men. 
At most dealerships, new-car 
salesmen wil Move to the used-car 
lot. In othe? cases, they will tem- 
porarily betome service salesmen, 





or will concentrate on the imported 





Dealer Survey Indicates . . . 
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‘Comparing this year’s nine-month 





Compacts Boost Imports: 


By Robert M. Lienert 
Associate Editor 


* 


good. 

Dealers handling imp 
their sales have been heli 
new compacts, citing a 
reasons. 
x ok 
OMPACTS built by the Big 
Three, of course, have been in 
short supply since introduction. 
However, imported-car dealers say 
that so far there have been no in- 
dications that the new offerings 
will cut into the import field seri- 
ously, even when volume produc- 
tion is achieved. 

Volkswagen said that October 
(introduction month for U. S. 
compacts) was its best month in 
history. Other imports, except for 
some of the captive makes, also 
reported gains during the month 


— new compact cars have been 
welcomed just about as warmly 
by imported-car dealers as by the 
public, according to the dealers 
themselves, 

One of the big questions ac- 
companying introduction of the 
new compact cars was, “Who will 
they hurt?” And one of the fav- 
orite answers (among many U. S. 
auto men, at least) 
imports.” 

So far, everybody one hurt so 


was, “The 


6 
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+ (Continued on Page 42, Col, 1) 
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and in the first period of Novem- 


Dealers everywhere claimed sales 
gains for compacts, although some 
said there was a temporary dip at 
the time the new American models | 
first appeared in showrooms. 

of * * 
AID a Southwestern dealer, 
“Records (of import dealers in 
his area) prove they have shown 
about a 40-percent increase in their 
(Continued on Page 4, Col, 1) 


|makes handled by their dealership. 
* & *~ 
gums dealers are planning inten- 
sive campaigns for future de- 
liveries; others will use the slack 
period for training meetings con- 
ducted by professionals. Many will 
advance part of the commissions 
on new-car orders taken by their 
salesmen. 

The used-car experience could 
mean higher future earnings for 
salesmen and higher profits for the 
house, according to some dealers. 

“It will reeducate them on 
used-car values, and that’s an ex- 
perience they sorely need,” ob- 
served a Pontiac retailer in the 
Northwest. 

Most dealers stressed that it 
takes a long time to build a com- 
petent sales staff and that it would 
be extremely shortsighted to cut 
their men adrift during the present 
difficulty. 

* * » 
ERNON W. SELL (Oldsmobile), 
Superior, Wis., summed it up 
this way: “Why would anyone want 
to break up a sales staff for an 
upset of such comparatively short 
duration?” 

He recommended “building up 
contacts and taking orders for fu- 
| ture delivery on a decent basis.” 

A Detroit Ford dealer declared, 
“I don’t think any dealer in his 
right mind would cut his staff.” 

Replies to the survey showed that 
dealers have devoted considerable 
thought to the question of sales- 








Car Output Rises Slightly; 
5-Millionth Car Built 


By Martin L. Whitmyer 
Staff Writer 

A CONTINUING shutdown at 

General Motors and cutbacks 
at Chrysler Corp. offset production 
hikes at Ford, Rambler and Stude- 
baker to hold last week’s car out- 
put to an estimated 66,677 units. 

This was a 3.8 percent boost 
from the 64,235 units assembled 

the previous week, but was 51.9 

percent below the comparable 

week of last year, when 138,727 

cars were produced. | 

Highlight last week was produc- 
tion of the 5-millionth car of 1959 
on Wednesday (Nov. 18). Only 
4,244,045 units were built in the en- 
tire year of 1958, 

+ on + 

ESPITE last week's slight up- 

surge in Car-assembly opera- 
tions, slow buildups of parts at 
GM, diminishing steel supplies at 
Chrysler Corp, and the Thanksgiv- 
ing holiday will send car output 
into another nosedive this week. 

Although schedules have not 
been “firmed,” it is expected that 
Ford Motor will work all except 
its Lincoln-Thunderbird plant at 
Wixom, Mich., three days, and 
Chrysler will work the majority 
of its assembly units only Mon- 
day through Wednesday this 
week. Studebaker, likewise, is ex- 
pected to work only three days. 

Ford Mo is scheduled to work 
its Wixom ¢ ) unit five days, 
while AMC has scheduled four-day 
operations. 

Edsel went out of production last 
week at He. Ford division, 
which prod its “big” car ‘there, 

B 








however, does not plan to increase 
output at the plant immediately. 
* ok » 

AUTHOUGH the steel production 

rebound is said to be running a 
week ahead of original schedules, 
callbacks of workers at GM have 
been slow. As one spokesman for 
the corporation said, “We pretty 
well depleted our steel stocks and 
it is going to take quite awhile be- 
fore we will be able to replenish 
them,” 


The corporation’s Ternstedt di- 
vision called back 2,000 at its De- 
troit plant; 2,800 at Columbus, 
O., and 500 at Trenton, N. J. The 
division, which produces automo- 
tive hardware, is expected to have 
called back 3,900 laid-off work- 
ers at Flint by tomorrow (Nov. 
23), and hopes to be in full op- 
eration by this week. 

Elsewhere, however, recall of 
workers has run much slower, and 
in some cases callbacks won’t begin 
until this week, 

GM recalled about 170 workers at 
its Fisher Body plant in Cleveland 
and 250 at the Chevrolet manufac- 
turing plant near Parma, O. The 
corporation’s Delco Appliance, Ro- 


Plans for Car Shortage 


men’s pay and duties during the 
new-car shortage. 

R. E, Dumas Milner, who heads 
five Chevrolet deals and a Pontiac 
outlet, said his firms are trying to 
get full list and are sharing it with 
salesmen by giving them 25 percent 
of the gross, 

* + 
HIS means,” Milner said, “that 
a salesman makes about three 
times as much on a sale now as 
during norma] times, so he doesn’t 
have to make ag many sales to sur- 
vive.” 

Milner also is paying salesmen 
to collect old accounts, giving 
them commissions on parts, serv- 
ice and insurance sales, letting 
all salesmen sell used cars and 
advancing them 50 percent of the 
total commission on new-car or- 
ders. 

“A good sales force is not built 
overnight, and we believe we have 

(Continued on Page 8, Col, 1) 


2-Year Sales Lag, 
Steel Shortage 
Fatal to Edsel 


RN.—Ford Motor Co. 

last week discontinued the 

Edsel, a $250 million experiment 

that proved unable to win a place 
in the auto world. 

Ford said the line was dropped 
because of disappointing sales 
since the ’60 Edsel was intro- 
duced. Actually, sales have been 
tremendously disappointing ever 
since the car hit the market in 
September, 1957. 

The Ford announcement coincid- 
ed with the filing, by the Ford 
Foundation, of a preliminary pros- 
pectus concerning a proposed of- 
fering of two million shares of Ford 

Motor common stock. 

The prospectus noted that the 
company presently produces three 
lines of passenger cars—Ford, Mer- 
cury and Lincoln. Edsel was not 
mentioned, 





HE death of Edsel came as no 

surprise to the industry, al- 
though some observers had thought 
that the car might hang on until 
next spring and be replaced by the 
Comet, a medium-priced compact 
which is slated to bow then, 

The steel strike helped alter that 
timetable. Ford noted that even 
the small amount of steel used in 
Edsel production will help meet 
consumer demand when diverted to 
other models. 

Edsel was being built at Ford 
division’s Louisville plant. Since 
daily production was only about 20 
units, the change will not mean any 
appreciable increase in Ford out- 
put. 

Dealers will not be greatly af- 
fected by the death of Edsel. All 
but two of the 1,468 Edsel fran- 
chise holders also carry other 
Ford Motor Co. lines. 

Ben D. Mills, division general 
manager, has informed Edsel deal- 
ers that they will receive from the 





(Continued on Page 45, Col, 3) 


(Continued on Page 45, Col, 3) 
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Import 





Inside Automotive News ie 


Saab dealer views, Dealer Forum, 4 
Import news, Pages 84, 36. 
Import dealers view the compacts 
tax credits defended, 
can sue distrib 





SAAB expansion, Page 
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Three-Cylinder Saga... 





Saab to Broaden U.S. Distribution 


By Robert M. Finlay 
Editorial Director 
LLHATTAN, Sweden.—By 
most standards, the Saab car is 
an unusual piece of merchandise in 
the United States auto market. 
Yet, backed by one of the most 
enthusiastic organizations of deal- 
ers ever developed, it has become 
such a performer on 


promising 
U, S. highways that its Swedish 
builder, the Swedish Airplane Co., 
is embarking on s new expansion 





program just as it completed a 
new assembly plant here. 

A group of nearly 70 U. S. Saab 
dealers and their wives were on 
hand to hear of these new goals: 

1. Production of 60,000 cars a year 
by 1963, 

2. National distribution in the 
U. S. (Saab distribution was con- 
fined originally to New England.) 

aa ” * 


FRONT-WHEEL drive car with 
a two-cycle engine (which 
— ce * 





National Distribution Planned— 


New models of this car from Sweden have the doors hinged in front in the con- 
ventional U. S. manner. Saab, the initials of the Swedish Airplane Co., is now plan- 


ning national distribution. 





N. Y. Dealers Prod NADA ... 





War on Cleanup Bonuses 


LBANY.—The directors of the 

New York State Automobile 
Dealers Assn. have called on NADA 
and other state associations to seek 
“buildout” bonus reforms from the 
manufacturers. 

The directors said they were 
acting on the contentions of 
NYSADA members that the 
buildout bonuses are “discrimina- 
tery, disruptive to the market 
and detrimental to our businesses 
and i 
The action was in the form of a 
resolution adopted unanimously by 
the 40-man board. The resolution 
was generated by dissatisfaction 
with present cleanup bonuses ex- 
pressed by dealers of every make 
of car in individual line meetings 
at the association’s convention last 
September. ae 


oes by the chairman for 
each make led to the resolu- 
tion, It urges “that any and all fu- 
ture buildout bonuses adopted by 
the various vehicle manufacturers 
be based on a uniform sum certain 
on all vehicles, whether in dealers’ 
inventories or subsequently pur- 
chased by their respective dealers.” 

NADA, other state associations 
and all member units of the Au- 
tomotive Trade Assn. rs 
have received copies of the res- 
olution, according to Walter E. 
Heingartner 


During the cleanup of the ‘59 
models, 10 makers had buildout 
bonuses in effect, some of which 
were continuations of programs 
that began early in the summer. 

Maximum payments ranged gen- 
erally from $100 to $200 per car, al- 
though Buick dealers were offered 
up to $250 on certain models. 

* as 


ex rebate contests followed a 
pattern. In most cases, dealers 


VW Freed of Liability 
der Hitler’s Car Plan 
. Germany.—People who 





to get a car at cost 
er’s Volkswagen sav- 
wre out of luck, 

court, ruling on the 
® subscribers to the 
i the present 
pany is not li- 
m subscribers 
the suit had 
years. 





received varying bonuses for 
achieving a specified percentage of 
a factory-assigned target. 

Makes which were paying 
cleanup rebates at the end of the 
59 model run were: Chevrolet, 
Buick, Pontiac, Oldsmobile, Mer- 
cury, Edsel, Plymouth, Dodge, 
DeSoto and Chrysler, Ford had a 
lesser plan which was based on 
the wholesale price difference be- 
tween sixes and V-8s. 

The ’59 bonuses coincided with 
the largest cleanup inventories 
dealers ever have faced. Franchised 
holders had 976,390 new cars on 
hand Aug. 1, the highest total in 
history. They pared their stocks to 
about 520,000 by Oct. 1, when the 
’60 introductions began. 

~ oe oa 
ERE is the text of the New 
York resolution: 

“Whereas it is the unanimous 
opinion reflected at the line group 
meetings held at the time of the 
New York State Automobile Deal- 
ers’ convention Sept, 22, 1959, that 
buildout bonuses, as presently used 
and administered by the various 
automobile manufacturers, are dis- 
criminatory, disruptive to market 
and detrimental to our businesses 
and profits. 

“And whereas such buildout 
bonuses contribute importantly to 
the abnormal dealer inventory of 
both new and used vehicles, such 
as we are normally experiencing, 

“And whereas as presently ad- 
ministered on an incentive basis, 
many inequities are created, usu- 
ally to the advantage of the poor 
performer, penalizing the good 
dealer, 

“And whereas undue and detri- 
mental publicity on such bonuses 
is invariably attendant, 

“Therefore be it resolved that any 
and all future buildout bonuses 
adopted by the various automobile 
manufacturers be based on a uni- 
form sum certain on all vehicles, 
whether in dealers’ inventories or 
subsequently purchased by their 
respective dealers, 

“And be it further resolved that 
the line-make committee requests 
the board of directors to adopt this 
resolution and forward copies to 

NADA, urging them to take imme- 
diate action to cause the manufac- 
turers to bring about such changes 
to affect these inequities.” 


Americans usually associate with 
outboard motors and washing ma- 
chines), the Saab was developed in 
1946 and first shown in 1947 to fill 
in idle press time at ‘the Trollihat- 
tan works of the airplane company, 
which was anticipating a decline 
in military orders. 

Backed by the Swedish passion 
for quality production, the Saab 
proved a nimble contender in 
competition at rallys in Eastern 
U. S. A., and, with its front-en- 
gine drive, it moves though the 
icy New England winters like a 
fast wind. In addition, it is said 
the economy of the three-cylinder 
engine was in tune with Yankee 


Tryggve Holm, president of Saab, 
told the U. S. dealers that produc- 
tion which is now running about 
20,000 cars a year, will go up to 
60,000 by 1963, Currently the U. S. 
is taking 30 percent of Saab pro- 
duction, and a rising market is ex- 
pected even though the car delivers 
for about $1,950, in the price range 
of the new compact cars introduc- 
ed by the big American makers, 

* * + 


Saab executives are obvious- 

ly proud of the ability of their 
relatively new car to compete in 
the land of the giant auto makers. 
Characteristic of Swedish sincerity, 
SAAB directors rose at a luncheon 
marking the opening of the new 
Trollhattan plant to give four rous- 
ing cheers for Saab customers, 

Holm also revealed that a new 
station wagon, due in the U. S. 
soon, will take about 5 percent of 
Saab production, The percentage 
could go up, depending on the 
market. Dealers were optimistic 
for sales of the station wagon, 
pointing out that it offers appeal 
for family buyers and yet has the 
unusual roadability of the Saab 
sedan, 


Swedish executives constantly ac- 
cent quality construction, pointing 
out that they must build into their 
export products extra quality to 
compete. Swedish workers are said 
to be the highest paid in Europe, 
and Swedish labor unions, accord- 
ing to Holm, are the strongest in 
the world. 

Yet, he pointed out, they are well 
aware of the need for quality in 
Swedish products and cooperate 
wholeheartedly toward that goal. 

* ok * 

qyapen has a population of a 

little more than seven million, 
of whom 1.3 million are union mem- 
bers. Auto population of Sweden, 
by the way, is one million and is 
expected to go to 1% million by 
1965 and two million in 10 to 15 
years. This is one of the few open 
markets in the world. City streets 
are filled with cars from all over 
the world, 

The Swedes use cars from other 
lands with marked lack of preju- 
dice. For example, the visitor 


notes the police in Linkoping, an 
(Continued on Page 44, Col, 1) 





of Trollhattan. 


Dealers See Cars Loaded on Boat— 


American Saab dealers on the first Saab dealer tour of Sweden see cars loaded 
at Uddevalla for shipment to the U. S. The cars are produced at the nearby City 








Obituaries 





DETROIT.—Harry W. Anderson, 
67, retired personnel relations vice- 
president of General Motors, was 
shot to death Nov. 18 by Harlow H. 
Curtice, retired GM president, in a 
hunting accident near here. 

Mr, Anderson and Curtice, 66, 
had been close personal friends 
and hunting companions for more 
than 30 years. Mr. Anderson had 
retired from GM in 1956; Curtice 
stepped down in 1958, but remain- 
ed a GM director. 

At the time of the accident, they 
were duck hunting from a blind on 
Ste. Anne’s Island 
in the Canadian 
waters of Lake 
St. Clair, about 45 
miles northeast 
of Detroit, 


The blind is on 
a 7,000-acre hunt- 
ing preserve leas- 
ed by Kelsey- 
Hayes Wheel 
Corp, Despite its -~ 
proximity to De- H. W. Anderson 
troit, the area is primitive. 

Ontario Provincial Police said 
that a flight of ducks passed over 
the blind and that Mr, Anderson 
stood up just as Curtice raised his 
gun and fired. The charge struck 
Mr. Anderson in the head, police 
said, and he died before his hunt- 
ing comp :nions and Indian guides 
could ge?mim to the mainland. 

With Curtice and Mr, Anderson 
in the hunting party were George 
W. Kennedy, chairman of the board 
of Kelsey-Hayes, and Arthur 
of Kelsey-Hayes, and G. Art Brown, 
general manager of the automotive 
division of J. P. Stevens Co., a tex- 
tile firm, 

Mr. Anderson was buried Friday 














Business Baromet 
Automotive News Economic Index — 
118.2 Percent of Last Week 
95.7 Percent of Like Week Last Year 
Percent of 
Percent of Like Week 
Last Week Last Year 
Auto Production ............... 64,235 101.2 54.6 
Truck Production .............. 11,845 86.7 50.0 
Auto Registrations—yYear to date.. 4,640,692 Cres 133.5 
Truck Registrations—Year to date. 725,433 ey 134.5 
Steel Production—tTons ......... 1,291,000 350.8 64.2 
Lumber Production—Board feet... 246,828,000 96.4 101.9 
Paperboard Production—Tons.... 331,839 103.9 105.9 
Soft Coal Output—tons ........ 7,550,000 93.5 85.2 
Oil Refinery Output—Barreis .... 48,011,000 101.6 97.7 
Electric Output—Kilowatt hours.... _13,270,000,000 101.9 107.2 
Barometer Freight Car Loadings 327,933 94.2 87.8 
Department Stere Seles Index .. 155 106.9 104.7 
Stock Market Price Index....... 413.4 98.4 105.7 
U.S. Government Spending 
—Fiscal year to date ..........+. $35,047,089,000 re 101.3 
Commercial and Industrial Leans $29,687,000,000 100.6 aie 
Savings Deposits ................ $30,489,000,000 99.9 101.1 
Used-Car Prices-—Average........ $943 99.5 106.8 
Business Failures ................ 285 107.5 104.0 
Common Common 
Stocks Nov. 18 Nov. 11 1959 Range Stocks Nov. 18 Nov. II 1959 Range 
AMC....... 89% 92 96%-25% | eae A8Y_ 48%, 57%-39% 
Chrysler... 65%, 63% 72%-50% Mack...... 43% 45%, 49%-32%, 
Ford....... 78 76% 85Y,-50% Se is ic suax 26Y, 262 291%4- 9% 
GM........ 51%, 51% 58%-45 White...... 60% 62%, 6234-401 
(Nov. 23, 1959) 














Curtice Slays Anderson, 67, 
In Duck-Blind Accident 


in Ann Arbor after Mormon funeral 
services. He is survived by his wife, 
Veda, and a four-year-old daugh- 
ter, Jane, 

Mr. Anderson joined GM in 
1919 with United Motors Service. 
He later was shifted to GM's 
legal department, where he was 
an assistant to Charles E. Wil- 
son, who later became president 
of GM. 

He became director of GM’s labor 
relations section in 1936—just in 
time to run into the famed sitdown 
strikes of 1937. His handling of that 
situation led to his becoming 4 
principal figure in GM labor re- 
lations for 20 years. 

In his labor-relations functions, 
he led the GM team in negotiations 
which produced the historic wage 
escalator clause and auto worker 
pension plans, 

A resident of Ann Arbor, Mich, 
Mr. Anderson had been a vice-pres- 
ident since January, 1942. 

* * * 


Cosgrove, 82, Formerly 


A Chevy Truck Aide 


BRADENTON, Fla.—Allan R. 
Cosgrove, 82, former assistant 
truck sales manager of Chevrolet, 
died here Nov. 15. Mr. Cosgrove, 
one of the industry’s truck body 
and equipment authorities, retired 
from Chevrolet in 1949. 

Before his connection with Chev- 
rolet in 1928, Cosgrove was vice- 
president and general manager of 
Martin-Perry Body Co., Indian- 
apolis, which was taken over by 
the General Motors division. 

* * * 


Miles S. Houser, 66; 
Inventor and Ex-Dealer 


BLUFFTON, Ind. — Miles §& 
Houser, 66, a former dealer here 
and an inventor of automotive de- 
vices, died recently. He founded 
Houser Engineering & Mfg. Co. 
which made the devices he in- 
vented. 

Among his inventions were the 
Houser steering stabilizer which 
corrected front-wheel shimmy, @ 
special safety catch to replace 4 

(Continued on Page 41, Col, 1) 





Ford Organizes 
Unit to Insure 


Cars It Finances 


DEARBORN.—Ford Motor Co. is 
setting up an insurance subsidiary 
to complement its new finance unit 
—Ford Motor Credit Co., according 
to T. O. Yntema, Ford finance 
vice-president. 

The insurance unit will offer phy- 
sical damage insurance on the cars 
financed by Ford Credit. No plan 
were announced for offering liabil- 
ity insurance, 

Yntema said the subsidiary was 
being formed as an added service 
to dealers and customers. No addi 
tional details were announced. 
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» ' Dealer Forum 


by Robert M. Finlay 














E challenge of selling leads, at 
times, to unexpected and inspir- 
ing adventures. After spending 
eight days traveling through Swe- 
den with a group of Saab dealers, it 
seems to me that this is the case 
with Saab, 

Vd give odds that any auto 
‘authority, viewing the Saab as it 
arrived on the U. S. market a 
few years ago, would have mark- 
ed it for oblivion. 

Yet, Mrs. Maynard Brownell, 
wife of a Saab dealer from Fish- 
kill, N. Y., recounted a story which 
typifies Saab dealers, She told of 
boys in her son’s class at school re- 
lating to the teacher what they 
would like to be when they grew 
up. Most wanted to be doctors, 
lawyers, policemen or soldiers. But 
her son said: 

“I just want to be a Saab seller 
when I grow up.” 

And, without an exception, this 
seemed to be the case of the 70 
Saab dealers and their wives on 
the trip. 


* * 


Selling All the Way 


IHEY were selling Saab all the 

way, even though the Saab ar- 
rived as an oddball on the Ameri- 
can market. The first Saab had a 
two-cylinder, two-stroke engine. 
The car now has three cylinders 
and is still two-stroke, Oil is mixed 
with the gasoline, and the car idles 
like an outboard motor, The doors 
were hung the wrong way by 
American standards, being hinged 
at the rear. The front-wheel drive 
was and is still relatively unfa- 
miliar to American car buyers. 

Yet dealers sold the putt-putt 
as “that familiar Saab purr;” they 
convinced customers that by put- 
ting oil in the gasoline they were 
always lubricating their cars with 
clean oil, whereas other cars were 
using dirty oil most of the time. 

They even convinced themselves 
and their customers that a door 
that opened from the front permit- 
ted easy entrance and exit. The 
Sales story will have to be changed 
now, since 1960 Saab models have 
doors that open from the rear. 

As for the front-wheel drive, they 
simply took prospects for a ride at 
breakneck speeds over wet or icy 
streets. 

“The trick you’ve got to learn 
to be a good Saab driver,” said 
Mrs, Fred de Peyster, wife of a 
Huntington (N. Y.) dealer, “is 
that you don’t slow up for curves. 
The 33 horses up front just pull 
you around in safety.” 

Safety is another point that Saab 
dealers sell you. Frank Vasos, deal- 
er and competition driver from 
Farmingdale, N. Y., says that the 
maneuverability is unmatched and 
that Saab has the biggest brakes 
for any car its size. It also has a 
built-in roll bar. 

oe ok * 


Different Approach 

Usu4r procedure for an import 
organization, building a staff 

for U. S. sales, is to hire men train- 

ed in U. S, auto sales. Here again, 

SAAB did it differently, Ralph Mil- 

let, who heads the SAAB organiza- 
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tion in the U. S., was graduated 
from Massachusett’s Institute of 
Technology as an aircraft engineer. 
He worked in that field before the 
war. On returning from the serv- 
ices, he got into the export field 
and then joined SAAB. 

Vice-president is Bruce McWil- 
liams, He went to SAAB from the 
diplomatic service and the United 
Nations. 

MeWilliams, by the way, points 
out that the new compacts will 
give competition to the imports, 
but he voiced the opinion that 
there will always be room in the 
American market for good import 
products who do a good job of 
distribution. 

By this, he said, he meant those 
who built good dealer organizations 
and who provided service and parts 
for owners. 

SAAB did not win its remarkable 
dealer relations with high dis- 
counts, either, for the Saab dis- 
count is 16 percent, lowest in the 
field. 

“But,” said one dealer, “we get 
full markup and we make friends, 
too.” 

Roy Kronenberger, 
dealer, noted: 

“In our line, it’s a pleasure to see 
an old customer. We don’t have to 
worry about beefs.” 

+ * 


a Cleveland 


* 
Customers Sell 


LONG this line, Jim Walsh, a 
Chevrolet-Saab dealer from 
Ithaca, N. Y., said that “it’s amaz- 
ing to see an old customer come in, 
leading his neighbor by the arm, 
and helping you to sell him a Saab.” 
Nancy Harrington, partner of 
Kronenberger, said that the trick is 
to sell the woman, and this is done 
only through demonstration. 

“You have to get them behind 
the wheel,” she said. “You’d think 
this would be difficult, but it isn’t, 
because Saab sellers are so en- 
thusiastic that it is infectious.” 

One of the most enthusiastic 
Saab sellers is Franny Fitz-Mau- 
rice, of Waterbury, Conn., who tells 
of selling a Saab to a 70-year-old 
woman who had never driven be- 
fore, even though most Saab cus- 
tomers are sports-car enthusiasts. 

All her life, said Fitz-Maurice, she 
had been a fifth wheel, dependent 
on others everywhere she went. 
Fitz-Maurice taught her to drive a 
Saab, at some peril to life and limb, 
and now she considers the Saab 
heaven-sent, 

* * *~ 


Meeting the Problem 


etts-AURICS recognizes that 
the Saab presents problems to 
American auto thinking. So, turn- 
ing on his charm, he tells custom- 
ers he expects to live with them the 
first six months of their ownership 
of the car until the Saab becomes 
their baby as well as his, Incident- 
ally, he has an interesting sales 
device of calling up the wife of a 
new Saab owner at 11 a.m. (when 
he figures the husband should be 
at work) on the fourth or fifth day 
of ownership, and asking: 

“How’s my baby?” 

This has the startling effect 
one might expect, and then Fitz- 
Maurice continues his story of 
how SAAB and Saab dealers look 
after their own. 

This, of course, could get annoy- 
ing unless you have the joyous dis- 
position of a Franny Fitz-Maurice. 

Incidentally, as an indication of 
how SAAB takes care of its own, 
Kronenberger tells the story of a 
Saab owner from another area who 
had trouble with her engine near 
Cleveland. He said the factory paid 
him to pick up her car and install 
a new engine in it at no cost. 

So, if you think good dealers and 
good factory-dealer relations aren’t 
important, consider the fact that 
Saab dealers in the U. S. are tak- 
ing a third of the production of a 
Swedish maker of a car that has 
an uphill battle in the U. S. market, 
and that, based on the success in 
the U. S., that Swedish maker is 
doubling its production goal once 
more, 





Dealer’s ‘Good-Faith’ Suit Against Distributor OK’d... 





Day in Court for Imports 


By William Carroll 
Staff Correspondent 

LOS ANGELES. —In a decision 
which affects import dealer-distri- 
butor relationships throughout the 
U. S., Federal Judge Thurmond 
Clark recently said in effect that 
import dealers may sue their dis- 
tributor, under the Good Faith 
Law, as though the distributor were 
in effect the factory. 

The suit, for which Judge Clark 
held a pre-trial hearing, was filed 
by Barney Motor Sales, Inc., 
against Cal Sales, Inc. (Triumph 
distributor) over cancellation of 
a franchise to retail Triumph 
sports cars and sedans. 

Barney Motor Sales, operated by 
Barney Olswanger, is located at 499 
S. San Fernando Rd., Burbank, 
where a new car showroom dis- 
plays Volvo, Willys Jeeps and the 
Rootes Group cars. A used-car op- 
eration is located at 833 N. San 
Fernando Rd., Burbank. 

Cal Sales, operated by Dorothy 
Deen, is located at 1957 W. 144th St,. 
Gardena, and is one of the nation’s 
largest Triumph distributors. 


According to Olswanger, his 





Triumph franchise expired Dec. 
31, 1958, and on Jan. 8, 1959, Cal 
Sales refused to renew it for an- 
other year. 

Shortly thereafter, he filed suit 
under the Good Faith Act for dam- 
ages of $200,000. 

Erwin Lerten, Olswanger’s at- 
torney, told Automotive News: 

“I think the real value of this 
suit is that the court has said that 
dealers who go through distributors 
have a remedy under this (Good 
Faith) act, as well as those who 
only go through manufacturers.” 

Miss Deen, president of Cal 
Sales, told Automotive News Ol- 
swanger’s franchise was not re- 
newed because his sales were not 
up to those of other dealers in 
similar points. 

A general denial of charges that 
Cal Sales is under factory control 
was made by Miss Deen. 

“What Barney is maintaining is 
that we are not the distributor, 
though we call ourselves a distribu- 
tor, but that we are the same as 
the factory and are under absolute 
control of the factory,” she said. 

“But this is not so. We are not 








Cincinnati Dealers Elect Officers— 


Newly elected officers of the Cincinnati Automobile Dealers Assn. are, from left, 
Clifford Jacobs (DeSoto), treasurer; Thomas O. Jennings (Buick), president; G. G. Rus- 
sell (Studebaker), vice-president; Erdie Turner, secretary, and Frank Zorniger jr. 


(Chevrolet), retiring president. 





NADA Realigns Duties 
Of Staff in Washington 


WASHINGTON.—Duties of the 
NADA staff have been realigned in 
an attempt to better serve the 
membership, according to James C. 
Moore, executive vice-president. 

The staff members, their new 
titles and duties are: 

Harry Applegate, director of 
building management, in charge of 
all phases of NADA building opera- 
tions. 

John Binns, director of conven- 
tions and management services, re- 
sponsible for all NADA meetings 
plus the group’s speakers bureau. 

John Conley, director of public 
relations, in charge of public re- 
lations programs. Because of the 
close relationship of public rela- 
tions and advertising, he will also 
be in charge of advertising ethics 
programs. 

William Hamilton, director of 
membership. 

Paul Herzog, research director, 
in charge of an expanded program 
of research and the legal and re- 
search libraries. He will direct the 
collection, tabulation and dissemin- 
ation of profit and loss statistics. 

James Hungerford, in charge of 
all transportation, hotel arrange- 
ments and plans for meetings of 
association officials. 

Walter Kiplinger, executive as- 
sistant to the executive vice-presi- 
dent, who will act and speak for 
the executive vice-president when 
he is absent from NADA headquar- 
ters, He will continue in charge of 
conventions until the 1960 NADA 
convention. 

Rowland Kirks, legislative 
counsel, in charge of all govern- 
mental relations. 

Everett Lawrence, editor of NAD 
Used Car Guide Book. 

Clark Moody, business manage- 
ment statistics manager, handling 
details of quarterly reports on deal- 


John Ordway, controller and act- 
ing assistant treasurer. 

David Schlothauer, manager of 
conferences and seminars, work- 
ing under Binns. He will also 
serve as personnel director of 
the headquarters staff. 

Steve Simmerman, counsel. 

Roy Smith, exhibition manager. 

Ray Sullivan, publications direc- 
tor, directing publication of NADA 
Magazine, news-letter, The Wash- 
ington Report and the monthly let- 
ter to directors. 

It was also announced that a 
business management specialist will 
be added to the staff to develop a 
comprehensive and useful business 
management program. 





owned by the factory. Though of 
course, if the courts would say this 
was the case, then every distributor 
of imported cars would be in the 
same position. What really makes 
this suit unique is that Barney is 
claiming we are the factory.” 

Judge Clark, in his decision, 
wrote: 

“It is our opinion that the act’s 
definition of ‘manufacturer’ must 
be read ... with the obvious re- 
flection that a simple device to 
perpetuate the bargaining domi- 
nation enjoyed by manufacturers, 
without the risk of legal recourse 
as contemplated by the act, would 
be to multiply the intermediary 
agencies through which the will 
of the manufacturer is expressed. 

“So long as the economic condi- 
tions giving rise to the inordinate 
bargaining power could be main- 
tained with respect to subordinate 
and intermediary distributors, the 
power to exact any terms could it- 
self be used to compel the middle- 
man to pass on the terms and con- 
ditions desired by the manufacturer 
to the ultimate retailer. 

“And the essence of the act, as 
we read it, wag to provide that this 
chain of domination, whether 
forged of one link or many, was 
to be broken. When the instrument- 
ality used to exact onerous condi- 
tions of continuing in the automo- 
bile retailing business, is ‘acting 
for’ the manufacturer in the sense 
that he is employed by the manu- 
facturer, willingly or unwillingly, 
to bring about the condition of sub- 
servience, being that in the act, we 
are of the view that the instru- 
mentality is itself a part of the 
manufacturer, bound by the act’s 
requirement of good faith. 

“We are mindful, of course, 
that wholly intermediary parties 
liable under the pseudo repondent 
superior doctrine, which we be- 
lieve the act’s definition of man- 
ufacturer imports, is apt in some 
cases to impose a very consider- 
able hardship upon the defend- 
ant party. 

“It is not for us to criticize the 
policy of the Day in Court Act for 
so completely redressing the bal- 
ance between franchiser and fran- 
chisee. If such is the case, then 
neither can we suggest better legal 
devices to insure that economic re- 
sponsibility is coupled with eco- 
nomic power, than that of counter- 
balancing the power which may be 
exerted by manufacturers upon dis- 
tributors, with an equal and op- 
posite judicial force in favor of 
dealers against distributors and 
thence by necessity, the manufac- 
turers. 

‘It is apparent that as soon as 
the purpose of exploiting the 
distributor, to wit, to relay the 
exploitation on to the dealer, is 
thwarted by the operation of the 
Day in Court Act, the unfortunate 
squeeze upon the distributor will 
cease and his functions will be 
confined to whatever legitimate 
purposes are served by the concen- 
tration of merchandising authority 
in a separate enterprise from the 
manufacturer.” 
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association were showing an average $52 net profit 
per new vehicle sold in the first nine months, seven 
dealers reported a net operating loss for the period. 
The nine-month net of $52 compared with only $16 
net profit per vehicle in the same period last year 
and with $69 in the first quarter of 1959 . . . Sen- 


consideration in January... 

Eight Kansas City dealers—Rudy Fick, Land- 
Sharp, Rost, Sight Brothers, Toedman Cabs, Mel- 
vin Hilliard and Dumas Milner—were given plaques by local safety 
and educational groups for contributing cars to driver-education 
. Chicago’s BBB has just released a pamphlet, “Buying 
a Car,” designed to set up higher merchandising standards in in- 
Gene Teague, Stayton (Ore.) Chevrolet dealer, has 
retired his prize palomino parade horse, “Mr. Chevrolet” ‘ 
Boston Dodge dealers are sponsoring a $2,000 college scholarship 


as site for Catholic seminary ...A. J. Maupin, former North Carolina 
association’s general counsel, has been elected president of state bar 


bers of the Chicago Ford dealer 


D.), who died recently, was the 
the four territorial-security pro- 
in the last Congress arid due for 


ffalo dealer, has donated 80 acres 


—Perre Wemuorr, Editor, 
Automotive News 
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Compacts Called Blessing . 





Import Men Thankful 
For New Competition 


(Continued from Page 1) 


foreign sales since the showing of 
the new compacts.” 

“Our customers now realize 
that our cars priced under $2,000 
are a real bargain,” said a New 
England dealer. 

In the Southeast, a dealer said, 
“Compacts have helped us, More 
people now are small-car minded 
and turn to our cars for economy.” 

A dealer in the Pacific Northwest 
who noted a “slowup” at the start 
of the ’60 season said that since 
then his imports have taken a 
“sharp rise upward, indicating the 
wait-and-see attitude is over.” 

Sales continue to hold firm, he 
added, although discounting has 
tended to increase. 

Another dealer in his area said 
his import sales jumped 25 percent 
after U. S. compacts were intro- 
duced. 

+ * * 
NEW ENGLAND dealer said, 
“In our own particular case, 
there is a Falcon dealer right next 
door. His customers do not come 
over to our showroom or lot and 
there is no sign of our prospects 

going over to his place. 

“Ford and Chevrolet dealers 
close by are extremely pleased 
with sales results of their com- 
pacts,” he continued. “To date, 
our friendly competitors have 
not traded a foreign car on a 
compact car.” 

Said a Midwestern dealer, “Our 
floor traffic is up several hundred 
percent since (the new compacts 
arrived). Our sales are up, too! 

“A lot of people, however, make 
Temarks as to the effect, ‘What 
the hell—for a little more I can 
buy a full-size car.’ Probably the 
result of the brainwash that the 
U. S. auto industry has worked out 
these past 15 years...” 

. a * 

AID an Eastern import dealer, 

“We have sold several cars to 
customers who waited until (U. S. 


Cleveland Firm 
Plans April Debut 
For Argonaut Car 


CLEVELAND. — The Argonaut 
“Smoke,” a futuristically styled 
two-seat luxury automobile, will be 
offered for sale next April, accord- 
ing to Argonaut Motor Machine 
Corp. 

The company said it is the first 
of seven models which will include 
a sedan, hardtop, convertible and 
limousine. 

The company said the Smoke will 
Sell for $26,000, Prices of the other 
models range from $25,150 to $32,000. 
State and Federal excise taxes are 
not included. 

The Smoke has a cockpit canopy 
which is removable. The cockpit 
is finished in stainless steel, leather 
and aluminum, and there are two 
contour seats. 

The company said the Smoke has 
a 7.5-liter *V-8 engine that is hand 
finished and precision balanced. 
The 7.5-liter displacement amounts 
to 458 cubic inches, which is larger 
than the engine of any U. S. pro- 
duction model. 

According to the company, the 
cars will be guaranteed for four 
years and will be inspected semi- 
annually by an Argonaut engineer. 
Servicing will be available at the 








owner’s residence. 
e * + 


Assn. 
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compacts) came out, saw them and 
bought imports.” 

“The American compacts 
simply don’t present a challenge, 
either in price or quality,” a 
Grain Belt dealer said. 

A Florida Volkswagen dealer re- 
ported, “Our orders on advance 
sales have increased since (com- 
pacts’) introduction. We feel that 
in the overall picture there wil] be 
no particular competition.” 

In the Southwest, a dealer had 
this to say, “We have sold quite a 
few (imports) since the new cars 
came out and all after the pros- 
pects had looked at the others. I 
think we can all increase sales on 
imports.” 

“Sales of imports are on the way 
up,” said a dealer in New York 
City. “I wish we had a small im- 
ported truck to sell.” 

+ * + 

T= import dealers are in gen- 

eral agreement that they can 
continue to prosper simply by sell- 
ing “low, actual” price, economical 
operation and low depreciation. 
Many speak of the $1,600-to-$1,900 
—¥ range as an untouchable mar- 
et. 

Furthermore, said a Los 
Angeles dealer, “We can offer 
what none of the so-called com- 
— can offer—true import qual- 

y.” 

There was a minority report, 
however, coming from a party of 
one. He said plaintively: 

“We are not an enthusiastic for- 
eign-car dealer. We'd like to see 
American cars win out.” 


Sunday Sales Ban 
Is Constitutional, 


Iowa Judge Rules 


DES MOINES.-—-The new Iowa 
law prohibiting sale of automobiles 
on Sunday was declared constitu- 
tional last week by Polk County 
(Des Moines) District Court Judge 
Robert D. Jackson. 

Judge Jackson dismissed a suit 
brought by seven used-car dealers 
asking that the law be declared 
invalid. They contended that the 
law, which became effective July 1, 
discriminated against a legitimate 
business operation on Sunday. 

The used-car dealers claimed en- 
forcement provisions of the statute 
are invalid because the law is not 
a public safety measure and will 
not protect the public welfare. 

Penalty for violation of the law 
is a $100 fine or a 30-day county 
jail sentence. 

The used-car dealers testified 
that lack of Sunday sales since 
July 1 has caused a substantial 
drop in their profits. 

Judge Jackson upheld the legis- 
lative explanation of the law at- 
tached to the bill when it passed 
the House of Representatives. He 
held that the law is a public safety 
measure and as such is within the 
state’s police power. 

Plaintiffs in the action, all of 
Des Moines, were: Diamond Auto 
Sales, Inc.; Eastown Motors, Inc.; 
Pioneer Auto Co.; Murray Motor 
Sales; Ted McGrevey Used Cars; 
B & L Motor Sales, and Winnick 
Brothers Auto ‘Co. 

The new law was passed by the 
last legislature with strong support 
from the Iowa Automobile Dealers 
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Argonaut Unveils the Smoke— 


This is the Smoke, first of seven models to be announced by Argonaut Motor 
Machine Corp., Cleveland. Among the car's features are an adjustable steering wheel 


steel, 


lumi and leather; a hand-finished 7.5 





rim; a cockpit finished in 


litre V-8 engine, two special batteries, and two electric fuel pumps. 


The two- 


passenger cor hos a 126',-inch wheelbase and is 236 inches long. The car will 
sell for $26,000, plus state and Federal excise taxes. 











Record Crowds View Cars af Los Angeles Show— 


Attendance for the first three days set a record for the 37th annual Los Angeles International Auto Show at the Pan-Pacific 


Auditorium. This is a view of the crowd on opening night. 


* * 


First Big Shows Boost Turnouts 


REATER crowds and greater 

interest were reported during 
the first four and five days of auto 
shows in Philadelphia and Los An- 
geles. 

Charles H. Elmendorf, manager 
of the West Coast’s largest show, 
said 112,882 persons had visited the 
exhibits in Pan Pacific Auditorium 
through last Tuesday (Nov. 17). 

This was an increase of 25 per- 
cent over the turnout for the com- 
parable five-day period a year ago, 
he said. The 10-day show closed 
last night (Nov. 22). 

Charles A, Bott, chairman of 
the Philadelphia show, reported 
attendance for the first four days 

totalled 38,423, compared with 
24,719 for the like period last 
year. The eight-day show closed 
Saturday (Nov. 21). 

“Our crowds have been orderly 
and showed greater interest this 
year,” said Elmendorf, who also is 
executive secretary of the sponsor- 
ing Los Angeles Motor Car Dealers 
Assn, 

“We believe this trend points to 
an excellent automotive year,” he 
added, 

On the basis of the 5-day turnout, 
Elmendorf said, total attendance 
could exceed 200,000 for a new rec- 
ord. 

” + * 

Bo shows were larger this 

year. Display space in Los An- 
geles was increased to 162,000 
square feet this year, Elmendorf 
said, with 37 exhibits and 62 differ- 
ent makes. Philadelphia upped its 
floor space this year by 50 percent. 

Bott, who is president of the 
sponsoring Philadelphia Automobile 
Trade Assn., reported that interest 
in autos today is higher than it has 
been in several years. 

A special premiere, hosted by the 
Assistance League of Southern 
California for charity, preceded the 
opening of the Los Angeles show 
and drew a sellout crowd, Elmen- 
dorf said. 

After six days of record crowds, 
Seattle’s “World Premiere Auto 
Show” (Nov. 6-15) suffered an 
unexpected attendance slump 





15 Pct. Discount Set 
For Compact Insurance 


WASHINGTON.—A 15 percent’ 
discount on liability rates for 
compact cars has been announced 
by Nationwide Insurance Co, The 
reductions will affect owners in 
16 states and the District of Co- 
lumbia. Allstate Insurance Co. 
previously announced a 10 per- 
cent reduction in premiums on 
the smaller cars. American Home- 
owners Insurance Co, of D, C. 
also has disclosed it will charge 
lower rates in this field. 

Murray D. Lincoln, Nationwide 
president, said the new rates will 
apply to most American-made 
compacts and to most models of 
80 foreign makes. 











when the region was hit by an 

early-season cold wave. 

Up to the final four days, attend- 
ance was running 20 percent higher 
than last year, according to Arvid 
Andresen, show co-chairman. This 
year’s show drew 37,000 visitors, 
compared with 40,000 last year, he 
said. 

Nevertheless, Andresen said, 
dealers in general were pleased 
with the show, which occupied both 
levels of the huge Seattle Armory 
and displayed more makes and 
models of new cars, domestic and 
foreign, than ever before. 

Interest of show visitors seemed 
to be the highest in several years, 
according to Bob Olson of the 
Seattle Automobile Dealers Assn., 
which co-sponsored the*show with 
the Imported Automobile Dealers, 
Ine. Particular attention was paid 
to the new Big Three compact cars, 
he said. 

Andresen said dealers reported 





Manheim Auctions Runs 


Show as Dealer Service 


MANHEIM, Pa.—Several thou- 
sand persons attended an open 
house and showing of 1960 autos 
at the Manheim Auto Auction. 
Auction officials said they spon- 
sored the show as a service to 
dealers, who were invited to dis- 
play their domestic and foreign 
cars free of charge. 

Dealers were enthusiastic with 
the results, said an auction 
spokesman. A Rambler dealer 
credited the exhibit for three 
sales he made two days later, the 
spokesman added, and a Ford re- 
tailer announced he had obtained 
the names of nearly 100 prospects 
at the showing. 





The 10-day show, the city's largest, closed yesterday (Nov. 22). 
ok * oe * * 















































British Car Makers Meet Show Sponsors— 


British avto manufacturers in Los Angeles for the International Automobile Show 
at the Pan-Pacific Auditorium, greet the orgarlzers—the Los Angeles Motor Caf 
Dealers Assn.—at a reception. From left are Frank French, dealer association presi- 
dent; Harry E. Ridings jr., president, Long Beach harbor commissioners; John Dugdale, 
vice-president, British Automobile Manufacturers Assn.; Charles Elmendorf, directof 
of the show; Lloyd A. Menveg, president, Los Angeles harbor commissioners, and 
John T. Panks, Rootes managing director. 


<> 
of 


many sales on the show floor and 
that many “hot” prospects were un- 
covered at the show. 

Shows also closed over the week- 
end in San Francisco, an imported- 
car exposition, and in Salisbury, 
Md. 


* * * 


PENING this week are shows in 

Sioux Falls, S, D., (Nov. 25-29), 
Phoenix, Ariz. (Nov. 25-30) and 
Dallas (Nov. 27-Dec, 6). 


The 47th annual Sioux Falls show 
was the first major task tackled by 
John C. Moore jr., new manager of 
the South Dakota Automobile Deal- 
ers Assn. 

Entertainment was no problem 
for Moore—he selected an ice 
show in place of name bands and 
special acts scheduled in other P 
years. 

Ice revues aren’t a novelty to 
Moore. He was a professional skat- 
er for 10 years and has appeared 
with the Sonja Henie spectaculars. 

The fourth Phoenix International 
Auto Show, sponsored by the Great- 
er Phoenix New Car Dealers Assn., 
will be held at the Town and Coun- 
try Shopping Center. Last year’s 
indoor show drew about 40,000 visi- 
tors. 

The fourth annual Dallas show 
will be held at the A, Harris Oak 
Cliff Center, with 18 members of 
the Dallas New Car Dealers Assn. 
displaying 50 domestic and foreign 
cars. Local high school bands will 
provide musical entertainment. 

Denver's “biggest and finest” auto 
show will get under way a week 
from today (Nov, 30) in the Coli- 
seum, 

A seven-act floor show will be 
presented nightly during the six- 
day show and will feature the 
Rockettes, famed precision dancers 
from New York City’s Radio City 
Music Hall. 






















* 
: “... 87% of our car sales 


are financed...” 


says HENRY J. KANE, Rambler-Ambassador 


dealer, Niagara Falls, New York 

















“Today, 87% of our car sales are financed .. . 
so we need the best house plan in the business, 
racite COMMERCIAL CREDIT PLAN, to serve this life-line 
of our operation. We have been with them from 
the first day we opened our doors. They have 
helped us close more deals with trigger-quick 
= action of credit okays, and by keeping us posted 
on near paid-up accounts. Of utmost importance, 
these same customers want to be refinanced 
through CoMMERCIAL CreEpIT again—proof posi- 
29), tive that customer relations are tops.” 


and 
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Commercial Credit dealers 
are successful dealers 
















Write or call the nearest CommMeRcIAL CrEpIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 






—— 


CONMERTTAT \ A service offered through subsidiaries of the 





. § Commercial Credit Company, Baltimore . . . Capital 
Laos PLAN and Surplus over $225,000,000 . . . offices in principal 


MC cities of the United States and Canada. 
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Keen Competition Seen in U. S. Entries... 





Import Dealers View Compacts 


DETROIT.—Imported-car deal- 
ers, professing no fear for their 
own sales success, have definite 
opinions about the U. S.-built com- 
pact cars. 

In what may be an attempt to 
bolster their own optimism, most 
find many ways in which to be 
critical of the new offerings. De- 
spite what they may say to the 
contrary, it is apparent that im- 
port dealers consider the com- 
pacts highly competitive. 

A number of imported-car deal- 
ers, selected to give a good profile, 
were asked by Automotive News 
to assess Corvair, Falcon, Lark, 
Rambler and Valiant. 

Some of the more interesting re- 
Plies follow: ‘ 


Corvair 


“Of all the compact cars, the 
Corvair is the most interesting 
from the standpoint of its careful 
engineering design. In my opinion, 
it has the most pleasing appear- 
ance, The only thing that I do not 
like is the appearance of the inter- 
ior finish.” 

“Looks a little cheap for the 
money.” 

“Has good eye appeal and per- 
forms well, but is very poorly fin- 
ished on the interior.” 

“Priced too high for workman- 
ship and riding comfort.” 

“Will be a hot seller.” 

“Don’t like gas tank right next 
to driver or gas heater next to 
tank.” 

“A cute car—a top job of blowing 
up a Dauphine.” 

“Nice engineering wish. Priced 
too high.” 

“Good styling but poor arrange- 
ment of gasoline tank. No luggage 
space, poor seating, bad gasoline 
heater. Probably will sell last of 
three new ones due to poor mile- 

~ Fg 
“Best market appeal.” 

“A nice-appearing car but under- 
powered. Fanbelts not holding up.” 

“Drives nicely. The rear engine 
gives it something new and dif- 
ferent in the American car mar- 
ket.” 


“Not impressed. Dislike rear en-|; 


gine. Quality of finish on interiors 
not 


“A car that should sell, but I’m 
not sold on the rear engine.” 

“Looks good far away but very 
cheaply built. Overpriced. Perform- 
ance fair.” 

“Great! Quiet engine, excellent 
esthetics, comfortable interior, good 
ride. No go, marginal handling.” 

“Certainly attractive but wish to 
see it in operation for six months. 
Too expensive.” 

“The right idea, but lacks qual- 
ity. I think they will have trouble 
with the fanbelt and carburetion.” 

“Excellent.” 


ing. E technical 
advancements the best thing in 
the industry in years.” 








Texans Elect Terry— 


W. A. Terry, left, Waco, Tex., newly 
elected president of the Texas Automobile 
Dealers Assn., is congratulated by Joe 
Fralin, Lubbock, outgoing president at the 
group's annual meeting in San Antonio. 
Other officers include S. A. M li, Dal- 
las, vice-president; Doyle Renfro, Odessa, 
vice-president; George Swain, San Antonio, 
vice-president; Thurman Smith, Fort Worth, 
secretary; J. O. Woodard, Dallas, treas- 
vrer; Rayford Gillihan, Big Spring, re- 
gional vice-president, Western area; Cliff 
Magers jr., Fort Worth, regional vice- 
president, Central area; Lawrence Beck- 
ham, Dallas, regional vice-president, East- 
ern area, and Bob Morin, Pasadena, re- 











gional vice-president, Southern area. 


“Good-looking car, No room, very 
plain, no trunk space, not getting 
gas mileage claimed. It’ll sell.” 

“First new car in the U. S. 
since the 1936 Cord.” 

“Good styling, poor quality. No 
trunk room, gas filler in bad place.” 

“Best.” 

* 


Falcon 


“A good, practical compact. Nice- 
ly finished.” 

“Having had a chance to drive 
one, this car is nothing—with the 
exception of the interior. It re- 
minds me of the 1953 and 1954 
Taunus.” 

“Best looking.” 

“Looks cheap, but basically OK, 
I guess.” 

“Will sell well.” 

“The cheapest of the bunch, It’s 
a crime to force this on the Amer- 
ican public at the price.” 

“Most sensible of the three new 
American ‘small cars.’” 

“Don’t know Falcon as well as 
Corvair, but would make it second 
choice.” 

“Not the best looker but has 
the best price, and certainly has 
the right engine and space in 
the trunk.” 

“Just another Ford. Too much 
like balance of line.” 

“Best constructed of all. Should 
sell well.” 

“Cheap construction.” 


Dodge, Dart Cut 
Make-Ready Fee 


DETROIT.—Dodge last week re- 
duced the suggested dealer-prepa- 
ration fee $5 on all ’60 Dodge and 
Dart models, The new rates are $35 
on Darts and $45 on Matadors and 
Polaras. 

The Dart make-ready fee is the 
Same as that suggested for Plym- 
outh and is lower than the $40 
charge on Ford and Chevrolet. Dart 
sticker prices now are only $18 to 
$27 above those of comparable 
Plymouth models. 


* 








“Just a scaled-down conventional 
car, cheaply done. Nothing new or 
interesting.” 

“Excellent.” 

“Not as good as Corvair.” 

“Nice interior but not a pretty 
car at all. I don’t think it will do 
well.” 

“Better quality and room (than 
Corvair). Poor styling—looks like 
it’s running downhill.” 

“Good design, Lack of imagina- 
tion. Not cheap enough.” 

“Looks good inside and out. Per- 
forms well.” 

“Seems to be very well finish- 
ed, but from there on it is not 

very interesting and it is merely 
a scaled-down, six-cylinder Ford.” 

“Nice appearing car, Should sell 
well.” 

“Consider this the best of the 
three new small American cars, 
but still does not have foreign-car 
riding comfort.” 

“It is a good compact car, but to 
date (Ford dealers) seem to be 
taking their own customers and 
trading them down.” 

“Nice car well carried out.” 

. & * 


Lark 


“No sex appeal, Like a virtuous 
old maid—good but dull.” 


“Good. One year of service has 
proven this. Is also a larger car 
than any of the others.” 

“Not as much car as the others. 
Needs dressup, inside and out.” 

“Suits the market.” 

“Seems to be well finished, but 
needs revised transmission ratios 
in the manual transmission and 
the engine just doesn’t seem to 
have it.” 

“One of the best of the compacts. 
Would sell better if it had a better 
dealer organization.” 

“Not too good. On way out.” 

“Real quality.” 

“Poor esthetics, antiquated de- 
sign, generally mediocre.” 

“Should hold its own with Cor- 
vair and Falcon.” 

“Poorest car of the bunch.” 

“Nice car.” 

(Continued on Page 41, Col, 1) 





Wilkie Views... 





Everybody’s Business 


WHEN HUGH HITCHCOCK was 
advertising director for Packard 
Motor Car Co. a few years ago, he 
had on the wall directly behind his 
desk a head-on 
picture of a huge 
hippopotamus. 

The picture was 
so positioned that 
when you sat and 
talked with Hugh 
at his desk you 
had to see it. You 
saw the big jowls 
and beady eyes 
looking menac- 
ingly at you, The 
picture caption 
quoted the hippo as saying: 

“I don’t know anything about 
advertising but .. .”. Hugh had 
grown weary of gratuitous advice 
from self-appointed experts. 

The auto makers probably don’t 
need an outsider to tell them how 
to handle their business any 
more than a major league club 
manager needs advice from the 
grandstand. But automobiles are 
everybody’s business. 

Nobody successfully can chal- 
lenge that statement that unsatis- 
factory repair service costs the car 
makers more heavily in owner loy- 
alty than any other single thing. 
The auto makers have begun to 
realize this. They have tightened 
up on factory inspection, have 
started service training schools for 
their dealers, and they go to great 
expense to provide the know-how 
the service people need. 

~ * * 


SOME MAKERS have depart- 
ments of owner relations. The head 
of one such department, recently 
established, said owner loyalty 
“may turn on a very simple issue 
—a slight misunderstanding, a 
minor adjustment.” 

But, for the most part, immediate 
responsibility for adequate service 





D. J. Wilkie 


has been passed on to the car re- 
tailer. And service and repair work 
continue to cause more car owner 
gripes than they should. 

The car owner doesn’t like to be 
told: “If it doesn’t work right, 
bring it back.” He wants his car 
on the road, not in the service 
shop. He doesn’t like to be told by 
his dealer’s service representative 
that “the shop is crowded right 
now; if you need only an oil change 
and grease job you'll get quicker 
action at your gas station.” 

He wants this minor job done 
at his dealer’s shop, because he 
believes the people who handle 
his make of car know more about 
the kind of oil it needs and in 
what places lubrication is most 
important. 

There probably always will be a 
great shortage of expert auto me- 
chanics. Unsatisfactory service may 
be unavoidable in some instances. 
All dealer shops cannot be indicted 
for providing indifferent service. 

Many dealers have more than 
(Continued on Page 45, Col, 1) 








Conn. Dealers Elect— 


Frank P. Fitzpatrick (DeSoto-Plymouth), 
left, Ansonia, retiring president of the 
Connecticut Automotive Trades Assn., con- 
gratulates Richard H. Burkhart (Dodge- 
Plymouth), right, Waterbury, newly elected 
association president. In the center is 
Arthur J. Roy (Buick), Willimantic, who 
was elected first vice-president at the 
group's 38th annual convention in Hart- 
ford. 





5 GM Directors 
To Resign; Sloan 
Off DuPont Board: 


CHICAGO.—Alfred P. Sloan jr, 
honorary chairman of General Mo. 
tors, has resigned as a duPont qj. 
rector and five duPont represent. 
atives on the GM 
board will resign 
on Dec. 7. 

The resigna- 
tions are in com- 
pliance with a 
Federal Court de- 
cision in a case 
in which the Gov- 
ernment sought 
to have duPont 
divest itself of its 
23-percent owner- 
ship of GM. 

The final decision was signed last 
week by Federal Judge Walter J. 
LaBuy. The Government has not 
reached a decision on whether to 
appeal the ruling. 

The five GM directors who will 
resign at the next meeting of the 
company’s board are Walter §. 
Carpenter jr, Lammont duPont 
Copeland, Henry B. duPont, Emile 
F. duPont and Donaldson Brown. 


A. P. Sloan Jr, 





Reflector Tape Ordered 


On Wide Cars 


NASHVILLE.—The State of Ten- 
nessee has blown the whistle on 
1960 autos which are more than 80 
inches wide. 

Under a 1931 law placing re- 
strictions on vehicle widths but 
aimed at trucks, the autos are 
illegal unless equipped with 
truck-type clearance lights and 
reflectors. 

The law calls for eight front 
lights and six rear lights on ve- 
hicles more than 80 inches wide, 
but legal and safety officials have 
agreed that reflector tape on the 
corners of front and rear bumpers 
will satisfy legal requirements. 

Most cars already have six front 
lights and four in the rear, they 
noted. 

Eight ’60 makes are affected by 
the ruling: Lincoln, 80.3 inches; 
Imperial, 380.5; Chevrolet, 80.8; 
Oldsmobile, 80.6; Pontiac, 80.7; 
Edsel, Ford and Mercury, all 81.5. 
Greg O’Rear, State safety in- 
spector, said Tennesseans will be 
given 60 days in which to place the 
tape on bumpers. Violation of the 
law is a misdemeanor and calls for 
a maximum $50 fine and 30 days 
in jail. 

“We'll work out something for 
tourists,” said O’Rear. “We might 
even put the reflector tape on the 
bumpers for them.” 

Six 1959 and three 1958 makes 
were more than 80 inches wide, 
but they apparently got by unno- 
ticed. 

Tennessee clamped down after a 
Wisconsin lawmaker announced 
that the eight makes, plus those 
which have attachments that bring 
the width to more than 80 inches, 
were too wide under a Wisconsin 
law. 

But James Karns, Wisconsin 
motor vehicle commissioner, has 
decided that since the ’60 cars 
have adequate lights, they will 
not be required to have truck- 
type installations. 

He said the width-restriction law 
was enacted a number of years ago 
to" protect motorists against large 
trucks. His department is consider- 








Late Report... 





advanced $2. 
Losses amounted to $2 on ’54s, 


week earlier, the sales ratio was 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week declined $5 to $943, according to Automotive News’ index. 
Despite the overall setback, two models—’55s and ’52s—remained 
unchanged from the previous week’s level and three models show- 
ed gains. The average price of ’58s and ’53s went up $3 and ’57s 


lows were established for ’54s and ’56s. 


At a group of representative auctions last week, the average 
consignment was 238.9 units, of which 67.0 percent were sold, A 


Auction reports begin on Page 22. 


$10 on ’56s and $37 on ’59s. New 


68.0 percent on 245.3 units. 











in Tenn. 


ing asking legislation to exempt 
autos from the regulation, he added. 

In Tennessee, even Gov. Buford 
Ellington’s new official car — an 
Imperial which is on order—will 
have the reflector tape. 

Ellington announced the decision 
to require the tape after conferring 
with Attorney General George M. 
McCanless and O’Rear. 

“It was our opinion that with 
reflectors being placed at the 
widest point, both front and rear 
of those cars over 80 inches in 
width, there was no safety haz- 
ard involved and such automo- * 
biles will meet the requirements 
of the law,” Ellington said, 

The Governor’s action was com- 
mended by the Tennessee Automo- 
tive Assn. 

“Dealers were surprised and irri- 
tated by the State’s action, but 
there’s not much we can do about 
it,” said David P. Welchel, execu- 
tive vice-president of TAA. 


“We'd like to see the law chang- 
ed to exempt autos, but we can’t 
do anything about it now because 
the Legislature doesn’t meet again 
until next January,” he added. 

One “irate citizen of Tennessee” 
took the matter of the AMA in De- 
troit. In an appeal for relief, he 

wrote: 

“Is there anything you can do 
about the stupid law the State of 
Tennessee has passed making it 
necessary to mar our 1960 cars with 

eight trucks lights and six truck 
reflectors? I have written the Gov- 
ernor, etc., in Nashville to express 
my opinion, but will it do any 
good? 

“I am ready to sell my new car 
and get the old one back. Ten- 
nessee is so backwards they don’t 
know about interpreting laws or 
revising them according to the 
day and age we live in. I hope 
you all will try to help us down 
in the hills of Tennessee.” 

An AMA spokesman said that in 
the past when autos have been 
found to be in conflict with laws 
intended to restrict trucks, the 
states have changed the laws to 
exempt autos. 





Export Figures 


Contested by S-P 


SOUTH BEND.—Richard A 
Hutchinson, export vice-president at 
Studebaker-Packard Corp., las 
week took exception to U. S. export 
figures published in the Nov. 2 
issue of Automotive News. The 
data was supplied by the Automo- 
bile Manufacturers Assn, 

Hutchinson said S-P’s exports of 
1959 models totalled 5,378 units in- 
stead of the 4,224 that were origi- 
nally reported. He also claimed 
5,129 exports in 1958, instead of 
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2,736, and 5,672 in 1957, instead of 
5,243. 
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Rambler Dealers Sell America’s 
Lowest-Priced 2-Door Sedan, 
4-Door Sedan, Station Wagon 






RAMBLER AMERICAN 2-DOOR DELUXE SEDAN 


$179500 


($117 less than any other 2-Door 
Sedan built in the United States*) 





ONLY RAMBLER DEALERS... 


* Can offer the lowest-priced American-built 
automobiles! 


* Can offer the car that’s No. 1 in owner- 
proved, over-all economy! 





* Can offer the original compact car—produced 
by the world’s largest builder of compact cars! 
RAMBLER AMERICAN $18 4 4. 

* Have the car that’s No. 1 in compact car ee ee eee 
($130 less than any other 4-Door Sedan built in the United States*) 


sales! 


* Have the broadest line of compact cars to 
meet buyers’ needs! 


Rambler Spells 
Success For 
Rambler Dealers RAMBLER AMERICAN 6 OQ OO 


DELUXE STATION WAGON 





($346 less than any other Station Wagon built in the United States*) 


EK ver " wh er e€ ° The prices listed are suggested delivered prices at Kenosha, Wisconsin. State and local taxes, _ 


if any, automatic or overdrive transmission, whitewall tires and optional equipment, extra. 


*Based on comparison of manufacturers’ suggested factory delivered prices. 
By The World’s Largest Builder Of Compact Cars 


9 
er 60 
AMERICAN MOTORS CORFORAHON 


14250 Plymouth Road, Detroit 32, Michigan 





Rambler Franchises Available in Canada and in Important Export Markets. In Canada, Write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto 
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Seeking to Hold Salesmen... 





Dealers Plan for Car Shortage 


(Continued from Page 1) 


the best in the country,” Milner 
said. “We are not going to let the 
strike destroy what it took so long 
to build.” His dealerships are in 
Jackson, Miss.; New Orleans, San 
Antonio, Fort Worth, Kansas City 
and Little Rock. 
* ++ + 

 hhnge L. BLAUSHILD (Chevro- 

let), Cleveland, said his new-car 
men will “participate vigorously” in 
a used-car campaign. The dealer- 
ship will insist on firm “indefinite 
delivery” orders on new cars, with 
a deposit of at least $350. 

Customers will be informed 
that the order is not cancellable, 
Blaushild said. Salesmen will be 
paid half their commission upon 
taking the order and the balance 
upon delivery. 

The dealership is planning a 
December sales contest based on 
new-car orders, with cash prizes 
for the three top men. In addition, 





some personnel will take their va- 
cations in December, 

A Los Angeles auto man noted 
that new-car sales there are not so 
closely allied to Detroit production 
that dealers find themselves in 
trouble. Imports take some 25 per- 
cent of the Los Angeles market, 
and sales of late-model used cars 
are an important part of every op- 
eration, 


+ a. * 
ED WESSON (Buick) said all 
his new-car men rotate through 


Huskamp Sells Ford Deal, 


Keeps Rambler Outlet 


MIAMI.—C, A, Huskamp has sold 
Huskamp Ford, Inc., which he 
founded a quarter of a century ago, 
but will continue to operate Hus- 
kamp Rambler. 

The Ford dealership was pur- 
chased by Deel Motors, Inc., a sub- 
sidiary of Duval Motors, Jackson- 
ville. 








the used-car lot, “which makes 
them better salesmen.” 

“Some dealers might panic dur- 
ing a shortage like this,” Wesson 
added, “but 
thing to build up a sales organiza- 
tion, You can save a few dollars 
by cutting overhead, but next Jan- 
uary and February we're going to 
need these men to get the cars 
rolling.” 

A Los Angeles Ford dealer is 
planning to cut shop expenses by 
rotating layoffs among the new- 
car make-ready crew and parts 
salesmen. He plans a major push 
with used units to keep his new- 
car salesmen busy. 

Utter Pontiac, Los Angeles, is 
pushing Vauxhall and has a lot of 
late-model used cars. Salesmen are 
being encouraged to sell used cars. 

“A couple years ago, we cut down 
on advertising and increased sales- 
men’s commissions,” said L. M. 
Hanson, Utter general manager. 


it’s not the easiest | 


“It paid off in more sales per man, 
so we intend to keep them.” 
* aa a 

pom men are hard to find,” de- 

clared Jim Hicks, Krell Buick, 
Pasadena, Calif,, “so we are think- 
ing of some sort of salary or wage 
guarantee, We're cutting advertis- 
ing a little and putting more em- 
phasis on used cars.” 
Miami dealers plan to keep 
their sales forces intact, and 
salesmen will put in a little extra 
time on the imported lines car- 
ried by many domestic dealer- 
ships, 

Imports are big in Miami. Al- 
though they slipped to only 9 per- 
cent of the market in October, they 
had a solid 23 percent penetration 
for the first nine months of this 
year, 

Atlanta dealers believe enough 
new cars will trickle in to give 
them something to sell, but they 
aren’t going to let go of their good 
salesmen if the pipelines run dry. 

* na + 
OME Atlantans will transfer 
their salesmen to used cars or 
imports, while others will convert 
them to service sales. 

One dealer said he would give 

salesmen a guarantee or a small 








General Motors Reliability in Action... 


HARRISON AIR CONDITIONING. 
“DESERT-TESTED” 
IN LOCKPORT, N. Y. 


Air conditioning test in action! In one 
of the Harrison hot tunnels, a 1960 
GM car is tested under extreme hot 


weather conditions. 


| 


TEMP 


G: 


HARRISON Provides Proven Reliability in Every Product! 


Tested on its own proving grounds . . . tested in the Harrison hot 

tunnels! This is where General Motors Car Air Conditioning first 

proves its mettle. These tunnels are used to test and prove the 

reliability and efficiency of Harrison Air Conditioning under all 

types of warm weather driving situations—from normal conditions 

to the extremes in heat and humidity. As a prime producer of 
automotive temperature-control equipment, Harrison engineering and 
proving facilities are the most modern and complete in the industry. 
That’s one of the reasons why Harrison is the leader in product value and 
dependability. If you have problems of temperature control . . . passenger 


| 
; 
| comfort or vehicle efficiency . . . look to Harrison for the answer! 


24 
~~ ee. ae 
VRes — 
UM40e TO ORP 


[ARRISON 


AUTOMOTIVE RADIATORS + OlL COOLERS + THERMOSTATS © AIR CONDITIONERS + HEATERS » DEFROSTERS 








HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 





wage to tide them over; another 
spoke of advancing money in hard. 
ship cases, but said he would not 
give an across-the-board wage. 

A Texas veteran commenteg 
that dealers would have to de. § 
pend on used cars, parts and 
service during the shortage. 

“If my overhead has to be cut,” 
he declared, “I’m not going to lay 
off a given percentage of people 
in each department. I’m going to 
clear out some of the dead wood 
that maybe I’ve been lax in elimip. 
ating before now. 

“And likely the last place for 
cuts will be in the service depart. 
ment, because I’m going to look to 
the backshop to carry the big end 
of the load.” 


* * * 


A™ OKLAHOMA Chevrolet dealer 


seconded the idea of ee 


out the excess baggage during the 
shortage. “I’m going to discharge 
the deadheads,” he said, “and keep 
the producers on the staff at a 
guarantee of $400 per month. We 
have enough new cars to last out 
November and a pretty heavy used- 
car stock to sell.” 

A West Coast Chevrolet dealer 
said he had dismissed 10 sales- 
men at the end of October, with 
offers to rehire them when pro- 
duction and inventories are nor- 
mal, 

In Chicago, Frank Yarnall, a 
Chevrolet dealer and former NADA 
president, said: “We plan to make 
no change in our sales staff as a 
result of the car shortage created 
by the steel strike. 

“Our sales people are on a sub- 
stantial monthly salary plus a year- 
end bonus on certain volume and 
gross-profit factors, and all of them 
have been with us for some time. 
In our opinion, the cost of develop- 
ing good new men would be con- 
siderably in excess of the salaries 
we will pay in the next three or 
four months,” 

* * + 

NOTHER former NADA chief, 

J. Saxton Lloyd (Buick-Cadil- 
lac), Daytona Beach, Fla., is en- 
couraging his new-car men to sell 
used cars. 

“In addition,” Lloyd said, “we will 
pay a substantial portion of new- 


car commissions on all orders rt 


tained during the shortage period. 
We also will consider advances 
against future commissions at 
Christmas.” 

Wilkie Buick Corp., Philadel- 
phia, said its salesmen are on sal- 
ary plus commission and will be 
kept on the payroll. 

“They will continue to contact 
owners and prospects, attempt to 
write orders for future delivery and 
act as goodwill: ambassadors,” the 
dealership said. 

John Hine, Hine Pontiac, Dallas, 
commented that his firm will “buy 
and sell new and used cars the 
same as we did during the war, We 
have a good sales force and cannot 
afford to lose them.” 

* * a 

Hi AFRr BIRKETT (Dodge), 

Houston, is happy to have 
Simca in the house. He said his 
supply of imports will keep his 
30-man sales staff busy until Dodge 
models are available in adequate 
quantities. 

In Wichita, R. D, McKay’s 
Chrysler-Plymouth salesmen are 
concentrating on taking orders 
for ’60 and cleaning up ’59 hold- 
overs and late-model used cars. 
L. M. Stewart, Clayton, Mo., said 

he intends to carry his Chrysler- 
Plymouth sales staff without change 
and to finance the men if neces- 
sary. 

“I believe this policy will inspire 
loyalty that will be valuable when 
production returns to normal,” 
Stewart said. 

+. A e 

N SAN BRUNO, Calif., Chevrolet 

Dealer Glen Smallcomb said his 
’60 and ’59 models would last till 
Dec. 15 on a normal! sales basis. In 
addition, he has bought a substan- 
tial number of ’58s from his fieet 
users. He said he has a 45-day sup- 
ply of used stock. 

“For these reasons, we don’t 
expect to have any trouble keep- 
ing our sales and service organ- 
ization busy during the shortage,” 
Smallicomb said. 

To keep his used-car inventory 
up to par, Smallcomb is paying his 
salesmen for buying used cars as 
well as for selling them. 

“We propose to keep our people 
busy with owner contacts,” he 
said, “because 1960 can still be an 
excellent sales year.” 
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i" éé¢But Mr. Weever—the New York News has to be 
our base! You can’t laugh off 2,200,000 exclusive adult 
readers...and 65% of them are in the $5,000 and over bracket.9? 
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Bid to Curb 





AUTOMOTIVE WASHINGTON 


Stirs Widespread Protest 


By William Ullman 
Washington Bureau Chief 
oo labor and the press are fighting mad over a 
proposed new Federal tax rule. United against their 
common enemy, the Internal Revenue Service, spokes- 


Tax Credits 








men for 46 groups spent two® 
days delivering one of the 


most one-sided protests ever heard 
at a tax hearing here. 

The controversial Treasury rule 
would outlaw in- 
come-tax deduc- 
tions for money 
spent on the pro- 
motion or defeat 
of legislation, It 
would also pre- 
vent businessmen 
from deducting as 
expense, Money 
spent to influence 
the public on leg- 
islation, one way 
or another. 

The rule might’! 








mean that auto dealers, for ex- 
ample, could not deduct all of the 
dues they pay to such organizations 
as NADA and the Chamber of 
Commerce, 

In fairness to Federal tax officials, 
it should be noted that Internal 
Revenue is trying to carry out the 
presumed intent of Congress and 
the courts. Tax law presently denies 
deductions for spending “for lobby- 
ing purposes,” and recent court de- 
cisions have added teeth to the law. 

*~ x * 


Proposal Is Confusing 


7 proposed rule, however, is 
confusing, to say the least. It 
would mean that a dealer could not 





deduct. all the dues he pays to a 


trade association if “a substantial 
part” of the association’s activities 
are of a lobbying nature, He could 
only deduct that part of his dues 
which is used for some other pur- 
pose. 

In the case of an organization 
like NADA, it might be impossible 
to make such determination. 
Which of its publications influ- 
ence legislation—and which do 
not? How much of Executive 
Vice-President James Moore’s sal- 
ary should be pro-rated to legisla- 
tive activities? How about the ex- 
penses of NADA’s Board of Di- 
rectors, who sometimes talk about 
pending legislation and sometimes 
talk about something else? 

Opponents of the new rule blasted 
it as “censorship by taxation.” Sev- 
eral trade association spokesmen 
insisted that members would quit if 
they couldn’t deduct dues as busi- 
ness expenses. 

Joel Barlow, spokesman for the 
U. S. Chamber of Commerce, said 
it is time to seek “congressional 
action which will assure the citizens 
the right to free expression of their 
ideas.” The AFL-CIO also opposed 
the rule. 

To make matters worse, the rul- 
ing would be retroactive to 1956 
tax returns. Douglas K. Fuller, of 
the Cincinnati Chamber of Com- 
merce, said the rule “sounds the 





death knell of local community im- 
provement associations such as 
ours.” 
J 
Manufacturing Opportunities 
OSE in the automotive field 
interested in plunging into a 
small manufacturing venture would 
do well to take a look at the “Prod- 
ucts List Circular’ of the Small 
Business Administration, 

The circular, published each 
month, lists more than 100 inven- 
tions, owned by the Government 
or by private individuals, which 
are available for use through pur- 
chase or licensing. Many could be 
turned out by a very small manu- 
facturing plant. 

In the September issue, for ex- 
ample, there is a description of a 
safety signaling device for trucks 
or house trailers. Operated by a 
three-way switch attached to the 
dash or steering column, it tells 
cars in the rear when it is safe 
to pass, 

Described in October is an auto 
luggage rack that will serve double 
duty as a child’s play pen. It also 
can be converted to a platform for 
hauling lumber or a boat on top 
of a car. 

Anyone who wants to go into ac- 
cessory manufacturing can get the 
circulars—and full details—free 


* * 












The President studied his company’s 
marketing map. Picking up the brand new 
product, he told his Sales Manager, “Jim, 
we'll pinpoint! See that sector? That’s our 
best market. And now we can hit it right 
on the nose. Saturate where our potential 


peaks. Concentrate impact. 


we got dealers. And cut our introductory 


selling costs...” 


The enthusiastic executive was talking 
about the advantages of advertising his new 
product in the new SuccessFUL FARMING 
State and Regional editions. 


based on merit. 
The SuccessFuL 


336 acres, more than 


Deliver where 


Starting with January 1960, SF will offer 


twenty State and Regional editions — 


with circulations ranging from 67,000 to z sew i. 
600,000—plus the national edition. 

) Edition States “Circulation Py. Rate 
Now for the first time, advertisers in a —— . 
quality farm magazine will be able to | ! oe ae Ben Wisconsin CR287 $3.95 
localize copy and ideas, match media to 20 State & Regional 2 Winois, Indiena 218,956 $1,860 
marketing maps! Editions of Successful Farming— 3 lowa 128,670 $1,160 

Your sales messages can be put where in January 1960 4 Minnesota 116,748 $1,050 
your salesmen make calls, open doors and 7 pany ta, South TAS § 
open minds. It will be possible to list 7 atari lida ope : a 
dealers, personalize sales messages, get the 8 Iowa, Illinois, Indiana 347,626 $2,780 | 
added advantage of dealer good will and 9 lowa, Minnesota 245,418 $2,085 
ieupication. 10 lowa, Nebraska 196,316 $1,720 

Copy can have great flexibility. The ll Minnesota, Wisconsin 193,025 $1,690 
added efficiency pays off in profits! 7 aoe = en. em 

The new SF editions will have all of 13 North Dakota, South Dakota, 149,871 $1,350 
the power and prestige of SuccessruL is as di 
Farminc—editorial excellence, beautiful 15 eaten tte Dakota Poot ao 
color reproduction, quality presentation in South Dakota, Nebraska ; 
the magazine which has served the nation’s 16 ame — oe. 540,651 $3,785 

Isconsin, Minneso 
17 Illinois, Indiana, Ohio, 464,985 $3,370 
Wisconsin, Michigan 
18 North Dakota, South Dakota 217,241 $1,850 
Nebraska, Kansas 
19 lowa, Nebraska, Kansas 339,268 $2,715 
Missouri 
20 Middle Atlantic, New England 138,385 $1,245 | 
*A.8.C., Publisher's Statement 12/31/58 
Successful Farming . . . Des Moines, New York, Chicago, Atlanta, Boston, Cleveland, 
Detroit, Los Angeles, Minneapolis, Philadelphia, St. Louis, San Francisco. 





best farmers for 57 years, achieved influence 


big—and important. SF farms now average 


218 acres of 1945. In all, SF subscribers 
own or operate 380,000,000 acres. 

Vital to the U.S. economy, SuccessFUL 
Farminc farmers plant 58% of all the 
nation’s corn—plus 61% of all oats, 57% 
of all soybeans, and 46% of all wheat. 

SuccessFUL FarMinc’s audience has 
money to spend. With average estimated 
cash farm income of around $10,000 
annually for the past decade, SF farmers 
earned $12,120 in 1958—an all-time high! 

Whether you advertise in the SF State 
and Regional editions, in the national 
edition, or in a combination of both, you 
get the best of the market, concentrate 
in the high bracket with the best brains, 


best purses, the highest productivity and 


the highest living standards. Plan now for 


FARMING market is 


50% larger than the 


your best sales opportunities of 1960. 
Get the details from any SF office. 


Meredith of Des Moines . . . America’s 
biggest publisher of ideas for today’s living 
and tomorrow’s plans. 


























from his nearest Small Businegs 
Administration field office. 
* + * 


Another Slap at Dealers 


LL in all, it’s an angry season, 

in the nation’s capital. Dealers‘ 
got another slap from O. 
Chalk, who heads the D. C, Transit 
System, as well as other enterprises, 

Chalk recommended to a Sen- 
ate-House Committee on Wash- 
ington Metropolitan Problems 
that all downtown streets be 
cleared of autos during rush 
hours. This would enable Chalk’s 
buses to move more quickly. 

Chalk also wants to build a 99- 
mile monorail system to carry sub- 
urbanites into Washington. 

This is not the first time that 
financier Chalk has infuriated D. C, 
motorists. For several months after 
he took over Washington’s bus 
company, he plastered signs on the 
rear of his vehicles warning drivers 
to stay out of bus lanes. His street 
cars also warn motorists to stay 
off the tracks, even when D., C. 
traffic signs indicate that it’s OK 
to drive on them. 

In retaliation, many Washington 
drivers have put signs on their own 
bumpers, warning Chalk’s buses to 
stay out of their lanes. Chalk is 
about as popular in town as a cran- 
berry merchant at Health, Educa- 
tion and Welfare. 

There is little doubt but that the 
proposal to rid downtown of all 
privately owned cars would give 
Chalk’s buses more room in which 
to operate, but there were no signs 
that Congress was ready to go 
along with the idea. Downtown 
merchants and parking lot owners 
were ready to fight back—if a 
fight seemed necessary. So far, it 
doesn’t appear to be necessary. 


AC Cites Need 
For Replacement 


Of Air Cleaners 


FLINT.—An efficient air cleaner 
is a real “must” to protect modern 
car engines, says Wesley W. Mc- 
Mullen, AC Spark Plug engineer. 

“Some of the larger engines going 
into today’s American cars can gulp 
as much as 400 cubic inches of air 
every minute at high speeds,” Mc- 
Mullen explains. “Moving parts in 
those engines must operate within 
exact tolerances—in some cases 
within limits as close ag 1/10,000th 
of an inch. 

“The dust and abrasive particles 
carried in the vast quantities of air 
used by those engines can cause 
unnecessary wear and lead to ex- 
pensive repairs unless a properly 
conditioned air cleaner filters the 
air before it enters the engine.” 

McMullen said the usual service 
periods suggested in most new-car 
owner’s guides are: 

Every 2,000 to 3,000 miles for the 
oil wetted type and every 5,000 
miles for the oil bath and poly- 
urethane types. Dry paper air 
cleaners should be inspected every 
5,000 miles and replaced at 10,000 
to 15,000 miles or as indicated by 
inspection, he added. 

High speed driving in dry, dusty 
country will saturate the air clean- 
er with dust and dirt more rapidly 
than average stop-and-go city driv- 
ing, he pointed out. 


Illinois Doctor 
Plans to Produce 


Air-Cushion Car 


PEORIA, Ill.—Dr. William Bert- 
elsen, of nearby Neponset, has de- 
cided to put his Aeromobile air 
cushion vehicle into production, He 
hopes to have them commercially 
available within a year. 

The 38-year-old physician-inven- 
tor has incorporated Bertelsen Mfg. 
Co., which is selling 20,000 shares 
of common stock with listed par 
values of $10, to raise money for 
a factory building. 

Commercial models of the Aero- 
mobile will operate at a height of 
two to three feet, the doctor said. 
The idea, he added, is to get just 
high enough to miss snow banks, 
rough spots and other surface ob- 
stacles. 

In his first public demonstration, 
the craft skimmed over a highway 
for a quarter mile four to six 
inches off the ground. His over- 
water demonstration came to 4 
damp end when water spray kicked 
up by the air jets cut out the 
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PAYLOAD 


Hydrovac Power Brakes 
save up to several hundred 
pounds in weight— 
adding to payload 
and profit. 


Hydrovac Power 
Brakes provide maximum 
dependability with built-in 
safety standby of manual 

braking in case of 

power failure. 


jJ>elfe . 
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Hydrovac Power Brakes 
cost less to buy — 
cost less to maintain. 


‘Fo 
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MAKE BENDIX HYDROVAC* THE MOST POPULAR POWER BRAKE WITH TRUCKERS 


It’s not just chance that makes Bendix Hydrovac 
the world’s most popular power brake. Cost- 
conscious truckers all over the globe have recog- 
nized the superiority of vacuum power brakes and 


endorsed this superiority by specifying Bendix 
Hydrovac when they buy. Whether you build, buy, 
sell or operate trucks, you'll find it pays to ask for 
Bendix Hydrovac when ordering new equipment. 


*REG. U.S. PAT. OFF. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes 


Bendix fivrsiox SOUth Bend, inp. 


AVIATION CORPORATION 
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Uncertain Times Point Up 
Value of Service 


- Seg present automotive situation illustrates in striking 
manner the risks of the auto retailing business. This 
new-model year got off to an auspicious start. Nearly all 
dealers had a winner on the showroom floor, grosses were 
good and customers were spending. 
Then, week by week, the seriousness of the steel short- 
age grew, until now it is obvious that thousands of dealers 
will be out of new cars for a good portion of the winter. 


Some still may not realize this, but it takes a long time 
to get the steel plants running again even after peace is 
restored. 

Then comes the slow process of getting steel to all the 
right places, filling the pipelines and getting the assembly 
lines moving again. There is not much dealers can do about 
this. 

However, there are several things they can do in their 
own shops. A point we have made time and again is that 
the dealer who is doing a good job on service is always in 
_a strong position. Service accounts for the major portion 
of a dealer’s investment in people, buildings and tools. 
If this operation. is strong, it will serve as an equalizer, 
keeping the operation steady in uncertain times. 


In this manner, the strong service dealer serves himself 
and also serves his community. 





Coming 
Events 


y%& Eprror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 


Automotive Cartoon 


Of the Week 





appear in boldface type the first 





time they are used. 
Dealer Conventions 


21-23—Arkansas Automobile Dealers ‘ ne 


Assn., Hotel Arlington, Hot Springs. 
Dec, 2—Utah Automobile Dealers Assn., 
on Hotel Motor Lodge, Salt Lake 


ty 
Jan. 17-19—National 
mobile 


Independent Auto- 
Dealers Assn., 13th Annual 
ee gpa Eden Roc Hotel, 


Jan's. 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, Cc. 

Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

Apr. 2426—Automobile Dealers Assn, of 
— Buena Vista Hotel, Biloxi, 


Mis 
Apr. 24-26 — Ohio Automobile Dealers 
Assn., Commodore Perry Hotel, Toledo. 
April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn. Salisbury Club, 
East Meadows, Long ‘Island. 
May 1!-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 
ay 1-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
May 5-6—Joint Convention of Kansas 
otor Car Dealers Assn. and Missouri 
Automobile Dealers 7 Hotel 
Muehlebach, Kansas City, 
lay 6-7 — Arizona halemubiie Dealers 
Assn., El Tovar Lodge, South Rim, 


Miami 





Grand Ca nyon, Ariz. 








* May #.16-—Oregon eos Dealers 


Benson 

a ied South 'c Rate , 
Dealers Assn. Francis Marion Hotel, 
Charleston, 

June 20-22—Pennsylvania Automotive Assn., 
ann Hotel, Bedford, Pa. 
June 23- ichigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview. 

* *# 


Auto Shows 


Nov. 25-29—Sioux Falls Auto Show, Coli- 
seum, Sioux Falls, 

Nov. 30—Phoenix Auto Show, Phoenix. 

Nov. 27-Dec. 6—Dallas Auto Show, A. 
Harris Oak Cliff Center, Dallas (in- 








“Frankly, boss, | believe it takes more than being ‘out of 
the high-rent district’ to sell cars.” 

















cludes imports). 
Nov. 30-Dec. 5—Denver Automobile Show, 





Denver Coliseum, Denver. 

Nov. 30-Dec. 5—Tampa Auto Show, Fort 
Homer Hesterly Armory, Tampa. 

Jan. 8-10—Birmingham Auto thew, Bir- 
mingham, Ala. 

Jan. 9-16—Pittsburgh Auto Show, Hunt 
ene Guard Armory, East Liberty, 





Letterbox 


Jan. ST toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo, 


Jan. 9-17—Buffalo Auto Show, Maston 





‘Pinching Business .... . 


Pittsburg This is an open forum for the discussion of any subject of interest to our 
‘ readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name with the assuran 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


s 
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ce that it will not be x 








Avenue Armory, Buffalo. 
Jan, 9-17— Upper Midwest Auto Show, 
Auditorium, Minneapolis (includes im- 


“g 

Jan. 17— Auto Show of the National 
Capital Area, National Guard Armory, 
Washington, D. 

Jan. 15-25—I Rternational Automobile 
Show, Mexico City. 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 
cago (includes imports). 

Jan. 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan. 21-23—Greenville Auto Show, Green- 
ville Memorial Auditorium, Greenville, 


Few Cars Left 


I ran across an article in a busi- 
ness publication which said in part: 

“Some dealers are just getting 
panicky,” one sales official con- 
tends. “They have only a few cars 
left on the floor, and either they 
won't sell them at all or they de- 
mand full price for them. That’s 
what’s pinching business.” 

If demanding the full price is 
pinching business, then these same 
sales officials have been pinching 
business for as long as I can re- 
member, because they have always 
demanded that the dealers pay the 
factories the full price for the prod- 
ucts that we buy from them. — 
W. C. Stover, Turner County Motor 
Co. (Chevrolet), Ashburn, Ga. 


Jan, 23-30 — Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore. 

Jan, 24-28—International Foreign & Sports 
Cer Show, Dinner Key Auditorium, Mi- 


ian 30-Feb. 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, 'N. Y. 
Feb, 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 
(locindes imports). 
. 614—Detroit Auto Show, Artillery 
Armory (includes imports). 


Feb. 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, * * * 
Syracuse, 


Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 
Kansas City. 
ct 


Snow Job 


As your correspondent in Alaska, 


— Nat t 
fia Mptlenst rs elec I feel impelled to write to you con- 
“re © cerning the item on Page 28 of the 
General Oct. 19 issue, The story with the 
%& Jan. 24-27—19th Annual Truck Trailer Circle, Alaska, dateline was obvi- 


ously written by a publicity agent 
for the duPont people who knows 
nothing about Alaska, and it shocks 
me that you would use the piece 
when you have a resident corres- 
pondent here. 

The story quotes Frank Warren, 


Manufacturers Assn. Convention, Hotel 
del Coronado, Coronado, Calif 

Jan, 25-28—33rd Annual National Auto- 
motive Accessories Manufacturers of 
America Exposition, Navy Pier, Chicago. 

Feb. 7-9?—Automotive Affiliated Represen- 
tatives meeting, Manhattan Hotel, New 
York, 

(Continued on Page 14, Col, 5) 














The Big Stories 


34 Years Ago 
The Benz and Mercedes companies, the two largest German auto- 
mobile makers, are expected to merge. It is reported that a provisional 
agreement has been worked out by the two companies. 


20 Years Ago 
General Motors Corp. and three subsidiaries—General Motors Sales 
Corp., General Motors Acceptance Corp., and Genera] Motors Accept- 
ance Corp. of Indiana—were found guilty of violating the Sherman 
Anti-Trust Act. The firms were accused of coercing and forcing deal- 
ers to use facilities of GMAC. GM will appeal the verdict. 


10 Years Ago 
“Population increases and worldwide good roads will help create, 
future markets for the automobile industry far greater than anything 
the past half century has witnessed,” Hugh J. Perry, Packard execu- 


tive vice-president said. 
—From Automotive News Files 











who runs the trading post, as say- 
ing Pat Sawyer was “the first per- 
son we’ve seen during our 14 years 
here who actually made it to Cir- 
cle. Many people have boasted they 
were going to drive to this remote 
northern village.” 

I believe that some publicity 
agent put thesé words in the 
mouth of the Circle trading post 
operator, because each summer 
hundreds of motorists drive there. 
Circle does happen to be at the 
north end of the North American 
highway system, but in the sum- 
mer months the road is quite 
open to travel. The road is not 
kept open during the winter. 
Mrs. Sawyer’s trip to Alaska was 

promoted by the duPont company 
as a test of its antifreeze product, 
Zerex. However, at the time of year 
the trip was made, it was not below 
freezing anywhere along the route. 
The publicity attending the trip 
made it a laughing stock for the 
Canadians along the .route of the 
Alaska Highway. 

The statement about the girl's 
being “asked excitedly to ‘please 
wear your pretty dress-up clothes,’” 
sounds ridiculous to a Northerner, 
because most women dress up more 
here than they ever do outside. 
At least, this has been so with my 
wife. 

The only factual statement in the 
story is the one that says there are 
good accommodations and facilities 
all along the way, and I commend 
whoever wrote the story for in- 
cluding it.—Jerome F. SHELDON, 


Fairbanks. 
a 


Righting the Score 


Your publication (Sept. 14 issue) 
listed my name in disapproval to 
the (Senator A. S. Mike) Monroney 
permissive legislation as having 
signed a resolution which I did not 
sign and did not approve. 

I would appreciate your readers 
being set straight on this score.— 
JoHNNY Reever, Yale, Okla. 
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_ give us the facts 


; OK, here they are—2 giant-sized facts: 


Fact *1. In the first 9 months of 1959, commercial Fact #9. Commercial vehicle and truck advertisers’ 
vehicle and truck advertisers invested 107% more dollars investment in LIFE for the first nine months of ’59 was 
in LIFE than in The Saturday Evening Post. up 143% over the same period last year. 





... Americas Truck Showroom 


CIRCULATION NOW OVER 6,500,000 WEEKLY 
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Lawsuits Affecting Dealers . . . 








By Leo T. Parker 

Attorney at Law 
ONSIDERABLE discussion has 
arisen over the answer to this 
legal question: If an auto dealer 
leases premises from its owner and 
later the govern- 
ment, state or 
city appropriates 
the property for 
public use, is the 
dealer relieved of 
his obligation to 
pay the monthly 
rentals specified 
in the lease con- 

tract? 
According to a 
leading higher 
court decision, 


L. T. Parker 
the answer to this question is in 
the negative. 

For instance, in Leonard v. Auto- 


car Sales Co., 64 N. E. (2d) 477, 
the testimony proved that a dealer 
leased from a landlord certain 
premises for use as an auto sales 
dealership for a term of 20 years. 

Seventeen years later the govern- 


Court Decisions 


ment, for military purposes, con- 
demned and appropriated the prop- 
erty. The dealer moved to another 
location and refused to pay to the 
landlord the agreed rental on the 
property appropriated and used by 
the Government. 

In subsequent litigation the 
higher court held the dealer 
liable for payment of $9,536 rent- 
als and said: 

“Where parties, by their own con- 
tract and positive undertaking, cre- 
ate a duty they must abide by the 
contract and make the promise 
good, and subsequent contingencies, 
not provided against in the con- 
tract, which render performance 
impossible, do not bring the con- 
tract to an end.” 

This court went on to explain 
that the dealer could have won the 
suit if the lease contract had con- 
tained a clause that the dealer 
could discontinue paying rentals if 
conditions arose which made it im- 
possible for the dealer to continue 
occupancy of the property. 





A review of other leading higher 





1| court cases discloses that where a 


lease contract has no such protec- 
tive clause, the landlord can com- 
pel the dealer to pay agreed rentals 
under a lease contract, although 
the buildings on the premises are 


destroyed by fire or wind. 
+ * * 


Worker’s Plea Fails 


—— higher courts consist- 
ently hold that an injured em- 
ploye cannot recover compensation 
for an injury, unless he complies 
in all details of valid state laws. 
Last month a higher court held 
that this same rule of law is ef- 
fective with respect to an appeal 
to a decision made by an official 
under the State Workmen’s Com- 
pensation Act. 

For illustration, in Moore v. 
General Motors Corp., 154 N. E. 
(2d) 467, the testimony showed 
that an employe, named Moore, 
was seriously injured while per- 
forming his regular and usual 
work. The administrator of the 
Bureau of Workmen’s Compensa- 
tion disallowed the claim. Then 
Moore appealed to the Court of 
Common Pleas. 

However, no state law clearly 
gives authority to this court to re- 
view and decide a compensation 
case appealed by an injured em- 
ploye from a decision rendered by 











“He said that if he ever got the 
money for a new car he would 
drop his old heap like a hot rock. 
I was helping him change a 
wheel when the word came that 
his rich uncle had died.” 





the administrator of the Bureau of 
Workmen’s Compensation. There- 
fore, the higher court held that the 
Court of Common Pleas could not 
decide the case, saying: 

“It is fundamental, of course, that 
the primary rule in the construc- 
tion and interpretation of statutes 





WHY ROCHESTER-GM 


ANOTHER FAMOUS AUTOMOTIVE 
NAME GOES WITH 
ROCHESTER-GM CARBURETORS... 





CARBURETORS ARE AMERICA’S NUMBER ONE ORIGINAL EQUIPMENT CARBURETORS 


Unique Corvair design features two Rochester-GM Carbu- 
retors . .. one single-barrel carburetor feeds each bank of 
cylinders for better performance and economy. 


ROCHESTER 


On the new Corvair—as on GM’s other “famous five” — 


Rochester-GM Carburetors provide outstanding perform- 
ance. Working with Corvair designers, Rochester-GM 
Carburetor engineers helped develop this new carburetor. 
On all General Motors cars, Rochester-GM Carburetors 
are engineered, tested and manufactured to the highest 
standards of reliability for greater customer satisfaction. 


So, kee 


an eye on your customer’s satisfaction .. . 


keep a Rochester-GM Carburetor on his car. Rochester 
Products Division of General Motors, Rochester, New York. 


America’s 


GENERAL MOTORS 





number one 
Original equipment 
carburetors 


BURETORS 


is to arrive at the intention of the 
legislature. We think it clear that 
the legislature had no such in- 
tent.” 

* * 2 


Finance Firm Loses 


No too long ago I was asked to 
cite a higher court decision 

which defines the legal rights of an 

installment auto buyer who has a 

collision and collects money from 

the driver of the other auto. Re- 

cently I located a leading higher 

court decision which holds that the 

installment buyer has a legal right 

to do so. 

In other words, according to 
this leading higher court deci- 
sion, the purchaser of a car 
wrecked, after he mortgaged or 
encumbered it, can recover dam- 
ages from the one who wrecked 
it, and a finance company which 
holds the papers cannot sue and 
recover money from the negli- 
gent person. 

For example, in A.T.S. Discount 
Corp. v. Gillineau, 78 N. E. (2d) 
192, an auto was sold to one Zinn 
under a conditional sale agreement 
leaving a balance due of $700. The 
dealer who sold the auto to Zinn 
discounted and assigned the con- 
tract to a finance company. 

Before there was any default of 
the agreed monthly payments by 
Zinn, the auto was damaged in a 
collision with another auto whose 
owner had negligently caused the 
collision, This negligent owner 
named Gillineau paid Zinn $429.55, 
the full amount of the damage to 
the auto. 

Later the finance company repos- 
sessed the auto from Zinn for his 
failure to make agreed payments 
under the conditional sale agree- 
ment, and sold it in its damaged 
condition for $200. At that time the 
balance owing the finance com- 
pany by Zinn was $609.30. 

- 


* * 


Finance Firm Sues 


7 finance company sued Gilli- 
neau for this amount, alleging 
that he had no legal right to pay 
Zinn any money without its per- 
mission. 

It is interesting to observe that 
the higher court refused to hold 
in favor of the finance company, 
saying: 

“We are of opinion that mere 
possession is enough to allow the 
bailee (Zinn) to recover full dam- 
ages, and that, where he does, this 
bars another action by the bailor 
(finance company) to recover for 
the same damage. 

“We are aware that this holding 
may have some not wholly satis- 
factory consequences but neverthe- 
less believe that the consequences 
of a contrary result would be much 
more unsatisfactory.” 


Stromberg Builds 
35 Radio Models 
For 1960 Autos 


ROCHESTER, N. Y.—Full-scale 
production of custom radios for 
1960 cars has begun at Stromberg- 
Carlson, a division of General Dy- 
namics Corp., according to Anthony 
G. Schifino, general manager of the 
company’s special products divi- 
sion, 

The firm is making 35 different 
custom models for both manual 
and pushbutton operation, he said. 


The use of transistors in the au- 
dio-power supply has eliminated 
the vibrator, with its common hum 
and noise interference, and has 
created greater dependability, 
Schifino said. A transistor-powered 
2%-watt amplifier provides top per- 
formance, he added. 

The new models are available for 
almost every 1960 car, he said. A 
built-in jack makes it easy to add 
@ rear-deck speaker, and a fader 
control permits the setting of vol- 
ume on both front and rear speak- 
ers, allowing mixing as desired, he 
added. 








Calendar 


(Continued from Page 12) 


Feb. 10-13—Automotive Service Industries 
Assn, Show, Coliseurn, New York, 

March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers’ Assn., Queen 
Elizabeth Hotel, Montreal, 

May 10-12— Eighth Highway Transporta- 
tion Congress, Washington, D. C. 

Sept. 6-16, 19 Production Engineering 
Show, Navy Pier, Chica 





Oo. 
Sept. 6-16, 1960—Machine #0 Exposition, 
International Amphitheatre, Chicago, 
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When a customer buys Emmco insurance from you along | 
. . ° | 
with a car, you're getting another prospect for your service | 
department. When repairs are necessary, we send the | 
: customer back to you. | 
r Insurance that permits your customer to return to you | 
y for repairs is another very real advantage you get when | 
¥ you finance your sales through Associates. 
Good insurance protects not only your customer’s prop- | 
' erty, but your service business as well. Emmco settle- ) 
. ments on comprehensive, fire and theft, and collision | 
- oa . : | 
i policies are swift and fair. ) 
1 You know the reputation Associates enjoys for fast, fair | 
$ : : : : ) 
, ; service on financing. And your Associates representative 
a never forgets that you want to make a profit on every / 
deal. Why not phone him today? 
r 
\ 
1 
r 
OCIATES 
INVESTMENT COMPANY 
‘ South Bend, Indiana 
, Associates Discount Corporation 
Associates Discount (Canada) Lid. 
Emmco Insurance Company 
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TURNINGS ... 
Efficient Electric Power 











Now Ready for Vehicles 


By Joseph M. Callahan 


Engineering Editor 
ILWAUKEE. — Fuel cells, a new and more efficient 
source of electrical power, could be used right now to 
drive a car, bus or truck. 
ducing fuel cells, instead of from 


This fact was expressed by|, storage battery. 


Dr. H. K. Ihrig, research vice-| flectricity in the fuel cells is 
president for Allis-Chalmers Mfg.|created by piping in oxygen and 
Co., at a demonstration last month| nitrogen (from a propane tank). 
of the world’s These gases are fed to an anode 
first vehicle to be electrode and absorbed by a cata- 
powered by fuel lyst on the electrode. A reaction 
cells. follows which releases a stream of 
This vehicle, a electrons (direct current) to the 
heavy-duty trac- external circuit. 
tor, is driven by The current then flows to a 
, an electric motor, bus bar, which passes over - 
much like any fuel cell, and to a controller. The 
First Fuel-Cell Vehicle— other electric ve- controller, measuring 8 by 11 by 
The world's first fuel-cell vehicle, an Allis-Chalmers experimental tractor, moves —. se ot Bas re 7 chaotive te > iaamene 
across a field near Milwaukee. Power comes from an electric motor which is energized comes from 1,008 motor. 


by 1,008 fuel cells at the tractor’s front end. continuously - pro- The controller permits the tractor 




















IT’S THERE 
IN HOURS 
...AND 
COSTS 
YOU LESS! 


ends and holidays! On Greyhound Package Express 
packages get the same care and consideration as 


or EGON ol Your packages go anywhere 


Greyhound goes...and Greyhound goes over a million miles 


a day! That means faster, more direct service to more areas, Greyhound passengers... riding on dependable Greyhound 
including many, many places not reached by other public buses on their regular runs. You can specify Collect, C.O.D., 
transportation. or Prepaid. 

What's: more, Greyhound Package Express offers this service Call your nearest Greyhound bus station or write to 


driver to regulate speed or reve 
the vehicle by reversing the po 
ity. Using the speed control, 
operator places the four banks ¢ 
cells in parallel operation, varyin 
the amount of current going to 
motor, 



















* * * 


7. big advantage of the f 
cell power plant is that it 
much more efficient than gasolir 
or diesel engines, since the chemi 
cal energy is converted directly ¢ 
kinetic energy. 

Gasoline and diesel engines gi 
off much of their energy in heat 
The most efficient diesel reportedly 
only converts 40 percent of th 
chemical energy to kinetic energy) 
while it’s possible to make 100-per 
cent use of a chemical’s energy] 
with the fuel cell. 

Ihrig said the fuel cell has no ~ 
moving parts and thus, theoreti- ~ 
cally, could last forever, It 
doesn’t store electricity like a/ 
battery, he added. 

He also listed these advantages; 

1. It’s cheap to make, since it 
major parts can be built at toler 
ances of 1/16 of an inch, making) 
it suitable to mass _ production, 
None of the components is complex, 

* * + 
Easy to Repair 
9 IT WOULD be easy to repair, 
¢ A unit, consisting of nine con- 
nected cells, easily can be pulled 
out and replaced. 

3. It is quiet and only slightly 
affected by extremes of tempera- 
ture. It functions at normal tem- 
peratures. 

4. It would lend itself to situa- 
tions where the entire power 
plant isn’t wanted in the front 
part of a vehicle since the fuel 
cells can be ‘distributed in sev- 
eral places such as along a frame 
or under fenders, Each cell is a 
foot square, %-inch thick and 
weighs 1.8 pounds. 

5. It would have an unlimited 
range, compared to the 80-mile 
range of the average storage-bat- 
tery electric car. 

6. It has high torque at starting 
which is advantageous in some op- 
erations. 
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ITS EXHAUST —water and 

* carbon dioxide — is relatively 
safe. 
8. This tractor was lighter than 
a storage battery-powered tractor, 
but heavier than a gas-engine trac- 
tor. 

Ihrig said that no great effort © 
had been made in this first vehi- 
cle to get or measure fuel econ- 
omy, but that the tractor had 
plowed for 17 minutes on about 
% of a gallon of propane, which 
he thought was satisfactory for a 
start. It operated at about 60 per- 
cent efficiency. ; 
Asked if he thought the gas cell | 
power plant could be produced as © 
cheaply as a gas engine, he said 
that if he wasn’t convinced of this 
he wouldn’t be going ahead with | 
the project. 

* * * 


Fuel Is Available 


RINCIPAL fuel source on this 
tractor is a three-gallon pro- 
pane tank on the rear of the trac- 
tor. He noted that all Milwaukee 
taxicabs run on propane now, in- 
dicating that it is quite available. 

Although the experimental 
tractor was supplied with oxygen 
by a couple of tanks strapped to 
the lower side of the tractor, 
Ihrig commented that air from 
the atmosphere could also be 
compressed and used. 

This unit had one large DC 
motor hooked to the tractor’s axle, 
but a more practical method would 
be to have smaller pancake motors 
at each rear wheel. 

* a * 

N ADDITION to vehicles, fuel 
cells could also be used to pro- 
vide electricity for homes and 
factories, peak operations in elec- 
tric plants, military weapons and 
space vehicles, Allis-Chalmers now 
is experimenting with it on fork 
lift trucks. 

However, company officials em- 
phasized that the fuel-cell tractor 
was strictly an experimental ve- 
hicle and that no .commercial 
applications are planned at pres- 
ent. 

Describing his company’s interest § 
in the fuel cell, W. G. Scholl, execu- 
tive vice-president, said, “Our busi- 
ness is power, We are constantly 
searching for new sources of power” 
because new sources of power aré 
as sure as tomorrow, The fuel cell 
could be one of them.” 
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seven days a week... twenty-four hours a day... even on week- Greyhound, Dept. 211, 140 S. Dearborn St., Chicago 3, Ill. 
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THE MOST IMPORTANT “BUTTON” ON YOUR AUTOMORBILE... 


IS THE ONE YOU CAN PUSH FOR SERYICE: 
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Don’t hang back ... don’t act blase... 
the new 1960 cars are here and it’s fun to 





























These six newspaper mat ads were produced as part of the big 1960 Post Auto- 
mobile Row dealer campaign. It puts the spotlight on you —the franchised 
dealer. The first week in January, giant ads (up to as many as 5, full pages) will 
be running in the nation’s leading magazines and newspapers (The Saturday 
Evening Post, Ladies’ Home Journal, American Home, Holiday, The New York 
Times, Detroit Free Press, Wall Street Journal and 200 other newspapers through- 
out the country). The objective of the entire Automobile Row campaign is to 
tell the story of the franchised, quality, service-minded dealer to the American 
people . .-. and to help increase sales of your cars. As part of this campaign, special 
newspaper mats will be supplied dealers to run over their own names. These six 
ads were prepared and sent to franchised dealers all over the country. ‘They were 
asked to select the one they liked best. THEN THE ROOF FELL IN! 


Returns rolled in by the thousands. The only thing all the dealers seemed to agree 
on was that the approach was “right on-the-nose” — something they’ve wanted 
to see done for a long time. From there on, it was every dealer for himself. Each 
ad had its share of enthusiastic supporters. Two or three of them, however, are 
out in front. But before the final decision, we'd like to give every dealer a chance 
to sound off. If you haven’t cast your vote yet, or would like to change it, there’s 
still time. 


The Saturday Evening Post, in cooperation with N.A.D.A. and A.T.A.M., will 
send you a ballot and a booklet with a complete description of the campaign, 
and all 6 ads to study. We want to know your opinion . .. what you like and don’t 
like about the ads (represented here in small size)... what you’d like to see 


included in the ads... and your rating of each. 






MAIL 
THIS 
COUPON 
TODAY 
TO 


Jim Gavagan, 
















Dear Jim: 





Hold everything! I want to have my say about which ad is best 





for me and franchised dealers everywhere. Send me the material 









right away. 










Name 










Vehicle Marketing Manager, Firm Name 





The Saturday Evening Post, 





Address 
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e e . 
Used Imported Cars New Commercial-Car Registrations, 
tate for October, 1959-1958 
One State for October, 1959 
ALBANY Volkswagen—’'58 2-dr., $1,220. 
. 57 2-dr., $1,000, $975, t Truck istrations states are 
58 age ie $525. Velve—5t <= Betig $950 BR, — We compiled Dia- ©. Inter- Stud | To- 
"58 4-dr. hardtop, $1,110. guarven } MER A representatives in | way | rolet | "T" |Dodge| Ford | &: |"*°™| mack | baker White | Wittys | Misc. | TAL 
BORDENTOWN, N. Jd. Vv —_ 845. ‘58 Kar Ghia hardtop, New Hampshire 59 1 50 14 54 7 3% 3 1 1 | 18 
157 ates $595. — 58 45 4 33 13 35 3 2 1 3 13] 174 
'59 4-dr. One State Reported "59 1 50 14 54 7 35 3 1 1 39) 17; 222 
(English) -—'58 4-dr., $610. ~e ts ag gees To Date for October "58 45 a ee eee 
ia. '50 conv., $1,720. — 4-dr., $265." Year "59 esa 250323; 2137| 40801| 218615| 55111| 7e981| 10467| 4851 11661| 20301| 31245| 725433 
rg conv., $700. MG—’58 Magnette 4-dr., $1,375. To Date ‘58 646| 189193] 2163] 27866] 153373] 40953} 66185} 8835] 3279) 8807| 14386] 23573] 539259 
"58 station wagon 2-dr., $1,300. Renault—’57 4-dr., $650. “The information in this report has been compiled from official state documents , sProegation has been exercised to insure 
‘55 4-dr., $130. Stmea—'58 4-dr., $800. accuracy to the extent of the Loaner veers at the time the report Is Wibilshed. & Co. cannot assume any fiabtlity by 
»n—’58 2-dr., $1,155. Volvo—’58 2-dr., $1,075. reason of inaccuracies or omissions.""—R. L. Polk & Co. 





CALDWELL, N. J. 


eo New Passenger-Car Registrations, Nine Months’ Total, 1959-1958 


085. 
59 (500) conv., $625. 
'56 roadster, $825. 
56 Deluxe 2-dr., $710. 





























































































































Car registrations by| amc | CHRYS i S-P |Miscel 
CHICAGO P Chrys- | Impe-| De- Pi Mer- | FORD Cadil-| Chev- | Olds-| Pon- | G.M. 
a ry 30, i “Te. _ ler | iat’ | Soto |Pedge| outh Sta Ford | Edsel jLincoln] cury |TOTAL| Buick | “jac | rolet |mobile} tiac | TOTAL —_ — TOTA 
hed 4-dr., $1, 
59 ear, "$1,370. Alabama 59 2614) 500) 142/ 274] 1303] 2920) 5139 Istt0 478} 159] 1304) 18051/ 2631] 968] 16232] 3180/ 3353] 26364) 857] 5241] 58266 
FuNT 58 1046] 460] 100 332] +«+1013| +3113) +5018 330] 174] 1094) 11119) 2824] 849] «:12312) +2857] +—«11990| 20832| 231] +—«-2847| 41093 
Ari 59 1536] 212) 109/ 153| 640/ 1678 2792 oo 235; 200 842; 8217) 985] 790) 7261| 1519) 1979) 12534) 682) 3711| 29472 
301 1-4 — $1,490 esa ‘58 721 230 2 144] 472] ~—I5St1| —2446| ~—-3699| ~——-240)_——«*173 rs 4764 | Hed 5747| 1061} —_—*905) 3147| 103] 2511| 19692 
re * v. roof, *' e 
"56 2-dr., $790. Arkansas 59 1660 233 50} 190] 775| 1859] 3107| 9129) 248 % 930| 10403) 1318 595 9699| 2009! 2025 15434| 573) ms 33409 
‘58 634) 206 40} 183] 669} ~—«11967| +3065) 6487] «178 94 753| 7510] 1359] 524] 7627] 1658] 1204) 12372] 232] + (1073| 24886 
LOS ANGELES California 59) 3000 3514| 1543 mia) aes} 25022| 42144 92610) 2538| 2323 vo1gy| ias7e) 4073 13328} 99759| 20850, 23874| 171884) 9905 onire) 452868 
Romeo—'57 roadster, $1,800. ‘58 10521| 3997] 1490] 2844] + 10444] 27603| 46378| 64823| 2619] 2434 11850} 11065} 85071| 14587] 12493) 135066) 1998] 53486] 326403 
’58 XK150 roadster, $2,110. Colorado 59 3100} 431] 137| +«-257|««41287| «2576; +4688! 10837) 343/212 12651 837| 12233) 2311| 2807| 19750]  967| 4760 45916 
i. sa. ‘58 iaor|a9s|__ tial 307] _taae| _a90r] sort] '74g6| 362] __2tel__1a18|_‘99es|__ 1608] 799] toms] 20721689] 17088, 288| _S5t2| 37108 
"58 roadster, $1,650. Connecticut 59 5291 enn) 212 A 1477| 5583] 8670 Vaaea| 303; 306) 1487| 16464) 1917| 1468| 13392| 3705|  4064| 24546| 1625 mo 66306 
_ 53 (TD) ar oe te 58 2468 sil 15! 554] 1494| 5021} 8031| 9802 426 337 1316] 11881} 1942} 1385] 12045| 2953) 2413] 20738 493| 7258] 50869 f 
e156 2-dr., $750. , Delaware "59 572 146 28 137 | fx 2056 | rH x 50 35! =i onl 313 pend 743) = 821 oe 249) rH 13082 
185 2-dr., $490. ‘58 290| «189 33} 155} 298] 1394] 2069} + 2312] +~—«104 52 342| 2810}  505| 316] 3787} + 750| + 590) + 5948 75| 866} 12058 | 
‘56 specdster, $1,760. District of Columbia ‘5? 1172j Pa 69} 142) «476 —«1573 Ea] oss %| 115 mm 7] 504) $16) 4194) 1224! 1435) LH 431 2m 19313 
tap Arends 4-ér., $1,090. 58 4i0|} 358} 101] 193) 554] 1799] 3005] 2944 50 94 478| 3566] 5541 554, 4325, 913| 797] +7143 73| 1841] 16038 =f 





Florida ‘59 7679| = 1251 759| 2702| 7738) 13032| 33041 884; 1158 38327, 5924) 5615! 37344! 2274| 33978| 160152 


58 Aronde 4-dr., $545. HT a | orl mul Se ; 
$1,585. ‘58 3395 1165 515 962 2403 8756} 13801} 23704 763 1077 3181| 28725 5783 4602| 29575| 6719 51027 667| + 17781| 115396 f 


’59 2-dr., 























> -Ghi 1,750; 2-dr, sun- ; 
88 Karmann- oaths ‘ Georgia ‘59 amo] 78) is) 87 re] 4a] oly] 2867) 734) 298) G48) 5ea7| 3158) ISe2] z24za! deom| dase) 30n99) 1435/  9279| ea87 
‘87 Microbus, $1,280. ‘58 1515| 666} (129) +~—«472|~—=«*1533|-—«S119| 7919) 16289] 399] —«-263|~—«*1566| 18517] 3663] 1469] _19721| _4277| __3419| 32549] __-450| 6119] 67069 
elve 58’ ear, $1,185. Idaho 59 13s] 142] 7] 98, ITS] Bese] tas] 7a] ala Os5| 386) 3762) 903)a9l| 777) Sar) 1373) 6B 
58 855] 167} 50} 22} ~—«-386| ~—«1068|+—«1793|+—«2397|~—=—«st48| = 88] 498] 3131] 685] —«351| +3141} —82t| ~_—«802| +5800} _—*198|_—*1294| ‘13071 
MANHEIM, PA. Ilinois 59 Woeas| 3374) 945| zane) 523) t9s6y/ 31610] 75708) 2543/1910] $9031 ausea| L4ra1) BATS) euson/ 22873) 25193 Isea74) —7o06) S000) 320019 | 
o6 Sete, 9000. ‘58 9640| 3293| 788} + 2404| +5244) + 18932| 30661] 48423] 1719] 1685| __7340| 59167] 15216] _7882|_72711| 18720| 12625| 127154] _2306| _8805| 237733 
—'56 conv., $1,110. Indiana ‘59 7y9s|  1367/  388] 1340) 3400] 904R) I50D4) 4524) 1358/53) 3577] 40034) 7014/2905) 35420/ 11446| 10694) 67HPR)  62K2] S| 14ATE 
eng "58 3505| 1193] 314] 1114] _2574| 8002] _13197| 21466] _1148| 569] 2913] 26096| 6677] __2613| 25911| —7883| __4954| 48038| —1977| 3865| 96678 Sf 
58, $275. lowa Ey 4432] 793 139| Sol] I¥2e| Meae) 7a70) 9006) 52/190) 29] zzry7] 2912] 1112) 20040] | aan) 08| Saaed| L404) 3136) Tame { 
"58 MGA 2-dr. hardtop, $1,175; conv., ‘58 2200] 704| —115| + -425| ~—«*1568| 4380} +—7192| ‘(14521| + 529| __—«207|_~—=«t904|—«‘I7N61| 3182) —_-1042| 17931 3801| _3333|_29289| «S69 _—*1643| 58054 
Eee ante. $2,000. Kansas ‘59| asi Seal 130, aaa ISes Banal ag ‘saan; 434i ga) 474 i7ane|  2719/ 907/ 1901/3466) 3470] 20033) 1196) 3906) Glaze f 
eee eee 58| 1989] 627} __‘115| +525} 1539-4303) +7109) -:12903) ~—«S73|__—«232|_~—=—=«d6I7|_15325| 3247| 1018) 15785] 3337 26316) 514] 2266) 53519 | 



























































| *53 (300) 4-dr., $1,050, Kentucky 59| aes 400) 87; 282| 1200] -3181/ + 5150| 13412 Py 109 1266| 15316) 2250 767 13194 3615) 3429/ 23255/ 780 na 50198 
propelit "35 2 a gees "58 834| 384 82| 308} 936] 3147| 4857| 8114] 386) ~—stS7|_~—=«1300| ~—«9957|_~—«2393| ~—=773|_—*11263| —-2747|~—«*t'907|—«19083| ~—«-220|~—«1355| + 36306 
, "68 2-dr. $750. Louisiana ‘59 ae a 127| 3a vena Ea] ani senna e 241| —1352| 20139) am 1261 mares 4296 | ony som 2 sons 68651 
‘55 2:dr., $850. ‘58 753| 409} —-*105}_—311| ~—*1097|_~—«3268| +5190] 13165] 375] +~—« 250] ~—=at472|—«15262| +—« 2598} ~—«*t'129|~«16902| +—«3882| ~—-2671| 27182] —«304) ~—«3065| 51756 
woo: Gv at gone, ne 4 | Main ‘Se ‘seel__tez|__33|__t7ai__Sal|_teorl _25vs|_sazt| 1171 5|__—S0e|_Ste7| _9zt| sel saeel 8329601 ryee]_ zea] i931 i688 
: ‘ oA 4| 1932) 1881 
"58 4-dr., $735, $700. " 
'59 station wagon 2-dr., $1,435. | Maryland '59/ 4051| 941) 184) 67! “1 6984| 11060| 18841| 371 280| +=: 1599| 21091; 2406! + 1439|  20620/ 4114) +4264 32003) 1662| 8298, 79805 | 
NG ia, os Sen) etcntes, wagon ‘58 | 1864 _-972| ~—_—*184|~—731| ~—-2185| 6916 ree 12925| 402} —-223|~—=—«1679| 15229] 2936] ~—*41275| 19644] + 33%| ~—-2997 432| 4655} 63416 |. 
: , r., , ; , } 
AGS ~ | Mecochecsts SS) LS) el SS ae ee Se es i ei Se] 8) a ee 
58 TR-3, $1,600. ; I 
'59 4-dr., $1,225. Michigan ‘59| 15820| 2552| 662! 2672| 6984| 19721| 32591| 82646| 3662| 1694] 11064) 99066) 15347! 6934| 79448 146 4449 16034) 314867 
58, $1,030, $840. : r ‘58 7000| isl 455| 2055 S174 1268 25003 rir me3| 1312! 19) Bri4| 10629| si28| 52961 13908 “wal ial tt $763! 187534 
. 60 Deluxe, $1,700; 2-dr., $1, 
, $1,675, $1,585, Minnesota ‘59| 6392 wane) 197| our Af an Pan ae) 936|  367| 2671| + 28922; 4365) 1599| 23603 am os 2161| 4644) 94828 | 
's9 2a, $1,500. $1,550. $1,425; sunroof, ‘58 3473| _-997| _—«209|_~=—=«799|~—«2133| _—6577| _‘10715| 16648] 733] +~—«355|_~—«-2386| 20122) +4413 ~—«41479| 21303) +—5378| 4300 30073) 918| 2582} 74683 | 
: oa * ee Se TEE: | iteslesipgi ‘59| 1101, 291 + 43|—=—«stS2| «S40 «A721| 2717) «7729| ~=—«169| S84] S50 ™ 1379| 427|-8939| 1797|1899| 14441) z 2563) 29081 || 
8 sunroof, $1,200; Deluxe 2-dr., $1,175, ‘58 | 474| 238} _—_—«60|_~—=«183|_~—«482|~—«*1649|~— 2612] 394) 14 73| 519} 7150) _—«1770|__—«455|_—« 8031] —*1684|_—«*1332|_:13272|__—«208|_—«*1059|_—«24775— 
seo t1090. Missouri 6179, 839,191 7033| | 2096 112669 |) 
er tn 2365| —864|_——233 2673 I 21539 24814 2121} 28912| 5669 844 90773 | 
3 ’ Del 2-a , 650. Montana 71 1 5 
haere de ad. 9080. 855} 21 1141] 1991] 3189 3871} 885! 713 14819 
ear 2-dr., $850. i 40875 
Ww —'59 2-dr., $1,300. 79 4081| 8103 9949 31928] 
: PORTLAND, ORE. 85] 183] 418 1151 ] soz 
Metropolitan—'56 2-dr., $675. 1203 f 
23 322| 2765 238 11485 
> = 
xhaust Guides 2223 15062 ) 30737| 7348) 5105 i 
1261| 2238 997 t 
7s . 178] 493)_—«41174)—214 i 
in General OK <a |_aal_ bie 37m] __ 90 i 
, 


F: = C wlifornia 4516| 10703] 31275 


LOS ANGELES. — Proposed 
' Standards for air quality and ve- 
hicle exhaust won general approval 
from industry and medicine at a 
hearing conducted by the State De- 
‘partment of Public Health. 
Edward Riley, Western represen- 
tative of the Automobile Manufac- 
turers Assn., objected to the inclu- 
“sion of carbon monoxide in the 
Standards. He contended that it 
May rule out the smog-eliminating 
Fae ces which the auto industry 
is working on. 
" He said one of these devices,| Tennessee 


BR a ae) ee eg nik we penne 


AE 


» which employs a low-temperature 31 1001 24191 a 
Catalyst, is close to production. It| Texas i 
‘is designed primarily to reduce 47| 250 — a one — ~~ 4168 — 79, 694|—CSHN9) SI] aa ions 8598 f 
1 
ewes Fag Boga a Be. ~2 ne al. 2 Tiel 2109] 2863} __—213|_—«9%|_— 663] _—3835| 837] 386 ‘oor| | | 6985 ' 
1387 82 2687; «393 ~—=«163'—=«-2587| «393 

| carbon monoxide, Riley said. 83| 266 235| 2285) 427 im oe 35! 3783 

| Other air pollutants mentioned in | i on 2 

| the standards include sulphur diox- 824 2281| 19001] 3626] I. 17633] 


ide, sulphuric acid, lead ethylene 16017 ‘a 
particulates and other chemicals 118! 722\_\¢ 
listed as “oxidant index” which in- 
cludes ozone and the hydrocarbons. 
The Legislature has asked the 
health department to set standards 
‘for air pollutants at three levels— 
adverse, serious and emergency. 
[The standards are to be ready by 
te grad and are expected to be 


Fees, 
‘gg ce een eS 








| 
used by engineers in designing an|— 
ped smog eliminator for auto- py og in te report hes bees eqmnatiog ~— ae state documents. ‘. coeenaite age gi has been exercised wo ore accuracy to the extent of the registrations 
. vegeived ~ © me AE = eA. i Smee sent ony ability by reason inaccuracies or omissions, Polk & Co. 
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Average Price of Used Cars Sold at Auction 
(Compiled by Automotive News from Auction Reports.) 
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Prices of ’58s added and ’50s dropped in December, 1957. Prices of ’59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. (Copyright, 1959, by Automotive News) 





"52 Custom .(8) 2-dr. Victoria, $339+, 
$275°. 
PONTIAC—'56 Star Chief 2-dr. Catalina, 
$845* (ps). 
"55 Star Chief 2-dr. Catalina, $1,075 
(ps); 4-dr., $825* (ps). 
’54 Chieftain 2-dr, Catalina, $545*, 
’53 Chieftain 4-dr., $250*, $220*. 
STUDEBAKER—’58 Champion (6) 4-dr,, 


$1,060*. 
"57 Scotsman (6) station wagon, $1,030, 
51 Champion 4-dr., $145*. 
MISCELLANEOUS—’57 Chevrolet (6) \%. 
ton pickup, $850, 
56 Dodge (8) %-ton pickup, 
’55 Ford (8) 1-ton F-350, $800 
"52 Ford (6) panel, $265. 
'49 Studebaker %-ton pickup, $265, $200, 


EBENSBURG, PA. 


Ebensburg Auto Auction, Sale every 
Thursday, Prices are for sale of Nov, 12, 
Percentage of sales very high. Clean of. 
ferings going at a premium, '55, ‘56 and 
’57 very much in demand, Sold 55 cars 
from 72 consignments. 

BUICK—’56 Special 2-dr., $725; 4-dr 
iera, $520*. 

’53 RM conv., $360* (ps). 
CHEVROLET—’58 Bel Air (8) 4-dr. hard. 

top, $1,300*, $1,225* (ps); Biscayne 
(8) 2-dr., $1,295. 

’57 Two-ten (6) 4-dr., $1,150. 

’56 Two-ten (8) 4-dr., $805; Two-ten (6) 

4-dr., $720. 

’54 One-fifty 4-dr., $330. 

’53 Bel Air 4-dr., $275*; Two-ten 2-dr,, 

$250; 4-dr., $205. 

*51 Deluxe 2-dr., $100. 

CHRYSLER—’53 Windsor 2-dr., $195*. 
DeSOTO—’52 Firedome 4-dr., $100* (ps). 


$850. 


Riv- 








Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
ree and (ps) indicates power 

mg. = + - 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Nov. 11. 
Buyers still in active mood, despite com- 
plaints of slow retail activity. Sharp cars 
still bringing high dollar, Sold 73 percent 
of 160 consignments. 
BUICK—’59 Invicta 4-dr., $2,450*; Le- 

Sabre 4-dr., $2,450°. 
°S7 Special 4-dr., $1,145*; Century 2-dr. 
Riviera, $1,325°*. 
CADILLAC—'57 (62) Sedan de Ville, $2,- 
> 


56 (62) Coupe de Ville, $1,720, $1,645*. 
'53 (62) Coupe de Ville, $635*. 
ILET—’59 Bel Air (8) 4-dr., $2,- 

040°; Biscayne (6) 2-dr., $1,520°. 

‘58 Biscayne (8) 4-dr., $1,245; Delray 
(6) 4-dr., $1,050. 

57 Bel Air (6) 4-dr., $1,200*; Bel Air 
(8) 4-dr., $955*; Two-ten (8) 4-dr., 


1,000°. 

ee Two-ten (8) 4-dr., $905*; One-fifty 
(8) 4-dr., $825. 

°55 Two-ten (8) station wagon 2-dr., 
$870*, $840; 2-dr., $745*; Two-ten (6) 
4-dr., $730*. 


’54 Two-ten 4-dr., $295. 

’53 Two-ten 4-dr., $190. 
CHRYSLER—’57 Windsor 2-dr. 

$1,255°, 

’55 NY 2-dr. hardtop, $825°. 

’53 NY 4-dr., $290*. 

52 Windsor 4-dr., $120°*. 
DeSOTO—’58 Firedome 4-dr., $1,700*. 
DODGE—’ 57 Royal (8) 2-dr. hardtop, $1,- 

305°. 

’56 Royal (8) 2-dr. hardtop, $890*. 
FORD—’'59 Ranch Wagon (8) 4-dr., $1,- 

970*; Fairlane 500 (8) 4-dr, Victoria, 
$1,925*; 4-dr., $1,970*. 

"58 Country Sedan (8) 4-dr., $1,415*; 
Fairlane 500 (8) 4-dr., $1,400*; Cus- 
tom 300 (6) 2-dr., $1,080*. 

‘57 Country Sedan (8) 4-dr., $1,260*. 

’56 Custom (8) 4-dr., $780*; Custom (6) 
2-dr., $680°*, 

’55 Ranch Wagon (8) 2-dr., $615*. 

’54 Country Squire (8) 4-dr, (9 pass.), 
$570*; Custom (6) 2-dr., $350. 

’53 Custom (8) 4-dr., $100*. 

MERCURY—’58 Monterey 4-dr., $1,405*. 

’55 Montclair 4-dr., $775*, $720*, $700; 
Monterey 4-dr., 5°. 

’53 Monterey 4-dr., $240*, $200. 

OLDSMOBILE—’57 (88) Super 4-dr., $1,- 
. 


'56 (98) 2-dr. Holiday, $1,145*. 
’55 (98) 2-dr. Holiday, $965*. 
’54 (88) Super 2-dr., $365°*. 
50 (98) 2-dr., $115*. 
PLYMOUTH—’56 Savoy (8) 2-dr., $725*, 


hardtop, 





$625; Plaza (8) 4-dr., $700. 


’55 Belvedere (8) 4-dr., $425*; Plaza (8) 
4-dr., $325. 
’52 4-dr., $195. 
PONTIAC—’58 Bonneville conv., 
2-dr, Catalina, $1,385*. 
"ST Super Chief 4-dr. Catalina, $1,190*. 
’56 Chieftain 4-dr, Catalina, $945*. 
'55 Chieftain 4-dr., $470*, $400. 
’51 Chieftain 2-dr., $175. 
STUDEBAKER—’53 Regal 4-dr., $245. 
MISCELLANEOUS—’58 Chevrolet t ruck, 


$1,405*; 


$1,090. 
*53 Chevrolet %-ton pickup, $400, 


SEATTLE 


South Seattle Auto Auction, Sale every 
Wednesday. Prices are for sale of Nov. 11. 
BUICK—’56 Special 2-dr. Riviera, $775*. 

’55 Special 2-dr, Riviera, $860* (ps); 

Super 2-dr. Riviera, $615* (ps). 

*54 Century 2-dr. Riviera, $750* (ps). 
CADILLAC—’59 (62) conv., $4,550* (ps). 

"51 (62) Coupe de Ville, $320*. 

"40 (75) Limousine, $350. 
CHEVROLET—’59 Corvette (8) conv., $2,- 

795*; Impala (8) sport coupe, $2,370* 
(ps); 4-dr., $2,150*. 

’58 Impala (8) sport coupe, $2,025* (ps); 
Bel Air (8) sport coupe, $1,770* (ps); 
4-dr., $1,695* (ps), $1,435* (ps); Bis- 
cayne (8) 4-dr., $1,425. 

"57 Nomad (8) 2-dr., $1,775* (ps); Bel 

Air (8) conv., $1,400* (ps); station 
wagon 4-dr., $1,330; Two-ten (8) sta- 





tion wagon 4-dr., $1,400; Two-ten (6) 


4-dr., $1,125, 
"56 Bel Air (8) sport coupe, $1,230*; 
2-dr., $945*, $925°. 
‘55 Bel Air (8) conv., $790; Bel Air 
(6) 2-dr., $650*. 
’54 Bel bg 2-dr., $670*; Two-ten (6) 4- 
0 


dr., $570. 

‘53 Bel Air sport coupe, $835; 4-dr., 
$335*. 

"52 Deluxe 4-dr., $255. 

CHRYSLER—’57 Saratoga 4-dr. hardtop, 
$1,575* (ps). 
‘56 Firedome 2-dr. hardtop, $1,- 
125* (ps). 
DODGE—’56 Coronet (8) 2-dr., $850*. 
*54 Coronet (8) 4-dr., $430*. 
’53 Coronet (8) 2-dr, hardtop, $230*. 
FORD—’59 Thunderbird (8) 2-dr. hardtop, 
$2,510*; Galaxie (8) 4-dr., $2,260* 
(ps); Fairlane (8) 4-dr., $1,795*. 

58 Country Sedan (8) 4-dr., $1,875*, 
$1,725*; Fairlane 500 (8) conv., §$1,- 
680* (ps); 2-dr. Victoria, $1,675* (ps); 
Ranch Wagon (8) 4-dr., $1,550*; Cus- 
tom 300 (6) 2-dr., $1,320, 

’57 Country Sedan (8) 4-dr., $1,495*, 
$1,400*; Fairlane 500 (8) 4-dr., $1,230* 
(ps); Custom 300 (8) 2-dr., $975. 

’56 Country Sedan (8) 4-dr., $1,210* 
(ps); Fairlane (8) 4-dr., $1,150*, $895* 
(ps), $610*. 


"55 Fairlane (8) conv., $740* (ps). 
"54 Custom (8) 4-dr., $550*, $200*. 
53 Country Squire (8) 4-dr., $625*; 


Country Sedan (8) 4-dr., $440; Ranch 





Wagon (6) 2-dr., $340*. 


DODGE—’57 Coronet (8) 4-dr., $890. 
’56 Coronet (8) conv., $675* (ps). 
’55 Coronet (8) 2-dr. hardtop, $305*. 
ene ~Sed Ranch Wagon (6) 4-dr., $1,- 
60* 


"57 Fairlane 500 (8) conv., $1,130* (ps); 
Custom 300 (8) 4-dr., $965*. 
’56 Fairlane 500 (8) 4-dr., $720*. 


"55 Main (8) 4-dr., $620; Fairlane (8) 
4-dr., $325°. 

’54 Custom (8) 4-dr., $350, $255; 2-dr., 
$300; Main (8) 2-dr., $265*, $200*; 
4-dr., $170*. 

"53 Crest (8) conv., $230*; Custom (8) 
4-dr., $200. 

’52 Country Sedan (8) 4-dr., $170*; Cus- 
tom (8) 4-dr., $160; Main (8) 4-dr., 
$120°. 


"51 Crest ‘8) 2-dr. Victoria, $120. 

OLDSMOBILE—’53 (88) 4-dr., $240*. 

"52 (88) Super 4-dr., $125* (ps). 

SO Savoy (6) 2-dr. hardtop, 
8 ° 


’55 Savoy (6) 2-dr., $560; 4-dr., $310. 

’54 Plaza 4-dr., $165*. 

‘50 Suburban, $100. 

PONTIAC—’57 Chieftain Safari 2-dr,, 

$625". 

RAMBLER—’55 Custom Cross 

$720; 4-dr., $425. 

STUDEBAKER—'56 President 
60. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Nov. 11. 
BUICK—’57 Century 4-dr., $1,075*. 


Country, 


(6) 4-dr., 





(Continued on Page 23, Col, 1) 








ALABAMA 


FLORIDA 





MISSOURI 


NEW JERSEY 


PENNSYLVANIA 








JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 














COLORADO 








Denver Auto Auction 
4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I2th year 
of conti operation. 
11:00 A.M. 








MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


Aptco 
DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noosa 


19241 Dix—Toledo Highway—Route 25 
Just '/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 


Send for free copy of next 
week's Aptco Auction Report 























ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
J. F. REED — HUGO HASHEIDER 
NORB RUGH 
Twin Ring Selling 








NEW JERSEY 


OVER 500 CARS EVERY WEEK 
NO HOUSE CARS! 


N-A-D-E 


Every WEDNESDAY, 11 A. M. 


NATIONAL AUTO 
DEALERS EXCHANGE 














Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
Insured 
AUCTION I — AGENCY, 
Alebema 


EVERY THURSDAY AT NOON! 
ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApito! 8-0100 for Reservations 





NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 








NEW YORK STATE'S OLDES 


Tv 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
‘ Deeler Aute Auction 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 














NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





$ $ $ $ $$ $ $ $F 


TOP DOLLAR FOR 
LEFT-OVER ’59s 


And Hard-to-Sell Used Cars 


More Bidders @ Higher Prices 
at the world's only 
3-LANE auction 


MANHEIM AUTO AUCTION 
ROUTE 72, MANHEIM, PA. 
Phone MOhawk 5-2401 








TEXAS 











AMARILLO AUTO 
AUCTION, INC. 

10TH Phone: DR 2-9503 
WE PICK UP AND SELL 


FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 


Auction Checks Issued—— 
SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


3202 E. 











PENNSYLVANIA 


CORRY AUTO AUCTION 
Route 6, Cerry, Pa. 
EVERY FRIDAY—1:00 P.M. 
Gua Checks— 


Guaranteed Titles 
“The friendliest auction with the mest ac- 


oe gy Me “ o- 
Owner: Geerge 








36-391. = 
Hartley. 





WASHINGTON 











SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 
SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 
Write for free accurate market reports 

BHI Johnson 








CA 
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OLDSMOBILE—’59 (88) 4-dr. Holiday, $2,- ’57 Two-ten (8) station wagon 4-dr., $1,- H 
30°, 700* (ps). 400* (ps), $1,180*; Two-ten (6) 4-dr., i 
al e e = (98) ““. Boronia $1, at” Model Breakdown $1,120*, $865; Bel Air (8) 4-dr, hard- | 
. P (98) r. oliday, 1,430* (ps); e top, $1,330". i 
; Used-Car Auction Prices (88) 2-dr., $1,200 Of Auction Averages '56 Bel ‘Air (8) 4-dr, hardtop, $970*; | 
75* "55 (88) Super 2- dr. Holiday, $650* (ps); Two-ten (8) club coupe, 90*. 
(88) 2-dr., $460 Nov., 1959 = Oct., Sept., ‘55 Two-ten (6) 4-dr., $690*; station t 
53. (98) 4- dr., s150°. Model To Date 1959 1959 wagon 2-dr., $610; Delray, $500; Two- 
‘ , (8 > *. - 
ir, & (Continued from Page 22) PACKARD—’'53 Clipper 2-dr., $200*. nce $2,582 $2,536 $2,511 pv : a — jh ; ps Sze thy te j 
PLYMOUTH—’58 Suburban (8) 2-dr., $1,-| 1958.............. 1,588 1,641 1,756 dr., $415, $200; station wagon 2-dr., H 
30, | 56 Special 2-dr. Riviera, $690*. | °55 Firedome 4-dr., $510°. 250. 1,157 = -1,171 1,250 $405. ; t 
| 55 Special 2- -a?. Riviera, $500*. ’53 Custom 4-dr., $180*. ’57 Savoy (8) 2-dr., $1,130*, $815*. 1956 7190 816 865 "54 Bel Air 2-dr., $390*; 4-dr., $315; 
%- 's4 Special 2-dr., $350°; Super 2-dr.,| DODGE—'57 Suburban (8) 2-dr., $1,160*.| °56 Fury (8) 2-dr., $710; Suburban (8)| 4+99O.............. Two-ten (6) 4-dr., $315*. ’ s 
$340* (ps). ’55 Royal (8) Sierra 4-dr., $790*. a nee 1956.............. 585 600 653 | +53 One-fifty 2-dr., $100°. 1 
CADILLAC 55 (62) Coupe de Ville, $1,- beer 5 ’58 Corsair 4-dr. hardtop, $1,- Susan 00) metenten Buk. he 435. (P8)5) 1954.00.00... 382 393 412 | cHRYSLER—’57 NY 2-ar. hardtop, $1,- 
250 (ps); 4-dr-, $1,180" (Ps), $1") FORD—'59 Galaxie (8) 2-dr. Victoria, $2,-| "54 Belvedere 2-dr. hardtop, $310*; Savoy — Leientivesiess an see $71 t00j tar. hardtop, $1,350%. | 
00, me ; ' 000° a Cas ee : , | 
CHEN ROL. .ET—'60 Corvair (700) 4-dr.,| ,52"Pairiane 500 (8) conv., §$1,700¢;| 53 Cambridge ‘Suburban, $260; Cran- Ovesall 53 NY 4-dr., $150*. 
__ $2 ; 4 . Fairlane (8) 4-dr., $1,250* (ps); Cus- brook 2-dr., DeSOTO—’59 Fireflite 4-dr., $2,205* (ps). ft 
ge rn? a oh ins tom 300 (8) 4-dr., $1,250*. PONTIAC—’57 Safari 4-dr., $1,240°; Average $ 943 $ 954 $ 990 | +53 Firedome 4-dr., $125*. 
ry psy. $2.265* (ps); 4-dr. hardtop, $2,-| °57, Fairlane (8) 2-dr. Victoria, $1,300; Chieftain 4-dr., $1,050*. DODGE—’59 Custom Royal (8) 4-dr. hard- 
12, t95*: Bel Air (8) 4-dr., $1,950*, $1.- | Country Sedan (8) 4-dr., | $1,265*;| °56 Safari 2-dr., $1,200°. 390* (ps); 2-dr., $2,270* (ps); Electra top, $2,105° (ps); Coronet (8) 2-dr. ff 
- 940° (ps); Brookwood (6) 4-dr., $1.- | Fairlane 500 (8) 4-dr. Victoria, $1,-| 55 Chieftain 2-dr. hardtop, $580*. 4-dr, hardtop, $2,385*. (police car), $1,310* (ps), 
nd te: boas Oh oe, Oe. 160* (ps); 4-dr., $914°, ’53 Chieftain 4-dr., $230. 58 Super 2-dr. Riviera, $1,850* (ps),| '57 Custom Royal (8) 4-dr., $970* (ps); 
rs ‘se Bel Air (8) 4-dr. hardtop, $1,570*; ’56 Thunderbird (8) conv., $1,590*;| RAMBLER—’55 Custom Cross Country, $1,740* (ps); Special 4-dr. Riviera, 2-dr, hardtop, $925*. H 
oa ar., $1,510*; 2-dr, hardtop, $1,300: Fairlane (8) 2-dr. Victoria, $810*; $600". $1,675*, $1,650* (ps); conv., $1,660* "56 Custom Royal (8) 2-dr., $680*. 
- Brookwood (8) 4-dr., $1,525*; Biscayne 4-dr., $710*; 2-dr., $660*; conv., $620*| '54 Super 2-dr. hardtop, $265. (ps); 2-dr. Riviera, $1,445*; Century| | 55 Coronet (8) 2-dr., $390*. 
(6) 4-dr., $1,300. of ani bo meal yA 4-dr., ase _ a eh Silver Hawk (8) 4-dr., conv., $1,645*, war 58 Pacer 4-dr. hardtop, $1,280 
_ : " : ne conv., $1, ; Main . "57 Century 4-dr., $1,315", $1,100*; : 
d- of Be Bes, fonten ts) ae, Sl (8) 2-dr., $480; Main (6) 4-dr., $260;| MISCELLANEOUS — °55 Dodge %-ton conv., $1,228¢; Special 2-dr, Riviera, | FORD—'59 Thunderbird (8) conv., $3,200° | 
Oe es aan| eee ee et ao #288 Fo ah 5S vlan lane, Ota 
"6 B " +. ¥ -dr., J ’49 Willys Jeep %-ton pickup, $775, 55 Century 4-dr., $395* (ps). -dr, oria, $2, ; Cus 
i ba Sle, Gasakey (&) mation 54 Custom (8) 4-dr., 2 at $400*; Crest $755. 54 Special 4- dr., $335. oo 300 (8) 4-dr., $1,760*; Custom (6) 
5) wagon $790*. : (6) 4-dr., $230. FLINT '53 Special 2-dr. Riviera, $300*. ; 4-dr., $1,460. me 
55 Two-ten (8) 2-dr., $660*, $600*;| "53 Custom (6) 2-dr., $110*. ’52 Special 2-dr. Riviera, $165. 6 Country Sedan (8) 4-dr., $1,080 
*rwo-ten (6) station wagon, $640,|IMPERIAL—'58 Imperial 2-dr. hardtop,| Flint Auto Auction Sale every Wednes- | CADILLAC—'59 (62) 4-dr., $4,250*. = ge Al Ragu igee*; “acer, 5 nae 
= $550*; 2-dr., $210, $2,375* (ps). day. Prices are for sale of Nov, 11. Buyers| ‘56 (62) 4-dr., $1,580* (ps), $1,550*. om ( reo, dr., $ -dr, (police 
CHRYSLER—’57 NY 4-dr., $1,700* (ps); | LINCOLN—’59 Capri 2-dr., e.e0e (ps).|and sellers just couldn’t get together on| CHEVROLET—’59 Impala (8) conv., 2 at gt eet 500 (8) 4-dr., $1,110°;" 2-4 
4-dr. hardtop, $1,605* (ps). ’57 Capri 2-dr., $1,560* (ps) prices. Sharp cars were selling but the $2,365* (ps); 2-dr. hardtop, $2,285*; Victoria, $1, 920°: eo Hh $900* : Customs 
156 Windsor 4-dr., $785* (ps). 55 Capri 4-dr., $735*. ‘dogs’? were not finding a new home, We Brookwood (6) 4-dr., a5’ 210* (ps); 300 raat 42 *s960°.” $695:' Custom 
155 NY 4-dr., $500*. MERCURY—’58 Monterey 2-dr. hardtop, | are very pleased with the consignment but Biscayne (6) 2-dr., $1,650 (8) ade “go30°: Gaston (6) oar 
DeSOTO—'57 Fireflite 2-dr., $1,500* (ps), $1,275*. could use more sharp cars, Sold 155 cars °58 Impala (8) conv.,. $1,700, $1,575*; $785, $755; Ranch Wagon (8 2-dr.. 
$1,150* (ps); 4-dr. hardtop, $1,110*. ’55 Monterey station wagon, $850* (ps); | from 283 consignments. Bel Air (8) 4-dr, hardtop, $1, 525° $900° & ) ” 
DODGE—’57 Coronet (8) 4-dr., $1,100*; 4-dr., $780*. BUICK—’59 Invicta conv., $2,580* (ps); (ps); Bel Air (6) 4-dr., $1,490*; Bis- 56 Thocanhire (8) conv., $1,610*; 
4s 4-dr., $850*; Coronet (6) 2-dr., $750. "53 Monterey 2-dr, hardtop, $200; 4-dr., LeSabre 4-dr. hardtop, $2,550* (ps), cayne (8) 2-dr., $1,205; Biscayne (6) ” , , 
56 Suburban (8) 2-dr., $930°*. $135 $2,355* (ps); 4-dr., $2,400* (ps), $2,- 2-dr., $1,200 (Continued on Page 26, Col, 1) 
EDSEL—’59 Corsair 2-dr. hardtop, $2,- 
000* (ps). 
) ’58 Citation 2-dr., $1,375* (ps). 
FORD—’59 Fairlane 500 (8) conv., $2,175* 
(ps); 2-dr., $2,150*; 4-dr., $1,780*. 


’58 Thunderbird (8) 2-dr. hardtop, $2,- 


635* (ps); Fairlane 500 (8) 2-dr, Vic- 
toria, $1,400*; 4-dr., $1,325*. 

’57 Ranch Wagon (8) 2-dr., $1,135*; 
Fairlane 500 (8) 4-dr., $1,075*; 2-dr., 
$1,050*; Custom 300 (8) 2-dr., $985; 
4-dr., $960; Custom 300 (6) 2-dr., 
$810; Fairlane (8) 2-dr. Victoria, 
$910°. 


56 Country Sedan (8) 4-dr., $860* (ps), 
$740* (ps); Fairlane (8) 4-dr., $730*, 
$580; 2-dr. Victoria, $720*°; Ranch 
Wagon (8) 2-dr., $660; Main (8) 2-dr., 


$400. 
55 Ranch Wagon (8) 2-dr., $615; Ranch 


a 


Wagon (8) 2-dr., $615; Ranch Wagon 

(6) 2-dr., $540; Custom (8) 4-dr., 

$575; Country Sedan (6) 4-dr., $520; 

Main (6) 2-dr., $290. H 
"54 Custom (8) 4-dr., $340*. 

MERCURY—’59 Montclair 2-dr. hardtop, : 
$2,350* (ps); Monterey 2-dr. hardtop, | 
$2,200*. H 

’58 Commuter 4-dr., $1,680* (ps); Mon- 
terey 2-dr., $1,560* (ps). 
’57 Turnpike Cruiser 2-dr., $1,285* (ps); t 
Montclair 4-dr. hardtop, $1,160* (ps); : 
Monterey 4-dr. hardtop, $1,085* (ps). 
’55 Montclair 2-dr. hardtop, $710* (ps); | 
Monterey 4-dr., $420*. H 
NASH—'56 Custom (8) 4-dr., $640. i 
’55 Custom (6) 2-dr. hardtop, $335. 
OLDSMOBILE—’59 (88) Super 2-dr., $2,- 
550° (ps). 
*58 (88) Super 2-dr. Holiday, $2,050* 
(ps); 4-dr, Holiday, $1,930° (ps); (88) 
conv., $1,900*; (98) 4-dr., $1,850° 
(ps). 
"57 (88) Fiesta, $1,575* (ps); (98) 2- 
dr. Holiday, $1,550*; (88) Super conv., 
$1,310* (ps). 
"56 (98) 2-dr. Holiday, $1,125* (ps), 
$950* (ps); (88) 2-dr. Holiday, $790*. 
’55 (98) 2-dr. Holiday, $680* (ps). 
"54 (98) 2-dr., $550* (ps). 
PLYMOUTH—'58 Suburban (8) Custom 4- 
r., $1,410*; Savoy (8) 4-dr., $1,180*. 
"57 Savoy (6) 4-dr., $650. 
56 Suburban (6) 4-dr., $795*; Savoy 
(8) 2-dr., $630* (ps). 
*55 Savoy (6) 4-dr., $340. 
ei “ad Chieftain 2-dr. Catalina, 
$1, 05* 
"56 Ghietiain 4-dr. Catalina, $760*; Star 
Chief 2-dr. Catalina, $705*. 
RAMBLER—'59 Super (8) 4-dr., $1,750, 
$1,710, $1,635. 


’58 Ambassador (8) Custom Cross Coun- 





try, $1,690* (ps); Ambassador (8) 
Super Cross Country, $1,675*, $1,645° 
(ps), $1,450*, $1,415. 

’57 Custom (8) 4-dr. hardtop, $1,000*; 
Super (6) 4-dr., $710*. 

"56 Super 4-dr., "$600. 

"55 Custom Cross Country, $480°; 4-dr., 
$350, $125. 

ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of Nov. 
. The back to work order in the steel 
Strike did not perk up the used car prices 
at our auction. Car prices may be on the 
verge of a new down trend that may take 
it to new lows by the middle of December. 
Sold 122 cars from 166 consignments. 
BUICK—’58 Special Estate Wagon, $1,900* 

(ps); 2-dr. Riviera, $1,500°. 

’57 Special 4-dr. Riviera, $980". 

"56 Super 2-dr., $810* (ps); Special 2- 
dr. Riviera, $760* (ps). 


a a SS 


"55 Century 4-dr. Riviera, $600*, 
conv., $520° (ps); Special 2-dr. 
era, $430°, $400*. 

"54 Century 2-dr. Riviera, 
2-dr., $190 

"53 Super 2-dr, Riviera, $210°. 


$590°; 
Rivi- 
$260*; Special 





CA 7 ~ cated Eldorado conv., $2,450* 
56 me é2) 2-dr., $1,800° (ps), $1,625*° 
(ps). 


"55 (62) conv., $1,175* (ps). 
CHEVROLET—’'59 Impala (8) 4-dr. hard- 
top, $2,375* (ps). 
*58 Biscayne (6) 4-dr., $1,325*. 
‘S57 Bel Air (6) station wagon, $1,415*; 













acrylic plastic molding Chemicals for Industry 






Bel Air (8) 4-dr., $1,280°; 2-dr. hard- “7 7. 
top, $1,250°; conv., "$1,200"; Two-ten powder for tail lights, 
(6) 4-dr., $1,070; station wagon, $1,- ° ° ° HAAS 

5ot0; One-Afty (8) 4-dr., $725. “ea parking lights, instrument Res va ve = 

; t (6) station wago 1, ‘ 
4-dr. "nandien, 31. 100°; Qar., $840°: panels, nameplates, Cc ay et PA i © 





2-dr. hardtop, $600*; Two-ten (8) 4- medallions and dials. 
dr., $870° (ps); Bel Air (8) 4-dr., 


> $975*; One-fifty (8) 4-dr., $650°. 





WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


’55 Bel Air (6) 4-dr., $660; Bel Air (8) 
conv., $640*; 2-dr., $340; Two-ten (8) 
station wagon, $650. 

, $370, $310; 2-dr., 





"54 Bel Air 4-dr. $350; 
. Two-ten 2-dr., $260; 4-dr., $200. 3 
yy Air 2-dr., $375, $135*; 4-dr., PLEXIGLAS is a trademark, Reg. U.S. Pat. Off. and other principal countries in the Western Hemisphere. 





ae 


CHRYSLER—’'56 NY 2-dr., $950° (ps 
DeSOTO—'58 Firedome 4-dr., $1, 008" (ps). 


DETROIT REPRESENTATIVE: R. C. Oglesby, Nor-Way Building, 20211 Greenfield Road, BRoadway 3-0674 * IN CANADA: Rohm & Haas Company of Canada, Ltd., West Hill, Ontario 
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HERE’S WHY FLEET SALES 
OFFER YOU 


BIGGER PROFIT POTENTIAL 
AS A FORD DEALER 


Profitably speaking, it pays off big to go after Ford Fleet Sales. Why? Simply this: 
You, as a Ford Dealer, stand to cash-in on the ever-growing profit potential offered 
by this market. Profits that go hand-in-hand with Volume Parts Sales and added 
Service Business. There’s a profit “plus,’’ too. Just consider that every fleet driver, 
through familiarity with Ford products, is a prospect for the purchase of a new or 
used Ford as his family car. 


Taxi, Leasing, Commercial Fleet and State, County & Municipal Vehicles—each of 
these tremendously large markets open up top selling opportunities you may never 
have considered. Financially, it is well worth investigating these markets in your area. 


Ford Motor Company goes all out to assist you in locating, selling and servicing 
Fleet accounts. 


e There are Ford Fleet Sales specialists in every Regional and District Sales 
Office who directly help Ford dealers in developing fleet sales. 

e Regional Fleet Service Engineers are available to train fleet owner mechanics. 

e If a fleet prospect wishes specially designed or engineered vehicles, Ford Divi- 
sion will see to it that every feasible specification is adapted. 

e Vocational literature outlining Ford specifications is available to aid you in 
securing fleet business. 


There are many other profit “pluses” in Ford Fleet selling. We urge you to investi- 
gate fully. Simply contact your local representative or write Fleet Sales Department, 
Ford Division, Ford Motor Company, Dearborn, Michigan. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 








FOR THE AMERICAN ROAD; THE. FARM; AND INDUSTRY 


FORD * FALCON * THUNDERBIRD « EODSEL *e MERCURY »« 
LINCOLN * LINCOLN CONTINENTAL ¢ ENGLISH FORD LINE 
TAUNUS * FORD TRUCKS ® INDUSTRIAL ENGINES * 

FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS e 


AERONUTRONIC—PRODUCTS FOR THE SPACE AGE MOTOR COMPANY 





THE AMERICAN ROAD 


DEARBORN, MICHIGAN 


OE 
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’54 Custom (8) 4-dr., 





Ranch Wagon (8) 2-dr., 
53 Custom (8) 4-dr., 
’52 Country Sedan (8) 4- a, 


oat 1 ~~ Continental 4-dr. 


Used-Car Auction Prices 


(Continued from Page 23) 


CADILLAC—’55 (60) 





$2, 
MENCURY__’55 Monterey 2- a. 
’54 Monterey 4-dr., $380*; 





CHEVROLET—’59 Impala (8) 2-dr, hard- 





58 Brookwood (6) $235. 
OLDSMOBILE—’54 (88) 4-dr., $275*. 
5°. 


(ps). 
pass.), $805 ke * Chieftain 2-dr. 
"55S Fairlane ‘©: 
PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
"56 Chieftain 2-dr., 
’55 Chieftain 4-dr., 


'54 Chieftain 2-dr. , $385; 4-dr., $200*. 
RAMBLER—’58 Custom 


’57 Savoy (6) 4-dr., 
’55 Plaza (6) 2-dr., 
PONTIAC—’ 57 Star chief. r= dr., 
’54 Chieftain 4-dr., *, 
’53 Chieftain 4- dr., 
RAMBLER—’57 Custom (6) 4-dr., ‘ 
MISCELLANEOUS—’59 Ford F-250 pick- 


Yeoman (8) ‘att 
"54 ectem (8) 4-dr., 3 57 Brookwood (8) 4 
HUDSON—'56 Wasp (6) 4-dr., $405*. 
LINCOLN—'58 Capri 4-dr. 


'57 Capri 2-dr, hardtop, $1,525* (ps). 

"55 Capri 2-dr, hardtop, $475*. 

*54 Cosmopolitan 2-dr. hardtop, $375*. 
MERCURY—’58 Montclair 2-dr., 


(ps). 
'57 Monterey 2-dr. hardtop, $1,180* (ps); 
Commuter 4-dr., $1,175* (ps). 
56 Monterey 2-dr. hardtop, $820*. 
wae “CF 59 (88) Super 2-dr. 
(88) 4-dr. Holiday, 


Bet Air (6) 4-dr., 


try, $1,590. +» , 
STUDEBAKER—'59 Lark 2-dr., ee ots Two-ten (6) 2-dr., 
’57 Silver Hawk 2-dr., $1,000*. 56 = co (6) 4-dr., $530; Bel Air (6) 


MISCELLANEOUS — °58 Studebaker (6) 


Two-ten (6) 2-dr., 


’57 Ford ton picku , $965. 
‘a-ton pickup, $ '54 Bel Air 2-dr. hardtop, $150. 
30°, 


55 Chevrolet %-ton pickup, 
$210; Studebaker 


DANVILLE, VA. 


Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Nov, 11. The 
shortage of cars showed an inclination to 
little this week since new 
cars are now in sight relative to the steel 


OHRYSLER—’57 Windsor 4- dr., 

DeSOTO—’53 Powermaster 4-dr., 

DODGE—’58 Coronet (8) 4-dr., 
’57 Suburban (8) 2-dr., 7! 
’56 Royal (8) "ea. $620* 


pickup, $295; %-ton, 
10. 
"51 Chevrolet 1%-ton pickup, 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of Nov, 12, Market 
continues to bring top dollar on clean and 


ce 8 $1,075* ( 
r., le 
750 BUICK—’57 Special 


$2 op, 
FORD—'59 Galaxie (8) 2-dr. Victoria, "32, - ps). 
’56 Special 4-dr., $780*. 
"55 a. 4-dr., 


ps). 
ILLAC—'59 (62) 4-dr. ’ 
"56 (62) 2-dr., , &. te (ps). 


(60) Special 4-dr., 


se "Pabtece (8) 4-dr. Victoria, $1,505*; 
2-dr. Victoria, $1,400*; 

Country "Sedan (8) 4-dr., ° 
‘57 Fairlane 500 (8) conv., 


showing particularly good strength. Rough 

cars are finding few takers, Sold 104 cars 

from 151 consignments. 

BUIOK—’59 LeSabre 4-dr. Riviera, $1,980*. 
"57 — 2- il Riviera, $1,140*; 


. 
sag, ong ey Savoy (6) 4-dr., $1,675; 


+58 anes (8) conv., 
’57 Belvedere (8) 4-dr., 
; Savoy (8) 4-dr., $670." 


55 Belvedere (8) 2-dr, hardtop, "56 Country “Sedan 


’ ). 
4g (8) . a (60) Special 4-dr., 


CHEVROLET—’58 Bel Air (8) 4- =. 
Biscayne (8) 2-dr. 
57 Bel Air (8) 2-dr., $1, 


"55 RM 2-dr, Riviera, $725°* ; 
dr. Riviera, $650*; 
$270*; Super 4-dr., $600 





INTIAC—’ 59 Bonneville conv., 








"55 Cassone (8) 4-dr., 













*1,080. 


*Slightly higher in the West 


VESPA 


Just as the Vespa Motor Scooter has been accepted in the three short years it’s been in the United 
States, so has the newly introduced Vespa “400” automobile. On the American market for just a few 
months, the response to this sleek rear engine beauty has been overwhelming. Americans have been 
quick to recognize the advanced engineering design, that goes into every Vespa product. 


Vespa’s economical air cooled engine squeezes 60 miles out of every gallon of gasoline—goes up to 
60 miles per hour. Its independent four wheel shock and spring suspension makes for smooth riding 
on any road surface. Heater, defroster, and electric windshield wipers all come as standard equipment. 


Find out today how the Vespa line can increase your yearly profits. We'll be glad to send you the 
complete franchised Vespa dealer story. Just write to: 


VESPA DISTRIBUTING CORPORATION 


MOTOMAC OVERSEAS CORPORATION 
NEW YORK 22, 





STREET, 














$1,280*; Two-ten (8) 4-dr., $1,165", | 

’56 Corvette (8) conv., $1,230; Bel Air 
(8) 4-dr., $1,025*; Bel Air (6) 4-dr, 
$860; Two-ten (8) Delray, $970; Two. 
ten (6) 4-dr., $810*; 2-dr., $780, $550, 

55 Bel Air (8) 2-dr., $805*; Bel Aip 
(6) 2-dr., $765; 4-dr., $705*; Two-ten © 
(6) Delray, $635; One-fifty (6) 2-dr,, 
$530, $500. 

54 Two-ten (6) 4-dr., $505, $460, $420¢, 

’53 Bel Air 2-dr., $505*; 4-dr., $350, 4 

’52 Deluxe 2-dr. $285; 4- ‘dr., $280, $17 

’51 Deluxe Bel Air, $250. 

CHRYSLER—’ 57 Saratoga 4-dr., $1, 


(ps). 4 
DODGE—'58 Sierra (8) 4-dr., $1,325. | 
’53 Meadowbrook (6) 2-dr., $195. ‘? 
FORD—’58 Fairlane 500 (8) 2-dr. Victorig:) 
$1,560*; 2-dr., $1,425*, $1,365*; 4-dpo 
$1,400* (ps); Fairlane (8) 4-dr., §j 
220*; 2-dr., $1,205. 

‘57 Fairlane (8) 2-dr., $1,485 (ps), 
000; Fairlane 500 (8) 2-dr., $1,4 
(ps), $1,100* (ps); 4-dr., $996*; Co 
try Sedan (8) 4-dr., $1,160*. 

’56 Fairlane (8) 2-dr, Victoria, $1,0 
4-dr., $985, $765; 2-dr., $900, 
$630; Custom (8) 2-dr., $715*; 4-d5 
$680, $560. 

*5S Country Squire (8) 4-dr., $8 
Fairlane (8) 2-dr. Victoria, $860*; 
r., $760*, $655*; 2-dr., $715*: Cust 
(8) 2-dr., $605, $510*. 

"54 Crest (8) 2-dr., $405; Main (6) 
dr., $180. 

53 Ranch Wagon (8) 2-dr., $305*; 

(6) 2-dr., $185. 
HUDSON—’54 Hornet (8) 4-dr., $300, 
MEROCURY—’59 Park Lane 4-dr., $2, 


(ps). 
’57 Monterey 2-dr., $1,300* (ps), $ij 
135* 5 


’56 Monterey 4-dr., $885* (ps), $6 

’55 Monterey 4-dr., $660; 2-dr., $465, | 

’54 Monterey 4-dr., $170. 

’52 Monterey 2-dr., $105*. 

OLDSMOBILE—’59 (88) Super 4-dr., 

460* (ps). 

’56 (88) Super 4-dr., $955*; (88) 
Holiday, $910*. 

'55 (88) Super 4-dr., $880* (ps); (88) 
4-dr., Holiday, $505* (ps). 


PLYMOUTH—’59 Fury (8) conv., $2,1 

’58 Savoy (8) 2-dr., $1,090*. 

‘57 Belvedere (8) 4-dr., $1,410; Sa 
(8) 4-dr., $810*; Suburban (8) 2-dr, 
$810; Plaza (6) 4-dr., $650. 

56 Fury (8) 2-dr., $840*; Suburban ( 
4-dr., $640*. 

’55 Belvedere (6) 2-dr., $675*. 

’53 Belvedere (6) 2-dr., $285. 

PONTIAC—’56 Star Chief 4-dr., $930*. 

’55 Chieftain 2-dr., $665*, $630*; 4-dr, 


$585. 

’54 Star Chief 2-dr., $585* (ps 
RAMBLER—’60 Deluxe (6) 4- -. $1,¢ 
STUDEBAKER—’'55 Commander (8) 2-dr., 

$355. 
MISCELLA NEOUS—’57 Chevrolet (6) % 
ton pickup, $220. 

’56 Ford (8) %-ton pickup, $835. 

’55 Ford (8) %-ton pickup, $635. 

53 Ford (8) %-ton pickup, $480. 

’52 Ford (8) %-ton pickup, $365. 

’50 Ford (8) wrecker, $450. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. 
every Wednesday. Prices are for sale 
Nov. 11. Prices and sales bounce back 
volume falls off slightly. Buyers were h 
en masse taking home the clean sharp ci 
that were offered in every year and model.) 
BUICK—’59 Invicta 2-dr, hardtop, $2,500") 


(ps). 

’58 Special 2-dr. Riviera, $1,510* (ps). 

57 Super 2-dr. Riviera, $1,440* (ps) 
4-dr. Riviera, $1,285* (ps); Special 
Estate Wagon 4-dr., $1,425* (ps); 
dr. Riviera, $1,270* (ps); RM 2-df, 
Riviera, $1,375* (ps), $1,315* (ps). 

’56 Special 4-dr. Riviera, $890*; Century 
4-dr. Riviera, $775* (ps). } 

’55 Special 2-dr. Riviera, $880*, $750*%; 
Century 4-dr. Riviera, $860* (ps), 
$525*; 2-dr. Riviera, $805° ; Super 4-— 
dr., $810* (ps). 

"50 Special 2-dr., $135*. 

CADILLAC—’58 (62) Coupe de Ville, $3,- 

200* (ps). 

’57 Eldorado conv., $2,500* (ps), $2,393* 


(ps). 

"56 (62) 4-dr. hardtop, $1,450* (ps). 

’55 (62) 2-dr. hardtop, $1,460* (ps); 
conv., $1,075* (ps). 

"52 (62) 4-dr., $265*. 

CHEVROLET—’59 Corvette (8) 2-dr, hard- 
top, $2,950; conv., $2,925, $2,800*; Im- 
pala (8) 2-dr. hardtop, $2,250*, $2,-— 
225* (ps), $2,200, $2,000; 4-dr, hard- 
top, $2,175* (ps); 4-dr., $2,000* (ps); 
Brookwood (8) ‘4-dr., $2,060* (ps), 
$2,035*; Bel Air (6)  2-dr., $1, be 

"58 Impaia (8) conv., $1, 985°" (ps) ; 
mad (8) 4-dr., $1, 800°; a ae 
(8) 4-dr., $1,670* (ps); Biscayne (8) 
4-dr., $1,480*, $1,460*, $1,430*, $1,- 
390°; 2-dr., $1, 380°, $1,325; Biscayne 
(6) 4-dr., "$1, 390; "Delray (6) 4-dr., 
$1,150, $1,000. 

’57 Bel Air (8) 2-dr, hardtop, $1,400*; | 
2-dr., $1,310*; Two-ten (8) 2-dr, hard- 
top, $1,175; 2- dr., $1,120*; 4-dr., $1,- 
150*, $1,060, $975*; Two-ten (6) 2 
dr., $900; One-fifty (8) station wagon 
2-dr., $945; 2-dr., $800. 

"56 Bel Air (6) 4- dr., $810°*; 2-dr., $800; 
Two-ten (8) station wagon 4-dr., 
$800*; 2-dr., $700; 4-dr., $550; One- 
fifty (6) 2-dr. 4 . 

55 Bel Air (8) 2-dr. hardtop, $850%, | 
$365; 2-dr., $700*; conv., $740; B 
Air (6) 2-ar. hardtop, $705*, $685; 
Two-ten (8) Delray, $675; 4- dr., 


$535; 2-dr., $500*. 

54 Bel Air 2-dr., $425; conv., $350°; 
Two-ten 2-dr., $315, $200°. 

CHRYSLER—’59 Saratoga 4-dr. hardtop, 

$2,800 (ps) : 

’57 NY conv., $1,390* (ps); Windsor 2-) 
dr. hardtop, $1,110* (ps). 

53 Windsor 4-dr., $230*. 

DeSOTO—’57 Firedome 4-dr, hardtop, $1,- 

495° (ps), $1,240* (ps). 

DODGE—’57 Sierra (8) 4-dr., $1,225* (ps). 
’56 Coronet (8) 2-dr. hardtop, $700*. 
"55 Royal (8) 4-dr., — (ps); Coronet § 

(8) conv., $570* (ps) 
*64 Sierra ‘4-dr. $190° (ps). 
"51 2-dr. hardtop, $120. 
EDSEL—'58 Pacer 4-dr. hardtop, $1,360°7 


(ps). 

FORD—'59 Galaxie (8) 2-dr. Victoria, $2,- 
260° (ps); Country Sedan (8) 4-dr. 
$2,150*; Custom 300 (8) 4-dr., $1,660. 

’58 Fairlane 500 (8) 4-dr, Victoria, $1,- 
500* (ps); 4-dr., a $1,310; Cus 
tom 300 (8) 2-dr., $1,3 

"57 Fairlane 500 (8) 2- _ ” Victoria, $1,- 
100*, $1,085* (ps), $1,060*, $1, 025%; 
4-dr. Victoria, $1,075* (ps); 4-dr., | 
$1,055*. , 

*56 Country Sedan (8) 4-dr., $905* (ps); 
Ranch Wagon (8) 2-dr., $785, $710*; 

(Continued on Page 28, Col, 1) 
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28 AUTOMOTIVE NEWS, NOVEMBER 23, 1959 
Winter weather at its worst. The buyers (6) 4-dr., $950; Two-ten (8) sport dr. 00*; conv., $210*; Cu 
looked under snow and bought those sharp coupe, $1,180; 4-dr. $940; cog 4- ar. yy ° = 
@ - units. Sold 317 cars from 527 consignments. (6) 2-4 : 3 ¢ i 
BUICK—’59 LeSab A - ) r., $690 55 Fairlane (8) Crown Victoria, $700; 
sed-Car Auction Prices _ ||" ix 20-Bisc tbe S| egies, pars, ss, car,| “tio Qo eo Par tc 
arn it viera, s, '900 (ps); Super 750; Bel Air (8) sport coupe, 875°. $400; conv., $230*; Country Sedan (8) 
“sf ’. iviera $1,725* (ps). '5S Bel Air (6) 2-dr., $630; sport coupe, 4-dr., $470. 
oa te 4-dr. Riviera, $1,120° (ps); $610*; Bel Air (8) 4-dr., $580°; Two-| 54 Custom (6) 2-dr., $435; Crest (8) 
31, Os, Riviera, $1,105 (ps); 4-dr., = (8) 4-dr., $600*; Two-ten (6) 4- 4-dr., $400* 
Continued fr ’ $305. LINCOLN—’57 ‘Premiere conv., $1,550 
‘ as nee 20) 86 Century 4-dr. Riviera, $890* (ps);| ‘54 Bel Air 4-dr., $500* (ps); Two-ten (ps); 2-dr., $1,500° (ps), $1,430" tne 
Fairlane (8) 2-dr, Victoria, $735, $705; ) PLYMOUTH—’58 Suburban (8) 4-4 2-dr. Riviera, $775* (ps); Special 4-dr.. 4-dr., $400*, $320. ’56 Premiere 2-dr., $1,255* (ps) : 
4-dr., $640* (ps); conv. '$585°: Main 450°; Belvedere (8) ro D soe ay * pot use” oo Super 4-dr. Ri- CunYSL ER —’ 58 Windsor 4-dr. hardtop, | MERCURY—’58 Park Lane 2-dr., $1,800¢ 
Ps . il * 
= 2-dr., $715, $560; Custom (8) 2- on hardtop, ps ana (pe); 2-dr. hard-| ‘55 Century 4-dr. Riviera, $600*; 2-dr. st Saratoga 3- dr, hardtop, $1,090* (ps) ; oo wares nee, 61S, 
ans Gustom (6) 2-dr., $510; Fairlane (8) $1,300*” $1,000, oy (8) 2-dr. hardtop, Riviera, $475* (ps); Super 2-dr, Ri- Windsor 2-dr. hardtop, $985* (ps). '57 Monterey 2-dr., $930°. 
2-dr. Victoria, $440. ° 57 Belvedere’ (8) 2-dr. hardtop, $1,070° —_ $490° (ps); Special 2-dr, Rivie- | DesOTO—'55 Firedome 4-dr., $835*. ’56 Montclair 4-dr. hardtop, $830* (ps) 
'54 Custom (8) 2-dr, Victoria, $480* (ps), $1,040* $485 DODGE—’58 Coronet (8) 2-dr. hardtop $745* (ps); 2-dr. hardtop, $400*: Mon. 
$405*; Country Sedan (8) 4-dr., $400*; Pt 4-dr Ay the ~dr., $860*; Savoy| '54 RM 2- “ar. Riviera, $490* (ps), $1,265°, ; terey 4-dr., $755* : Beis: 
Main (8) 2-dr., $250, $ hardtop desde’ wet Savor (6) 2-dr. | CADILLAC—’60 (62) 2-dr., $5,125* (ps).| °57 Coronet (8) 4-dr., $875*. '55 Monterey 2-dr. hardtop, $645*; Mont. 
'53 Custom (8) '2-dr., S300, $290; 4-ar. 'S6 Belvedere (8) 4-é:. bh 4 59 (62) conv., $4,640* (ps), $4,600*| '54 Meadowbrook (6) 2-dr., $225. clair 2-dr, hardtop, $540* (ps) 
$300°. '| *B5 Belvedere (8) 2- = hardtop, A (ps); 4-dr., $4,550* (ps), $4,400* (ps), | EDSEL—’59 Corsair 4-dr., $1,560*. NASH—’55 Ambassador 4-dr., $540. 
'52 Custom (8) 4-dr., $160. 4-dr., $400, $365, rdtop, $585 $4,300* (ps), $4,150* (ps), $4,000* 58 Citation 4-dr., $1,375* (ps); 4-dr. | OLDSMOBILE—’59 (98) 4-dr. Holiday 
IN—'52 Hornet, $105. PONTIAC—’'59' B i (ps); 2-dr., $4,180* (ps); de Ville 2-dr. hardtop, $1,225*' (ps); Bermuda 4-dr $2,800* (ps); (88) 2-dr. Scenic, $2. 
LINCOLN — '58 Premiere 2-dr. hardtop, $2,900° (ps), $2,700" (pe) sppnraton, $4,960" (De). eaten “toa. eed (ps); Ranger 2-dr. hardtop, 530* (ps); 4-dr, Holiday, $2,425* (ps). 
,510* ’ , ; 2,375* (ps 
CU ae unbdeep, $1,204; cenv., oe errs con. be Of (68) Soten ie 3 gl FORD—' *, Galaxie (8) skyliner, $2,425* 58 (98) enw, $1,665* (ps); (88) 4-dr. 
$1,690* ( f , © (ps) ustom 300 (6) 4-dr., $1,685*, Holiday, $1, 640 
URY Pag 4 Parkiane 2-dr., $2,710° - Chiettain Far Catalina, $776; star ips) (ps); (60) Special 4-dr., $2,000* } ge at $1,275, $1,200; Custom "57 (88) Super ‘- dr. Holiday, $1,349* 
(ps). 4 : (8) 4-dr., $1,425*. (ps); 4-dr. Holiday, $1,340* (ps); ( 
‘58 Monterey 2-dr, hardtop, $1,375* ‘55 Star Chis? ‘Cat . 56 (62) 2-dr., $1,610* (ps), $1,400* (ps); "58 Fairlane 500 (8) skyliner, $1,650* ar, $1,215* (pa). ¢ - 
67 Monterey 2-dr.. $1,075, $900. $640": a 50: alina, $685* (ps), 4-dr., $1,475* (ps); conv., $1,275* (ps); (ps); 4-dr. Victoria, $1,440* (ps), $1,-| °56 (88) 4-dr. Holiday, $1,050* (ps); 
"58 Monterey 2-dr. ‘hardtop,’ $876", $775, p= a le Chieftain 4-dr., Sedan de Ville, $1,125* (ps). 250*; conv., $1,380*; 2-dr, Victoria (88) Super 4-dr., $1,050" (ps); (98) 
$000; Medalist 2-ar., "$620; $520,| ‘6S chieftain aan uina , $900°. '55 (62) Coupe de Ville, $1, 310* (ps); $1,375*, $1,325* (ps); 2-dr., $1,325*: 2-dr. Holiday, $960* (ps). ; 
enatetann- 59 (88) Super 4-dr., $2,-| RAMBLER—'60 Cust 44 ,_f-dr., $990* (ps). 4-dr., $1,290*; Country Sedan (8) 4-| ‘'55 (88) 4-dr. Holiday, $735*; 2-dr. Hol- 
310* (ps). '54 Custom 2-dr., $420, $2 $285 a $1,740. a (62) 4-ar., isd (ps). @.., $1,545*; Fairlane (8) 4-dr., $1,- iday, $505*; (88) Super 4-dr., $675* 
7 : R ; Custom -dr. : 4-dr. + 
m6 (98) “eolday, 1,000" (pen? " wane an me, cotsman (6) station CoRvErE eee Corvair (6) 4-dr., $2,- 5 fe2ee Custom 300 ® +o. eH PLYMOUTH. 5a. po ite 4-te., $1,385°; 
. ’ : airlan . -dr., 375°, 
so gay ee $1,080° oe Rag Golden Hawi 2a hardtop, $870. ‘59 Impala (8) 2-dr., ,$2,255%; Bel Air (pe), 61808") Gur. 4n.108°) Gome oe fe ae > gh ey 
140° (ps). : 53 Commander ie. $225°. iS) 4-dr., $2,010* (ps Victoria, $1,080*, $1,030* (ps): conv., Savoy (6) 4-dr., $780*; 4-dr., $740°. 
56 (88) 2-dr, Holiday, s0e0e (ps); 4-| MISCELLANEOUS—’53. F, oe Ae (e) 4-62.. * $1, 525°, $1,350° $1,080* (ps); 2-dr., $880*; Country $600; Belvedere (8) 4-dr., $825* (ps). 
dr, Holiday, $925* (ps); 4-dr., $875°. ‘51 Henry J 2-dr., $100, ord Panel, $205. (ps); 2-dr., $1,000; Impala (6) 2-dr., Sedan (6) 4-dr., $1, 335°; Country $720*; Belvedere (6) 4-dr., $655*. | 
55 (88) 2-dr., $730*. 4 $1,515* (ps); Brookwood (8) 4-dr., Sedan (8) 4-dr., $1,220, $1,105* (ps), | PONTIAC—’60 Bonneville Safari, $3,325* 
54 (88) 4-dr., $290* (ps) $205*, $1,360*; Biscayne (8) 2-dr., $1,360*, $700* (ps); Fairlane (8) 2-dr. Vic- (ps). 
"63 (88) 4-dr..'$210* (ps), CHICAGO 1.280%; aa 1 oa 4-dr., $1,300*, feria, $1,110*; DelRio (8) 2-dr., $910*.| °59 Catalina 2-dr., $1,850. 
—_ 1200"; &-GF., , : "5 hunderbird a *; - ° * (ps); 
PACKARD "55 Cpper 2-dr, hardtop, meen, ‘Fan an a. Sale every| '57 Bel Air (8) sport coupe, $1,285*; lane (8) -dr.. $825" ( Ay - "Vie. O Chief 2-dr. “Catalina, $1, 670" (pays 
r sale of Nov. 12. 2-dr., $1,220*; 4-dr., $850%; Bel Air toria, $715*, $685*, $665°. $510*; 2- Super 4-dr. Catalina, $1,515* (ps). — 
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MOTOR 


It means 
DETERGENT 


‘extra profit... 
and now’s the time 
to make it! 


Right now ve and right through the winter . . . 4. Restores full engine power by insuring better 
is a good time for getting that extra business valve and piston ring action. 

that Quaker State SDA Motor Detergent can 5. Prevents rusting and corrosion of vital engine 
bring . . . And here’s what it does for your surfaces. 


customers’ cars: Customers know that cl i 
gat ean engines run better 
s Frees up sluggish or sticking valves, valve on less gasoline, start faster in cold weather, too. 
ters and piston rings. Add SDA to the oil you sell—and get extra 


2. Removes engine varnish and sludge deposits. profits now, and year round. Ask your Quaker 
3. Reduces over-all engine wear. State distributor about SDA—today. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PENNSYLVANIA 


‘57 Star Chief Safari 4-dr., $1,325* (ps); 
Super 4-dr. Catalina, $965*. 
’56 Star Chief 4-dr. Catalina, $445* 


(ps). 

55 Star Chief 2-dr. Catalina, $670* (ps), 
$450°. 

54 Star Chief 4-dr., $510* (ps); Chief- 
tain Safari 2-dr., $290*. 

RAMBLER—’59 Custom (6) 4-dr., $1,815*. 

*56 Custom (6) Cross Country, $735*. 

STU DEBAKER—’ 57 Silver Hawk (8) 2-dr., 

* 


$830*. 
’56 President (8) 4-dr., $765* (ps). 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Nov. 10. 

BUICK—’59 LeSabre 2-dr. Riviera, §$2,- 


450. 

’57 Century Estate Wagon, $1,835* (ps); 
RM 4-dr, Riviera, $1,540* (ps); Spe- 
cial conv., $1,335* (ps); 4-dr. Riviera, 
$1,285* (ps). 

56 Century 2-dr. Riviera, $930* (ps); 
Estate Wagon, $885* (ps); Special 4- 
dr, Riviera, $800*. 

"55 Century 2-dr. Riviera, $865* (ps); 
Super 2-dr. Riviera, $700* (ps); Spe- 
cial 2-dr. Riviera, $675*. 

"54 Special 2-dr., $355*; Century 4-dr., 
$350* 

"53 RM 2-dr. Riviera, $395* (ps); Super 
2-dr. Riviera, $315*; Special 2-dr. 
Riviera, $270*. 

CADILLAC—’59 (60) Special 4-dr., $5,- 
450* (ps), $5,350* (ps), $5,000* (ps); 
(62) 4-dr., $5,400* (ps), $5,350* (ps), 
$4,850* (ps); conv., $4,635* (ps); 2- 
dr., $4,525* (ps); de Ville 2-dr. hard- 
top, $5,150* (ps), $4,805* (ps); 4-dr. 
hardtop, $4,675* (ps). 

’58 (60) Special 4-dr., $3,880* (ps); (62) 
conv., $3,450* (ps), $3,430* (ps), $3,- 
310* (ps); 4-dr., $3,130* (ps). 

’57 (60) Special 4-dr., $2,770* (ps); (62) 
Sedan de Ville, $2,700* (ps), $2,675* 
(ps), $2,650* (ps); 2-dr., $2,660* (ps); 
conv., $2,550* (ps). 

56 (62) Coupe de Ville, $1,980* (ps), 
$1,910* (ps); conv., $1,745* (ps); 2- 
dr., $1,730* (ps). 

’55 (62) Coupe de Ville, $1,485* (ps). 

*54 (62) conv., $1,140* (ps); 2-dr., $1,- 
050* (ps). 

’53 (62) 2-dr., $685* (ps); (60) Special 
4-dr., $635* (ps). 

"50 (62) Coupe de Ville, $275*; 4-dr., 
$175". 

CHEVROLET—’59 Impala (8) sport coupe, 
$2,605* (ps), $2,470; sport sedan, §$2,- 
550* (ps); conv., $2,425* (ps); Bel 
Air (8) 4-dr., $2,255* (ps), 3 at $2,- 
100* (ps); 2-dr-, $2,190*; Brookwood 
(6) 4-dr., $2,130; Biscayne (6) 4-dr., 
$1,845*. 

*5S8 Corvette (8) conv., $2,535; Impala 
(8) sport coupe, $2,150* (ps), $2,105* 
(ps), $1,870*; conv., $1,915* (ps), $1,- 
800* (ps); Nomad (8) 4-dr., $1,960* 
(ps); Bel Air (8) sport coupe, $1,900* 
(ps); Brookwood (8) 4-dr., $1,725* 
(pe); Delray (8) 4-dr., $1,405*, 2 at 
$1,130 

’57 Bel Air (8) station wagon, $1,685* 
(ps); sport coupe, $1,590, $1,425* y 77H 
Two-ten (8) station wagon, §$1,5 


(ps). 

"56 Bei Air (8) sport coupe, $1,315*, $1,- 
285*, $1,210*, $1,205*, $810* (ps); 4- 
r., $950*; Two-ten (8) station wagon, 
$1,195*; sport coupe, $1,125*; One-fifty 
(8) 2- dr. , $790°. 

‘55 Bel Air (8) station wagon, $1,055*; 
2-dr., $535*; Bel Air (6) conv., $785. 

’54 Bel Air 2- dr., $460*. 

53 Bel Air 2-dr., $535* (ps). 

"52 Deluxe 4-dr., $185; 2-dr., $175. 

51 Deluxe Bel Air, $170. 

*50 Deluxe 4-dr., $205. 

CHRYSLER—’57 (300) conv., $2,300* (ps). 

"653 NY 4-dr., $220*. 

DeSOTO—’57 Firedome 4-dr, hardtop, $1,- 
160°. 

"54 Firedome 4-dr., $450* (ps). 

DODGE—’57 Sierra (8) 4-dr. (9 pass.), 
$1,590* (ps). 

’55 Custom Royal (8) 4-dr., $650°*. 

’54 Coronet (8) 2-dr., $400*; Royal (8) 
4-dr., $360*. 

"53 Coronet (8) 4-dr., $140*. 

EDSEL—’58 Corsair 4-dr. hardtop, $1,- 

490* (ps). 

FORD—’59 Thunderbird (8) conv., $3,540° 
(ps); 2-dr, hardtop, $3,520* (ps), $3,- 
485* (ps); Galaxie (8) 4-dr, Victoria, 
$2,635* (ps); 2-dr., $2,175*; Fairlane 
500 (8) 4-dr., $2, 130* (ps). 

58 Thunderbird (8), $3,160* (ps), 2 at 
$3,150* (ps), 2 at $3,100* (ps), $3,- 
020* (ps); Fairlane 500 (8) skylinef, 
$2,050* (ps), $1,935* (ps); 2-dr, Vic- 
toria, $1,750* (ps), $1, 725% (ps), $1,- 
495° (ps); 4-dr. Victoria, 2 at $1,650* 
(ps), $1,630* (ps); 4-dr., $1,575* (ps); 
Country Squire (8) 4-dr., $1,820* (ps); 
Country Sedan (8) 4-dr., $1,785* (ps); 
Custom 300 (6) 2-dr., $1,180. 

(Continued on Page 32, Col, 1) 
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Solve Your Christmas Gift Problem . . . Right Now! 


Give AUTOMOTIVE NEWS To Your Friends In The Industry 


$16.00 .... Two Years 
$9.00.....One Year 


This letter will be sent in your name: 






Please send your gift subscription list to us 
with the following information for egch person 
you wish to receive AUTOMOTIVE NEWS: 


Gift subscription to be addressed to: Your name and address: 


























Trade Affiliation — = TWO YEARS [1] 
Automotive Neus 


965 East Jefferson Detroit 7, Michigan 
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How is your market coverage ? 


Dodge Dealers now cover 
7 out of 10 new-car prospects! 


Under the Dodge Market-Programmed Sales Agreement, 
Dodge Dealers are geared to today’s changing market 

. with products that compete for 73% of the new- 
car market as well as 98% of the truck market. Highly 
select territories, now available, offer exceptional profit 
opportunities in many areas. 


Hard work and determination are rewarding. But when you 
put in longer and longer days and yet profits don’t keep up— 
you can’t help but wonder. 


Am I caught in a shrinking market? Many a dealer today 
finds himself limited in upward growth. Recent changes in 
consumer buying have reduced his share of the market. 


Is my sales agreement flexible enough? Many dealers are 
caught in a situation where their sales agreement isn’t keep- 
ing pace with market opportunities. They’ve got the gump- 
tion and the desire to go forward—but not the products. 


Dodge expansion keeps pace with market changes 


For 1960 Dodge came up with far-reaching marketing 
changes that answer the dilemma many dealers face today. 
First, the introduction of the Dodge Dart was a bold move 
into the still-growing low-price market. The Dart’s success 
today bears out the wisdom of expanding markets under 
the Dodge masthead. A second move was the repositioning 
of the 60 Dodge, resulting in a new and even more salable 
car in the medium-price field. And third, an already com- 


In 1960 the big deal is 


DODGE DART e 


‘60 DODGE e DODGE TRUCKS 


petitively priced line of trucks was improved and expanded. 
What this 1-2-3 adjustment means is: Now the Dodge 
Market-Programmed Sales Agreement gives a market cover- 
lage no single-line dealer franchise can equal. It means that 
Dodge Dealers now can.compete actively and effectively for 
7 out of 10 new-car sales and 9 out of 10 new-truck sales. 


Expansion opens choice territories 

Because of this planned expansion of markets, dealer oppor- 
tunities are open in all parts of the country. Some territories 
offering unusual profit potential may very well be located 
in your present trading area. Could the right potential 
justify your making a move? For details on the Dodge 
Market-Programmed Sales Agreement and on specific 
territory openings, contact in strict confidence: 


John B. Naughton, General Sales Manager 
Dodge Division, Chrysler Corporation 
Detroit 31, Michigan 


* * * 


Attention General Managers and Sales Managers 


If you’ve been waiting for the opportunity to step out on 
your own, look into the special Dodge Dealer Enterprise 
Program. For the man who has everything it takes except 
the necessary finances, the Dealer Enterprise Program can 
provide up to 75% of the capital required! 


DODGE 
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PONTIAC—’59 Bonneville 2-dr., $3,100;| ‘56 (62) 4-dr., $1,525* (ps). OLDSMOBILE—'59 (88) 4-dr., $2,449 
Catalina 2-dr., $2,375. "BS (62) 4-dr., $1,235* (ps). (ps). 
© * ‘57 Star Chief 2-dr. Catalina, $1,355* | CHEVROLET. —'59 Impala (6) 2-dr. hard- "58 (88) Super 2-dr. Holiday $2,375¢ 
(ps); Chieftain 2-dr. Catalina, $1,- top, $2,145* (ps). (ps); 4-dr., $2,125* (ps); (88) 2p 
se ~ aor uc ion rices 005°. '58 Bel Air (8) 2-dr, hardtop, $1,860* Holiday, $1,930* (ps). 
‘55 Star Chief 2-dr. Catalina, $630*; 4- (ps); conv., $1,755* (ps); Country Se- ’57 (88) Super 2-dr. Holiday $1,475* 
dr., $490*; Chieftain 2-dr., $450*. dan (8) 4-dr., $1,705*; Biscayne (6) (ps); (88) 2-dr., $1,350* 
’54 Star Chief 4-dr., $255* (ps). 4-dr., $1,270*, $1,230, $1,210; Delray ’56 (88) 2-dr. Holiday, $1, 030", $9298. 
(Gentanst 6 '53 Chieftain Safari, $300*; 2-dr., $225*. (8) 4-dr., $1,185*, 2-dr., $980* (ps). "ab 
ontinue rom Page 28) RAMBLER—’ 57 Custom (8) Cross Country, ’57 Bel Air (8) 4-dr., $1,460; 2-dr, hard- "55 (98) 2-dr, Holiday, $840* (ps), 
° 7 ” “a » 7 , 
4 "87 Thunderbird (8) conv., $2,700* (ps),) ‘53 Statesman (6) 2-dr, hardtop, $300,| +54 Super Cross Country, $850*. 26°; "Two-ten Xs) adr. “h.tos; 4-ar, wea” cone, Pury (8) 2-dr. handiig 
$2,400; Fairlane 500 £8) 2-dr. Victoria, $195. "51 Custom Cross Country, $275. $1,105; Two-ten (6) 4-dr., $955. ‘58 Plaza (6) 4-dr., $925* 
$1,555" (ps), $1,385 (ps); 4-dr. Vic-| OLDSMOBILE—'59 (88) Super conv., $2,-| MISCELLANEOUS—'59 Ford (8) Ranch-| ‘56 Two-ten (8) 4-dr., $990*; Two-ten "BT Savoy (6) ode. haseeen, seail 
Corie, $1,530" (bs); 2-dr., §1,330° (pe): 800* (ps). ero, $1,845*; Chevrolet (6) %-ton pick- (6) 4-dr., $950*, $715*. *3730° . ae 
Country Sedan (8) 4-dr., $1,480*, $1,-| '58 (98) 4-dr, Holiday, $2,205* (ps); 2- up, $1,435. '55 Bel Air (6) 2-dr., $805; Bel Air (8)| +56 Pidre (8) 2-dr., $600, $505 
425°, $1,250; Ranch Wagon (8) 2-dr., dr, Holiday, $2,060* (ps); (88) Super| ‘58 Ford (8) Ranchero, $1,450*; Chevro- 2-dr, hardtop, $735; Two-ten (6) 2-dr., '55 Belvedere (6) 4-dr., $650": Sa 
$1,135*; Fairlane (8) 2-dr., $1,115* conv., $1,970" (ps), $1,880* (ps); (88) let (6) %-ton pickup, $1,105. 660, $605; One-fifty (6) 2-dr., $485. (6) 2-dr., $530 4 : 
RE a 4-dr., $1,180*, ‘57 Ford (8) F-100 stake, $1;025. '54 Bel Air station wagon, $590*; 2-dr..| +54 savoy 4-dr., $300 
56 Thunderbird (8) conv., $2,100*, $1,-| 57 (88) Super 2-dr, Holiday, $1,540*| ‘56 Willys (6) station wagon, $1,500; $315; One-fifty station wagon, $580*; Bet aggeei : 
810; Country Sedan (8) 4-dr., $1,175* (ps); (88) 2-dr, Holiday, $1,480* (ps). Chevrolet (8) %-ton pickup, $910; Two-ten 2-dr., $305. PONTIAC—'57 Star Chief 4-dr. Catalina, 
(ps), $935; Custom (8) 2-dr, Victoria,| ‘56 (98) conv., $1,035* (ps); (88) 4-dr. Ford (8) %-ton pickup, 2 at $750. '53 Bel Air 2-dr, hardtop, $385*; 4-dr.,| ,_ $1,400*; Chieftain 2-dr., $1,235 
$900* (ps); Fairlane (8) 2-dr. Victoria, Holiday, $600. ’55 Ford (8) %-ton pickup, $665; (8) $340*. 56 Chieftain Safari, $980*; 2-dr. “Cate. 
$865, $840; 2-dr., $685; Ranch Wagon "55 (88) Super 2-dr, Holiday ,$1,035* F-100 pickup, $665*; (6) F-100 pick- | DeSOTO—’'57 Firesweep 4-dr., $890. : lina, $900*, $725*. . 
(8) 2-dr., $865*. (ps), $950* (ps); (98) 2-dr. Holiday, up, $580 DODGE—'57 Coronet (8) 2-dr. hardtop, 55 Chieftain 2-dr., $535*. : 
'55 Thunderbird (8) conv., $1,600*, $1,- $1,000* (ps). ’53 Ford (8) F-100 pickup, $365. $1,045* (ps). STUDEBAKER—’59 Lark (6) 2-cr., $1. 
Ry ey MY <er., goes ‘4 (98) 9-4. Poliday, . (be): (88) | 52 Chevrolet %-ton pickup, $365; Dodge| _ 55 Coronet (8) 4-dr., $665° 220. 
r., ; juper r 5*; conv. (6) %-ton pickup, $310. EDSEL—’58 Pacer 4-dr. hardtop, $1,205* 
4 Main (6) 4-dr., $375°. "53 (98) 2-dr, Holiday, $150°. ’51 Chevrolet %-ton pickup, $290. (ps). WEST PALM BEACH FLA 
54 Ranch Wagon (6) 2-dr., $430*; Cus- ’50 (98) 2-dr., $200*. '49 Studebaker (6) %-ton stake, $115. FORD—’58 Custom 300 (8) 4-dr., $1,290, " 
tom (8) 2-dr., $415*; 4-dr., $410. PLYMOUTH—’59 Suburban (6) 2-dr., $1,- $1,015, $1,010, $1,000; Fairlane 500| West Palm Beach Auto Auction. Sale 
‘563 Country Sedan (8) 4-dr., $325 (ps); 925 NASHVILLE TENN (8) 2-dr., $1,270*, every Thursday. Prices are for sale of 
Ranch Wagon (8) 2-dr., $295*; Crest} ‘58 guburban (8) Custom 4-dr., $1,725*: 7 i : '57 Fairlane (8) 4-dr, Victoria, $1,290*; | Nov. 12. Strong on clean ready to sell units 
(8) 2-dr, Victoria, $270*; Main (6) 4- Belvedere (8) 4-dr, hardtop, $1,535*| Nashville Auto Auction, Sale every 2-dr, Victoria, $1,200", $1,010*, $930*, | but lower on average cars. Dealers very 
wets, $235. (ps). Wednesday. Prices are for sale of Nov. 11. $830, selective but claim they need cars. Sold 
52 Custom (8) 2-dr., $155. '57 Fury (8) 2-dr, hardtop, $1,450* (ps), | Sold 118 cars from 171 consignments. ‘56 Fairlane (8) 2-dr, Victoria, 2 at|83 cars from 139 consignments. 
IMPERIAL—'57 Imperial 4-dr. hardtop, $1,405* (ps); Suburban (8) 4-dr., $1,- | BUICK—'58 Special 2-dr. Riviera, $1,635*. $965*; 4-dr., $895*, $860*, $810*, $785, | BUICK—'5S Century 4-dr., $1,650° (ps), 
$2,215* (ps); conv., $2,070* (ps). 400* (ps); Belvedere (8) 4-dr. hardtop, 57 Super 4-dr., $1,450* (ps), $1,180* $680*: Country Sedan (8) 4-dr., $940.| ’57 Century 4-dr. Riviera, $1,355*. 
LINCOLN—'58 Continental Mark III conv., $1,095* (ps); Savoy (8) 4-dr., $825. (ps). 55 Fairlane (8) 2-dr .Victoria, $730*,| (55 Century 2-dr. Riviera, $550° (ps). 
$3,630* (ps). ’56 Suburban (8) Sport 4-dr., $1,000*;| ‘56 Super 4-dr. Riviera, $975* (ps), $680*, $650, $625*, $615*, $595; 4-dr., 53 Special 4-dr., $390; 2-dr. Riviera, 
"56 Premiere 2-dr., $1,625* (ps); Capri Suburban (6) 2-dr., $825*. $930* (ps). $630*; Ranch Wagon (8) 2-dr., $420. 280°. F 
4-dr., $1,055* (ps). '55 Plaza (8) Suburban, $650; Plaza (6)| ‘55 Super 2-dr, Riviera, $660*; 4-dr.,| ‘54 Crest (8) 2-dr., $505*; 2-dr, Vic-| CADILLAC—'58 (62) 4-dr., $2,900* (ps), 
JURY—'58 Colony Park 4-dr., $2,- 2-dr., $415; Savoy (8) 2-dr., $510. $535* (ps), toria, $425*; Custom (8) 2-dr., $300, 56 (62) 4-dr., $1,300* (ps), $1,275* 
250* (ps); Voyager 4-dr., $2,010* (ps). ’54 Belvedere Suburban, $515* (ps); 54 Super 2-dr. Riviera, $555* (ps); Spe- $285", se PS). . 
'57 Monterey 2-dr., 2 at $1,435* (ps). Savoy 4-dr., $400. cial 2-dr., $400 53 Custom (8) 4-dr., $425*; Custom (6) 53 (60) ~ ew 4-dr., $290°. 
’52 Monterey 4-dr., "$165, ’53 Cranbrook 2-dr., $300*; Cambridge CADILLAC—'58 163) 2-dr. hardtop, $3,- 4-dr., $240, CHEV “60 Impala (8) 2-dr. hard- 
ASH—'55 Ambassador (8) Custom 4-dr., 2-dr., $300. 055* (ps) MERCU RY— 55 Monterey 2-dr. hardtop, ie tOP, $2,780° (ps). 
$450°*. '52 Suburban, $235. 'S7 (62) 4-dr. hardtop, $2,180* (ps). $625 a (8) 2-dr. hardtop, $2,195* 
"58 Impala (8) conv., $1,650* (ps); Bel 





Air (8) 4-dr. hardtop, $1,595, $1,590" 
(ps); 4-dr., $1,325. 

‘57 Bel Air (8) 4-dr., $1,450; Two-ten 
(8) 4-dr, hardtop, $1,100* (ps); Two- 
ten (6) 2-dr., $850. 

'56 Bel Air (8) conv., $850, $840". 

"55 Bel Air (6) 2-dr. hardtop, $695*; 
One-fifty (6) station wagon, $450; 2- 
dr., $410. 

’54 Bel Air 2-dr., $425, $305*, $255°. 

53 Two-ten station wagon, $325*; Bel 


Air 4-dr., $285*. 
'48 delivery sedan, $150*. 
CHRYSLER—'55 Windsor 2-dr. hardtop, 
$550* (ps). 

52 Windsor 4-dr., $125*. 

DeSOTO — ‘56 Firedome 2-dr. hardtop, 
$715". 

'55 Firedome 4-dr., $275*. 

FORD—'60 Galaxie (8) Sunliner, $2,750. 
i 59 Custom 300 (6) 2-dr., $1,400. 

’57 Thunderbird (8) conv., $1,925* (ps); 
Country Sedan (8) 4-dr., $935* (ps); 
Custom 300 (6) 2-dr., $750. 

56 Country Sedan (8) 4-dr., $750*. 

55 Thunderbird (8) conv., $1,360* (ps); 
Country Sedan (8) 4-dr., $625*; Cus- 


tom (8) 2-dr., $525*%; 4-dr., $430; 


Ranch Wagon (8) 2-dr., $510. 
"54 Custom (8) 2-dr., $320. 
’53 Custom (8) 4-dr., $275*; Main (8) 
2-dr., $250; 4-dr., $105. 
LINCOLN—’'58 Continental Mark III 4-dr. 
hardtop, $3,000* (ps). 
MERCURY—’'57 Commuter 2-dr., $1,020* 2 
(ps). 
*55 Monterey 2-dr. hardtop, $560* (ps); 
Custom station wagon, $490* (ps). 
54 Monterey 2-dr. hardtop, $360*; Cus- 
tom 2-dr. hardtop, $300*. 
OLDSMOBILE — ‘57 (98) 4-dr., $1,375* 
(ps); (88) Super 4-dr., $1,200* (ps). 
"56 (98) 4-dr, Holiday, $1,040* (ps); 2- 
dr. Holiday, $750* (ps). 


$300 


‘55 (98) 2-dr. Holiday, $755; (88) 2-dr. 
Holiday, $690* (ps). 
"54 (88) 2-dr., $450*. 
"53 (88) 4-dr., 1 
'51 (98) 4-dr., $105°*. 
PACKARD—'54 conv., $200* (ps). 
; PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 
350* (ps). 
’57 Belvedere (8) 2-dr. hardtop, $1,125*. 
’56 Plaza (6) 2-dr., $480. 
’54 Belvedere 2-dr. hardtop, $405*. 
"52 2-dr., $210. 
PONTIAC—’57 Safari 2-dr., $1,435* (ps) 
MISCELLANEOUS—'59 Willys Jeep, $1,- 
725. 
’57 Ford (8) Ranchero, $1,000* (ps). 
. '56 Ford (6) pickup, $445. 


— Auctions in Brief — 


CHICAGO 

Arena Auto Auction, Sale every Tuesday 
(Nov. 10), We need more sharp cars, Sold 
394 cars from 601 consignments. 

* * * 
MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Nov. 13). Weather: Clear, Sold 76 
percent of 799 consigquenents, 

* * 


VALDOSTA, GA, 
Tom Hewitt Auto Auction Sale every 
Friday (Nov. 13). Clean cars and top 
prices. Sold 60 percent of 200 consignments. 


Goodyear Income, 
Sales Set Mark P 
For Nine Months 
AKRON.—Estimated net income 
totalled a record $58,917,842 in the 
first nine months of 1959, according 
to E. J. Thomas, chairman of 
Goodyear Tire & Rubber Co. 


This was an increase of 24 per- 




















During the last half century, many automotive engineers have begun their power plant cent over the $47,452,749 earned in 
. . : ° ° ‘ , ° ° . the comparable period a year ago, 
planning with the starter drive proved in 130,000,000 installations. Bendix* Starter Drives ica” ? ‘ 
have become the standard of dependability for automotive vehicles. In fact, , Consolidated net sales for the pe 
th 7a Iso fi e : ; riod were up 20 percent to a record 
ese units are also first choice for aircraft, earth movers, inboard and outboard ee er $1,203,521,622, compared with $1; 
. . ° ° P j 001,677,845 ted f ifke 
marine engines. Whatever the type of internal combustion engine, you can — pee yal al cling 7 
start it better—and more dependably —with a Bendix Starter Drive. — «se.us.r.o#. Thomas said directors have au- 
thorized a three-for-one stock split, 


a 12% percent increase in the cash 


Bendix-Elmira dividend on the common stock and 


Eclipse Machine Division 2 percent stock dividend on the 
Elmira, New York split shares. 
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America’s 1st Compact 
8-Passenger Car 


Here are cars engineered for years of trouble-free driving 
by the Checker Motors Corporation, which has been building 
punishment-taking taxicabs and other commercial vehicles for 
over 37 years. They are substantially smaller than any Amer- 
ican- standard car—less than 200” over all, 37’ turning circle. 
Yet, their large, easy-to-get-into doors and flat rear floor pro- 
vide leg room usually found only in the largest limousines. 
Economy? Fantastic! The powerful Continental 6-cylinder 
engine delivers up to 450 miles on a tankful of gas! There are 
three models in the line... 
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THE SUPERBA 


The common sense automobile all America asked for! By a 
miracle of design and engineering, this compact car seats 8 pas- 
sengers in complete comfort! 





THE CHECKER TAXICAB 


The proven, built-for-the-purpose cab that delivers 150,000 miles 
of the toughest kind of driving at minimum maintenance cost. 
Proven more profitable than any stock car converted to taxi use. 
If it isn’t a Checker, it isn’t a taxicab! 











a ae ee we fp | 
We, 


THE STATION WAGON 


The most substantially built and best looking wagon on the road. 
Rugged, dependable, economical to run, terrific capacity. Perfect 
for city, suburban, sporting and farm use. 


$2542"... 


The Sedan is Michigan 


Fold-Down Seats $42.47 additional. 
Other Models Comparably Low-Priced. 








| AM READY T0 FRANCHISE 
25 or 30 Dealers in NEW YORK, 
t NEW JERSEY and CONNECTICUT... 





AM PLEASED to invite you to the first showing of the complete Checker 

line, consisting of America’s first 8-passenger compact economy car, a 
superb station wagon that’s made for the purpose that station wagons were 
originally designed for, and the world-famous Checker Taxicab, with billions 
of miles of service behind it. 

I am proud to announce that I have been appointed Distributor of the 
fine Checker Line of motor vehicles for New York, New Jersey and Con- 
necticut, and I am personally going to hand-pick 25 or 30 dealers in these 
three states who, too, will feel proud to represent this fine old line. 

My experience in selling Checker motor cars has been brief but pleasant. 
We find it unnecessary to discount these cars at retail by a single dollar. 
Needless to say, this is an experience that I haven’t had for a long time and 
it’s a pleasant one. 

Now I’m ready to set up a dealer organization, and I believe the best way 
to get this job started is by having a showing of the complete line of Checker 
Cars in New York City. So on December 3rd I’ll be ready and I hope you will 
be too, because, I know from my own experience that good, capable dealers 
will make money with Checker. The show will start at 12 noon and will go 
on until 8 p.m. I'll be happy to have you for cocktails and lunch and of course, 


this party is on me. I look forward to seeing you. 


THANKS A LOT... /yole Kuler 


to a showing of the entire Checker line at 


THE PARK LANE HOTEL 


299 Park Avenue, 48th-49th Streets 


THURSDAY, DECEMBER 3rd 


From 12 noon to 8 p.m. 


R. SV. P. 





Please mail this coupon now...and 
Pll look forward to greeting you personally. 


CHARLES KREISLER, INC. 
241 Park Avenue, at 46th St., New York, N. Y. MU 9-6262 


0 I will be glad to join you at the Dealer Showing of the Checker Line at the 
Park Lane on December 3rd. 


0 Sorry, can’t be with you at the Park Lane, but would like complete details. 
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Triumph 

AL SALES has won the desig- 
nation of “World’s Largest 
Triumph Distributor” for the third 
consecutive year, according to Dor- 
othy Deen, executive vice-president. 
Since the 1954 introduction of the 
TR sports car, said Miss Deen, Cal 





Sales has grown from a four-dealer 
group to a network of nearly 200 
franchises in the 10 Western states. 
The Cal Sales Triumph parts and 
accessories division has become the 
largest in the U. S., she added. 





For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 
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GASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST;MODERN 
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THE WHELAND COMPANY 
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FEPAND MANUFACTURING PLANTS 


¥ 445113354: 








Racing Success for Borgward ... 








Borgward 


apne ye in the International 
Grand Prix auto racing series 
for the first time, Cooper-Borgward 
has won the 1959 Manufacturers’ 
World Championship of Formula 
II, although the “Coupe des Con- 
structeurs” will not be awarded 
until the end of the Grand Prix 
schedule, Borgward reported. 
During the competition this year 
to date, the Cooper-Borgward has 
won six firsts, two seconds and one 
third, thus accumulating enough 
championship points to ensure the 
title, the company said. 
* * + 

ARTIN J. KELLY, INC., 441 E. 

Ohio St., Chicago, importer for 
Borgward, announces arrival and 
merchandising of the ’60 Borgward. 
Few styling or engineering changes 
have been made. 

* * - 


Renault 


A PROMISING young American 
artist has been awarded the 
first Renault Scholarship for a 
year’s advanced study in Paris. 

She is Sheila Hicks, 25, Winnetka, 
Ill, called by Gibson A. Danes, 
dean of Yale’s Schoo] of Art and 
Architecture, “one of the most gift- 
ed painters we have ever had at the 
university.” 

Miss Hicks’ scholarship will give 
her one year at Paris’ Ecole des 
Beaux-Arts and other ateliers. In 
addition, the Renault scholarship 
will enable the young American 
painter to study with Roberto Mat- 
ta, French-Spanish painter, J. Villon 
and Giacometti. 

The announcement of the award 
was made by Robert E. Valode, 
general manager of Renault, Inc., 
and Henri E. Blanchenay, president 
of Alliance Francaise de New York, 
nonprofit organization devoted to 




















ner at 


SPESSO—Gaskets 


BRITISH CAR PARTS 


LOCKHEED & GIRLING—Brake Parts 

FERODO—Brake Linings, Fan Belts 

LUCAS—Ignition, Lamps, etc. 

GLACIER—Engine Bearings 

ne Bearings 

ES—Ball & Roller Bearings 

WHITELEY—Water Pumps, Tie Rods, Universals 
@ other top lines 


ITALIAN CAR PARTS 
MARELLI—Ignition, 
AKRON—Oi! Seals, Rad. Hose 


R.1LV.—Ball and Roller Bearings 
e@ other top lines 


4 FOREIGN CAR PARTS 


LARGEST 
STOCK IN U.S.A. 


/mmediate Delivery 


HEPOLITE—Pistons & Rings KOLBENSCHMIDT—Pistons 
WELL —Pistons & Rings ATE—Lockheed Brake Parts 
JAMES—Valves & Guides ATE—Valves, Ring Sets 
TERRY—Valve Springs F & S—Clutches 
PAYEN—Gaskets & Oil Seals REINZ—Gaskets 

BORG & BECK—Clutches SIMRIT—Oil Seals 


BOSCH—Spar 


FRENCH 
Spark Plugs 








WHOLESALE ONLY 





GERMAN CAR PARTS 


SWF—Windshield Wipers & Motors 
FRESE—Bumpers & Mirrors 
GLYCO—Engine Bearings 
HELLA—Lamps, Horns 
k Plugs & Ignition 
ENERGIT—Brake and Clutch Linings 
VARTA—Batteries 

@ other top lines 


MONOPOLE-POISSY—Pistons, Rings, Valves 
CURTY & Cie.—Gaskets, Oil Seals 
VANDERVELL of FRANCE—Engine Bearings 
COUSSINETS MINCES—Engine Bearings 
SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
DES FREINS LOCKHEED—Brake Parts 
SOCIETE S.E.V.—ignition, Fuel Pumps, Wipers 
MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 
$.N.R.—Ball and Roller Bearings 
JAEGER—S.N.A. —Speedometers, Instruments 

@ other top lines 


BECK DISTRIBUTING CORP. 
70 East 131 Street, New York 37, N. Y. 


Quick Service Available in All Parts of the U. S. A. and Hawaii Through Authorized Beck Distributors 











CAR PARTS 











Import Car News 











strengthening the cultura] ties be- 
tween France and the U. S. 
* * * 


Rootes Group 


I A. GARRAD has been appointed 
© executive assistant to the man- 
aging director of 
Rootes Motors, 
Inc., New York. 
Garrad was 
Western zone 
manager for 
Rootes Canada 
prior to his new 
appointment, Pri- 
or to that he was 
with the Rootes 
Group in Eng- 
land where he 
first joined the 





I. A. Garrad 
company in 1946. 
+ + +. 

Detroit’; new compact cars 
will help, not hinder, the sales 
of imported cars in this country, 
W. F. Knouff, technical liaison en- 
gineer for Rootes Motors, Ltd., told 
a meeting of the Society of Auto- 
motive Engineers in Vestal, N. Y. 

Detroit’s aggressive advertising 
and its thousands of persuasive 
salesmen will convince even more 
Americans that the imports have 
had the right answer all along, he 
said, 


Sales of the new compacts, 
Knouff said, will be largely at the 
expense of conventional American 
cars. The smaller, more economical 
and easier-to-handle imports, he 
predicted, will be preferred to the 
compacts by most small families, 
families that live in metropolitan 
areas, and families that need a 
second car. 

* * as 


Volvo 

WO new models—a station 

wagon and a coupe-bodied 
sports car—will be introduced in 
the U. S. market in 1960 by Volvo, 
according to Gene Klein, distrib- 
uting executive in 13 western 
states. 

He said hardtop and convertible 
models would be added in two 
years. Next year, Klein said 36,000 
of the 82,000 Volvos produced would 
be sent to the U. S. A new plant 
is scheduled to bring production to 
250,000 units a year in about five 
years. 

+” * * 
Toyota 
YOTA MOTOR CO. LTD. 


now offers a warranty against |™ 


defective parts and workmanship 
of six months or 6,000 miles on ve- 
hicles shipped to the U. S., accord- 
ing to Harold Johnson, general 
manager of Toyota Motor Distrib- 
utors, Inc. 

In addition, all Toyota vehicles 
are given two free inspections, one 
at 1,000 miles and another at 3,000, 
Johnson said. 

* * * 


OYOTA MOTOR CO., LTD., 

probably will be offering auto- 
mobiles to Alaskans within 90 to 
120 days. 

The cars would be shipped to 
Alaska through Seattle for the time 
being, but eventually they may be 
imported directly from Japan. This 

+ 





San Francisco Imported Car Show opens 


Motors, Inc., San Francisco, Moretti distributor for the Western U. S. Norwitt expects 
to receive 100 of the cars within 30 days. Price is $2,995. 


but reportedly crossed the finish 
line without mechanical damage, t 
> * * 


would mean they could be sold fo, | 
a comparatively low cost. 

Impex International, an import. | 
export firm doing business between | 
Anchorage and the Far East, woulg | 
handle the Japanese cars in Alaska 


Will Raymond, Hong Kong, pres. 


ently in Anchorage with Im 
said the direct shipments to Alaska 
would start next spring. 

* * + 


NSU Prinz 


E NSU Prinz won in its class 
(750 c.c.) in the recent Tour de 
France, a road race from the 
French Alps to the Pyrenees, It 
was one of only 15 cars, out of 6% 
entries in the production car class, 
to complete the race. 
Due to hazardous road conditions, 
the NSU Prinz rolled over twice 


Midwest Imports Co. has been 
formed in South Bend, with Harold 
Medow as president, to distribute 
the NSU Prinz in six states in the 
Midwest and to retail it in the 
South Bend-Mishawaka area. The 
distributorship territory comprises 
Indiana, Illinois, Michigan, Ohio, 
Kentucky and Wisconsin. 

The new distributor’s headquar- 
ters will be at 222 N. Lafayette 
Bivd., in the building occupied by 
Ben Medow Corp, (Dodge-Chrys- 
ler-DeSoto). Other corporate offi- 
cers, besides Harold Medow, are 
his father, Ben Medow, board 
chairman and treasurer; Donald 
Medow, vice-president and secre- 
tary, and Larry Medow, assistant 
vice-president. 

” * * 


Austin-Healey 


TS experimental Austin-Healey 
Sprite, EX-219, which had been 
breaking speed and endurance rec- 
ords at the Bonneville Salt Flats, 
has been forced to conclude its 
runs owing to bad weather, the 
company said. 

Before rain made the course too 
slippery, however, the Sprite logged 
over 50 American national records 
from 200 miles to 12 hours, and 
a total of 15 international records 
in Class G, the company said. Fast- 
est record established was one at 
146.95 m.p.h, for one hour. 

* +. + 
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First for Erie, Pa.— 


Marking the first time foreign cars were 
imported directly through the Port of Erie, 
Pa., a shipment of 35 Volkswagens was 
unloaded from the Hamburg-Chicago Lines 
vessel the S. S. Leanna. They were bound 
for Fred Gottesman, a dealer in McKees- 
port, Pa. The Leanna was the fourth for- 
eign ship to dock in Erie within one week, 
and the 15th of the season, Erie's first as 





Moretti Spyder Makes Western Debut— 


The Moretti Spyder will be shown for the first time on the West Coast whan the 


a world port. a 









Thursday (Nov. 12), according to Norwitt 




















ESPECIALLY AS A FLEET VEHICLE... 





26 STATE GOVERNMENTS have chosen The LARK for greatest 


economy in their operation. One significant saving is employee “traveling 
time’ —The LARK cruises nimbly through traffic, and parks in smaller spaces. 


v4 bok. te: 





604 NATIONALLY KNOWN ‘COMPANIES « of ome wane esai> 
ness stature have chosen The LARK—for low-cost transportation with prestige 
and comfort. 


- 


8 
oe 
’ 
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76 TAXICAB FLEETS are averaging 12. 6% increase in profits with 
the built-for-the-purpose Studebaker “Econ-O-Miler” taxi—the most ruggedly 
built Heavy Duty passenger car in the country. 


BUDGET-WISE BUYERS 


LOVE THA TARK@™ STUDEBAKER 











THIS IS THE 
YEAR OF THE LARK 


DEALERS” 


LARK dealers 
re 
are averag ing 20% 
profit than the 
= 
interested? maser 


ear-out coupon 8 d 
WENT DEPARTMENT 9” 


dence. 
we'll honor i 


This is one MO 


your co 





263 CITY AND COUNTY GOVERNMENTS have chosen The 
LARK for day and night dependability—from public health nurse to police 
and emergency cars. 





276 RENTAL AND LEASING OPERATORS across the country 
are buying LARKS—they continue to buy because operating, insurance and 
maintenance costs average 30% less than with standard-size low price Cars. 


PROVEN BY 750 MILLION 
MILES OF OWNER USE 


<> THE NEW DIMENSION IN FLEET CARS—The LARK has 
been proven in service by more than 1,000 fleets across the country > 
Reports come in every day on The LARK at work—“One cent less per 
mile on 150 LARKS, against the Big Three cars we use” —“One third 
better gas mileage, 20% saving on oil’’—‘‘Better riding than larger cars 
used in the past’”—“‘Our drivers are buying LARKS for their own cars” 


> = Against all competition, this is the Year of The LARK! 


TELL US MORE ABOUT LARK SAVINGS! 
Fleet Sales Division, Studebaker-Packard Corp., South Bend 27, Indiana 


( ) Send us informative literature only 
( ) Havea factory representative call me for an appointment 


NAME TITLE : 





COMPANY 





ADDRESS 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


By George L. Glaser 


European Correspondent 


Corvair transmission is the first to 
use again the direct speed feature 


izing the entire rear power plant, 
including suspensions and rear 
wheels, 


larger share of the economy-ming. 
ed motorists and still have an yp. 
graded vehicle. 

Engineers also emphasize that 
today an engine with about 25 per. 
cent less displacement can deliver 
as much power as the engine devel. % 
oped by Volkswagen a dozen years 
| ago. 


tract for the supply of fiberglass 
bodies to Lotus in the equal 
amounts they are getting them 
from another source. 
* * * 

Czechoslovakia has ordered 500 
Hillman Minx cars. 

+ i * 
Peugeot claims to have received 


6,000 orders from Canadian Rainy ihn oil 


ee aie etdy the comments 
about. the Corvair are being re- 
ceived and noticed. ’ 

European engineers admire the 
way Chevrolet has collected fea- 
tures of the past and present. 

A sample is the fact that this 


(by applying the hollow shaft drive 
into the tras#imission)-sinte 

cedes stopped making -rear-engined 
cars in the early thirties. 


the Mercedes engineers (especially 
Beranyi), which was used for unit- 














“Our Yellow Pages advertising reaches 
~ people who want what we have!’’ 


says Virgil Snider, Pres., Snider Auto Service Inc., Indianapolis, Ind. | 





7 


“Our classified advertising is 
always within easy reach to tell 
prospects where they can get 
the new car or the reliable 
service we offer. Sure we use 
radio, TV and newspapers to 
create prospects. But without 
the Yellow Pages to pinpoint 
our locations, our program 


wouldn’t be complete! 


People generally know what 
they want. They also know the 
Yellow Pages tells them 
where to buy it. Build an 
AWHERENESS for your busi- | 
ness. Head more customers in 
your direction. Call your local 
Bell telephone office and plan 
a business-building Yellow 
Pages program now ! 











New line! New showroom! Same 
directory! Mr. Snider advertises in 
the Indianapolis directory, just as he 
has for 17 years, to tell prospects 
where to buy. The Snider Auto Service 
directory ad above is shown reduced. 


Nothing builds business like AWHERENESS—and nothing builds AWHERENESS 
like the Yellow Pages—the buying guide that tells people WHERE to buy. 














“IN BAD WEATHER OUR CHILDERS CARPORTS ARE INV ALU- 
ABLE,” writes Graves-Anderson Pontiac, Walla Walla, Washington. 
Attractive Childers Carports add tremendously to our property. We don't 


Mfer-|-- Some: wonder why GM can: be 


Also, the rear “cell” idea, pet of 


.|sports cars equipped with his en- 


seo-mighty progressive at Chevro~- 
let when at Opel designs are so 
conservative. 

An engineer pointed out that the 
Corvair transaxle arrangement 
could also be very well utilized with 
the engine in front for other GM 
compact cars and for the cars of 
the foreign divisions. This includes 


the independent rear wheel sus- 
pension, 
* * a 
Valiant Liked 
HE Valiant is getting a good 


reception from the experts. The 
engine, and the way it has been 
placed into the car, the styling, or 
what have you, all have been ad- 
mired. 

Only one remark I have heard. 
Why don’t they equip the job in 
the deluxe edition with shift lever 


sources, 


* * 


Rumors place Mercedes back into 
the running when the new smaller 
car formula for Grand Prix races 
will: be in operation. 

* * 


* 


* 
Robert Bosch offers now for most 


be removed from the dash and used 


as a portable job. 
* 


* + 


Lancia Moves to New Plant 


gp. ANCIA is moving into a new 
plant at Chivasso, about 16 
miles from Turin. The firm has an- 
nounced it will increase its parti- 
cipation in the European Common 
Market. 


* Bd a 


VW Ups Output Rate | 





underneath the steering wheel? 

It isn’t such a small or such a | 
sports car, to have the stick only | 
in the floor. 
The fact that it has a three-| 
speed automatic transmission found | 
approval. 


€ * + 
Notes From All Over 
 gemteagy oe is going to keep up| 
the fight with VW. Production | 
will be stepped up to 3,000 a day, 
with most of the increase going to 
Dauphine production. 
* a * 


Re-organization of Standard Mo- 
tors Ltd, of England. 

Here is the line-up: 

1. Standard-Triumph Internation- 
al, Ltd., as a holding and policy 
making group. 
2. The Standard Motor Co., Ltd., 
as a major manufacturing subsidi- 
ary in England. 

3, Standard-Triumph Group Serv- 
ices, Ltd., as cordinator for the ac- 
tivities as a whole. 

4. Standard-Triumph Sales, Ltd., 


and parts supplies. 
5. Beans Industries and Mullin- 


aries of Standard-Triumph Inter- 
national, Ltd. 


* . am 
For the first time in West Ger- 
many there are more cars register- 
ed for workers than for employes 
who are salaried. 
* 


* + 
Lancia is preparing a station- 
wagon for the Appia V 4 car, now 
in the third improved series, The 
front-wheel drive car is not ready 
as yet, definite date for this new 


car not given. 
* > r 


BMW stock taken off from 
Frankfurt stock exchange. Capital 
reduction by changing two shares 


for one rumored. 
+ . 


The Lotus engineering team 
under Colin Chapman is said to 
have in preparation a racing model 
for smaller car classes which will 
be offered for sale to private per- 


sons. 
* . * 


France has a better ratio of cars 
to persons than England and Ger- 
many. The French industry point- 
ing to this fact has asked for tax 
relief in order to continue to have 
a strong home market while real- 
izing that some of the export 
chances are gone with the wind 
since the U. S. new compact jobs 
have been shown. 

Harry Mundy, my honorable col- 
league from The Autocar in Eng- 
land, who also designed the vic- 
torious Climax motors, will be 
happy to notice that for the Lotus 


gines the production can now be 
doubled. 
Bristo] Aircraft has signed a con- 


Employes Form Club 
At Hinman Motors 
ONEONTA, N. Y.—Workers at 


ternational) have formed the Hin- 
man Motors Employes Club “to 
promote fellowship, harmony and 
coordination among the employes.” 
Frank Guidice, a mechanic, was 
elected president of the group, and 
Alton Bryden, a salesman, was 
named secretary-treasurer. The 
club meets the first Monday of each 








see bow anyone can find anything close to Childers low cost!” See page 
39 for full details. 


month. | 


wil be responsible for sales, service |’ 


ers, Ltd., will continue as subsidi-| Gis 


Hinman Motors, Inc. (Rambler-In-|} 


yy competition on the rise, | 
Volkswagen has announced 
higher quotas for its dealers in 
Germany, The firm now is produc- 
3,000 vehicles a day. 

Rumors again are rife that 
Volkswagen will introduce an 
800-c.c. engine, about 25 percent 
smaller than its current power 
plant. 


European cars a radio which can| 





With an additional series, observ- 
ers say, Volkswagen could seek a 


a2 


Opel Seeks New Plant 


Bn: which said 53 percent of 
its production in the past year 
|was exported, also reportedly js 
looking for a new plant in which 
|to step up production. 





* * x 





Visor-Aerial— 


Key-Leather Co. of London has devel- 
oped this sun visor which also serves as 
a radio aerial. Mounted against the 
molding of the windshield, the visor is 
held in place by clamps which attach to 
the rain gutters around the door frames, 

* 


* * 
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VW Changed to Delivery Van— 


Shown is a Volkswagen that has been redesigned into a delivery van with side 
roll-up doors. 























Chassis by Lloyd— 


This is the Arabella chassis by Lloyd of Germany. The center chassis frame has 
outriggers and a front fork for the power plant, which is a four-cylinder engine. The 
rear wheels have individual suspensions. The gas tank is kidney-shaped to make 
space for the spare wheel. 





Towbar Stabilizer— 

This towing stabilizer, introduced by Girling, Ltd., England, consists of two dampers 
with special attachments fixed to either side of the towing bar. The stabilizer elimi- 
nates the tendency of a trailer to snake and get out of line with the towing vehicle. 


195: 
Sale 
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Financial Front 











ind. | 

up- 

that 

Per- 

ay 

Vel. 

ears Record sales by Sealed Power 
Corp. resulted in the second high- 
est profit in the history of the com- 
pany during the first nine months 
of 1959. Previous highs were reach- 

t of | ed in 1955. 

year With third quarter sales amount- 

y ig | ing to $6,099,000, net sales for the 

hich | nine months totalled $19,475,000, an 


5 Os 
th 


r is 


nes. 





10s 
he 
ike 


rs 


increase of 41 percent from sales 
of $13,823,000 during the same pe- 
riod of 1958. 

Net profit for the first nine 
months was $1,150,000. This com- 
pares with $567,000 for the same 


percent. Earnings for the third 
quarter totalled $232,000 as compar- 
ed with $324,000 in 1958. 

* * * 


Pacific Finance Profit Tops 
$5 Million, Auto Volume Up 

Pacific Finance Corp. reported a 
profit of $5,212,106 for the first nine 
months of this year, up from the 
$4,765,846 earned in the like period 
of last year. 

Retail automotive paper acquired 
in the first nine months totalled 


= of 1958, an increase of 103 


859 last year. Retail auto credit out- 
standing on Sept. 30 amounted to 


702 last year. 
* * * 


Third-Quarter Sales Set 
Record, Napco Reports 


Napco Industries, Inc., Minne- 
apolis, reported its third-quarter 


terly record. In the third quarter 
of 1958 sales were $3,729,773. Net 
income in the third quarter was 
$179,977, compared with a loss of 
$193,965 a year ago. 


were $15,149,869, compared with 

$11,141,819 a year ago. Net income 

for the nine months was $227,882, 

compared with a loss of $791,364 in 

the first three quarters of 1958. 
> * « 


Sales, Profit Up 
’ At B. F. Goodrich 


Net sales of B. F. Goodrich Co. 


amounted to $578,478,605, compared 
with $508,465,253 for the same pe- 
riod of 1958, an ‘increase of 13.8 
percent. 

Net income for the first nine 
months amounted to $28,820,709, 
compared with $23,411,892 for the 
first nine months of 1958, an in- 
crease of 23.1 percent. 

oe a x 


2nd Highest Sales, Profit 
Are Reported by Dura 


Sales and profits of Dura Corp. 
for fiscal 1959 were second highest 
in the company’s history. 

Sales for the year ended July 31 
amounted to $50,232,730 and earn- 
ings totalled $1,861;730, compared to 
Sales of $35,126,600 and earnings of 
$550,216 for the 10-month period 
ending July 31, 1958. 

4 + 


Parker-Hannifin 


Parker-Hannifin Corp., Cleveland, 
first nine months report, 1959 vs. 
1958: Profit, $768,889 and $526,935; 
Sales, $12,753,136 and $9,118,241. 

* * + 


Commercial Solvents 
Commercial Solvents Corp., New 
York, first nine months report, 
1959 vs. 1958: Profit, $2,285,061 and 
$1,057,530; sales $51,822,428 and $46,- 
» 688,819. 


Thor Power Shovel 


Thor Power Shovel Co., Aurora, 
Ii, first nine months report, 
1959 vs, 1958: Profit, $1,304,401 
and $766,104; sales, $23,263,760 and 
$19,649,640. 

t + + 
Textron 


Textron, Inc., first nine months 
report, 1959 vs. 1958: Profit, $14,- 
543,000 and $4,908,000; sales $231,- 
457,000 and $169,871,000. 

* . * 


Donaldson 
Donaldson Co., Inc., St. Paul, an- 
b Nual report, ’59 vs. ’58 (fiscal year 
ended July 31, 1959): Sales, $10,- 
113,000 and $6,895,551; earnings, 
$668,633, (’58 earnings not given). 
. - a 


Mohawk Rubber 


Mohawk Rubber Co., Akron, first 
nine months, 1959 vs. 1958: Profit, 





sales were $4,442,803, a new quar-| 


for the first nine months of 1959 





$212,824,980 this year and $123,524,-| 


$258,972;196 this year and $171,675,- | 


| 


| 


Sales for the first nine months! 





$906,000, up 14 percent; sales, $23,- 
229,000, up 27 percent. 


* * * 


Fruehauf Pays Dividend 
First Time Since 1957 


Fruehauf Trailer Co. directors 
have voted to resume quarterly di- 
vidends with a declaration of 30 
cents per common share. It will be 
the first cash dividend since June 
1, 1957. 

W. E. Grace, president, said, 
“Sales for 1959 are up 21 percent 
over last year, At the same time, 
We are now operating with inven- 
tories which have been reduced 
some $54 millions since 1957, Ex- 
penses have also been trimmed in 
all divisions of the company.” 

* * * 


General Contract Reports 
Earnings of $1,141,000 
Earnings of Genera] Contract 
Corp. for the nine months ending | 
Sept, 30 totalled $1,141,000, Because | 
the company was part of the old| 
General Contract Corp. until] Jan. | 















ALL PRODUCTS PRICED FOR 


1, comparable figures are not avail- 
able. 

The company’s retail finance and 
personal loan volume is 64 percent 
ahead of last year for the first nine 
months, with volume totalling $61,- 
824,000, against $37,417,000 for the 
same period in 1958. 

* a + 


American Airlines Makes 
$16 Million in First 9 Months 


American Airlines reported rev- 
enues totalled $274,117,000 for the 
nine months of 1959, an increase of 
15 percent compared with the $238,- 
873,000 reported for the same period 
last year. 

Net earnings amounted to $16,- 
091,000 for the first nine months 
ended, compared to $13,325,000 for 
the same period last year. 

eo * na 


Gabriel’s Profit Doubles 
As Sales Top $21 Million 


Sales and earnings of Gabriel 
Co. for the first nine months of 
1959 were substantially above the 
comparable period last year. 

Sales increased to $21,760,115 from 
$15,954,345 a year ago. Net profit 
for the first nine months totalled 
$578,837, up from $229,962 a year 
ago. 


MR. DEALER... 
LET'S 
TALK 











Pesta ae i Protect 


the investment o 


P 
customers’ car... 


with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


Ceryfie and aff present-day finishes. 








your 





AVAILABLE TO ALL CAR DEALERS 





ABOUT 








Now for the first time you are offered a FULL COMPLETE 
LINE of imported cars...a line enjoying fantastic nation- 
wide success...a line with the HIGHEST PROFITS IN 
ITS CLASS! TOYOPET, with the biggest parts-per-car 
inventory of any import—is available in a wide choice 
of color combinations; features more easy to see — easy 
to sell EXTRAS than cars costing many times its low 


price. Manufactured and distributed by one of the 
world’s great automobile companies. 


TOYOPRPET 


COMPLETE LINE 


CROWN CUSTOM STATION WAGON 


2-door or 4-door 
6-passenger BIG 





4-door FULL 6-passenger 


IMMEDIATE SELLING 


TOYOTA 


33-miles-per-gation economy 


unmatched luxury! 


PLUS! 


COMING SOON 


BONUS ADDITION TO TOYOPET LINE! 

Designed specifically for the American market, a new 
4-passenger, 4-door super economy sedan will be an- 
nounced this spring. This car will be competitive with 
the lowest priced cars.on the market — but will have 
incomparably more selling features. Be a part of the 
huge national advertising push which will send off 
1960's hottest imported vehicle / 


LOS ANGELES 


Room 205 


NEWARK 


CHICAGO 





8701 Beverly Bivd. 
SAN FRANCISCO 


+ 231 Johnson Avenue 


\ 





LANDCRUISER 


Mighty 120 HORSEPOWER 6-cylinder 
4-wheel-drive... unequaled anywhere. 
Soft or hard top models. 


WRITE OR PHONE NEAREST 
TOYOTA REGIONAL OFFICE 


Oldfield 7-2700 


SUtter 1-7452 


World Trade Center 


Bigelow 8-3450 


BRoadway 446/01 


2906 West Peterson Avenue 
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SELL THE BIG, BUYING 
COLUMBUS MARKET WITH THE 


Dispatch- JOURNAL 


LOW COMBINATION RATE 


Representatives: 


O'Mara & 
Ormsbee, Inc. 


Columbus ers 


Has The 
COLUMBUS 


Hispatch - JOURNAL 


The Dispatch and 
fore] Ul 1-15) -mame) ite 





io] lemme Re BA 3 
Journal Have 
The Selling 


Power. 




















Coming—December 7 


Order Your Extra Copies Today 


Antomotiue News 
AUTO SHOW ISSUE 


FOR 1960 


@ Photographs of All 1960 Automobiles 
@ Specifications on All U. S. Cars 
@ Complete Truck Section 








@ Comparative Price Chart 
@ Latest Engineering Developments 
@ Market Trends 
@ Advertising Plans for 1960 


ALL IN FULL COLOR 





EXTRA COPIES AVAILABLE ON 
ADVANCE ORDER ONLY...................... 


Please Send Check With Your Order 


Automotive News 


DEPT. A 965 EAST JEFFERSON 
DETROIT 7, MICH. 


EACH 














Appraising Results .. . 





Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

The ’60s will witness substantial 
“break-throughs” in the complicated 
problem of appraising advertising 
results, a Ford Motor Co, market 
researcher said. 

Robert J. Eggert, manager of 
marketing research for Ford, said 
that the “breakthroughs” are in- 
evitable be cause management is 
constantly insisting on measuring 
the effectiveness of advertising in 
terms of the additional sales pro- 
duced. 

He told the Oklahoma City Ad- 
vertising Club that management 
wants to know the answers to such 
questions as: 

What messages are most effective 
in selling a car? 

What medium or combination of 
media does the best sales job at 
the lowest cost? 

Should more or less total dollars 
be spent in advertising? 

“Needless to say,” he said, “mar- 
keting research has not been able 
to answer fully all of these im- 
portant questions. But we are dig- 
ging and digging hard, and we have 
some of the answers for some of 
the media.” 

Eggert then outlined for the 
group some of the important points 
that are considered by advertisers 
in selecting a medium. 

“First of all,” he said, “we must 
consider the ability of a medium to 
reach households who are in the 
market for a new car.” 

Another important aspect, he 
noted, is the impact of the adver- 
tising message, 

Another important question in 
selecting a medium, he stated, is 
the ability of the medium and the 
message to change the potential 
buyer’s intention to buy a specific 
make. 

However, he concluded, the mil- 
lion-dollar question is still: How 
many additional sales are actually 
made as a result of the medium 
and the message? | E 

* 


Ads Moving Odd Items 


Advertising’s selling role was 
pointed up by James M. Ashley, 
public relations vice-president of 
Libbey Owens-Ford Glass Co., at 
a meeting of the National Auto & 
Flat Glass Dealers Assn. 

He said advertising, which long 
has been the real seller of con- 
sumer products, now is filling a 
similar role in the case of the sel- 
dom-purchased item, 

Advertising can make the con- 
sumer aware of and desire the sel- 
dom-purchased product, he con- 
tinued. But it must tell the 
consumer where to buy and how to 
buy, he added. 


“He needs to be told by a sign, by |" 


local advertising and promotion, 
who stocks and sells the product 
he has read about in the magazines 
and learned about on the air.” 

He likened a manufacturers’ na- 
tional advertising to a joint bank 
account upon which distributors 
and dealers may draw. 

“They do this by identifying 
themselves with the quality brand 
name, conducting dealer programs 
and extensive promotions so that 
the consumer realizes that the big 
national voice speaks for his neigh- 
borhood dealer.” 

+ 


Detroit Show Gets Rep 


Cunningham & Walsh, Inc., De- 
troit, has been appointed to handle 
advertising for the Detroit Auto 
Show Feb. 6-14 at the Detroit Ar- 
tillery Armory. ‘ 

‘ 


Laminated Glass Cited 


Shatterproof Glass Corp. used 
closed-circuit television to demon- 
strate features of laminated safety 
glass before more than 1,500 insur- 
ance executives from the Midwest. 

The TV show, produced at the 
Indianapolis Speedway, presented 
the message with live demonstra- 
tions, music and comedy. Protective 
features of the glass were demon- 
strated with the aid of specially 
designed equipment. 

In a demonstration of the glass’ 
cushioning effect, a dummy in a 
special rig was swung against a 
windshield to show how a human 
would be affected if it crashed into 








auto glass with an unyielding sur- 
face, 
* * + 


Speaker Picks Ad Agency 

J. W. Speaker Corp. has se- 
lected Charles F. Pearson adver- 
tising agency, Milwaukee, to han- 
dle its advertising. 


* * * 


Lesly in New Quarters 
Philip Lesly Co., public relations 
counsel and service, has moved into 
new headquarters at 812 Book 
Building, Detroit. 
* 


* * 


Youel to Head PR Society 


Kenneth Youel, 28 years on the 
General Motors public relations 
staff, has been elected president 
of the Public Relations Society 
of America. 

+ + * 


Personnel Changes 


John H. Curran from New York 
sales staff of Domestic Engineer- 
ing Publishing Co. to coordinator 
of advertising and sales promotion 
for Highway Trailer Co. ... John 
Wick from Midwest advertising 
manager to Eastern advertising 
manager for Petersen Publishing 
Co. 


Gordon R. Lichtwardt from car 
tire sales manager for the com- 
pany’s Charlotte (N. C.) division to 
advertising manager for General 
Tire & Rubber Co. . . . Gene Booth, 
AvuTOMOTIVE News correspondent, to 
auto editor of the Peoria (IIl.) 
Journal Star. 

Stanley Winston from the Bur- 
eau of Advertising of the American 
Newspaper Publishers Assn. to 
promotion manager of Redbook 
magazine ... Jack Knights from 
N. W. Ayer & Co. to copywriter at 
Anderson & Cairns, Inc. advertis- 
ing agency. 


Bill Ford Sees 
°79s Using More 


Electric Power 


PITTSBURGH.—W illiam Clay 
Ford, styling vice-president of Ford 
Motor Co., made some predictions 
about 1979 vehicles in a recording 
prepared for inclusion in a Station 
KDKA radio time capsule to be 
sealed until November, 1979. 

Among the “significant changes” 

* that can be ex- 
pected, he said, is 
the possible ex- 
pansion of the 
use of electrical 
energy for cars. 

“There are ex- 
citing things be- 
ing done in the in- 
vestigation of the 
fuel cell, a device 
which might per- 
mit gasoline and 
air to be intro- 
duced into a cell and directly con- 
verted to electrical energy,” he said. 

Ford predicted such research 
would result in increased efficiency 
of operation and power-plant com- 
pactness. 

He said he thought there would 
be more emphasis on automotive 
efficiency, functionalism and reduc- 
ed cost of operation. He called the 
current swing to smaller cars, four- 
passenger luxury cars and station 
wagons evidences of this trend. 

Ford also saw good possibilities 
for nuclear power, as well as ex- 
ternal and internal combustion en- 
gines, as sources of power for 1979 
vehicles. 





William ©. Ford 





Barnes Leaving SBA 


To Join Investment Firm 


WASHINGTON. — Wendell B. 
Barnes, administrator of the Small 
Business Administration, has an- 
nounced he will join the nation- 
wide investment firm of Shearson, 
Hammill & Co. on Nov. 23. He will 
serve as a special consultant on in- 
vestment banking. 

Barnes wes named to head the 
SBA when it was formed in 1953, 
and since then more than $800 mil- 
lion in loans have been authorized 
to about 21,000 smal] businesses. 











30-60-90 Day 
Follow-Up 
Is Obsolete! 


Dealers are 
spending large 
amounts of 
money and still 
lose 50% of their 
owners within a 
12 month period, 
Can follow-up 
be working? 









If you are looking ahead to the 
new model and to 1960 sales... 
you must plan on having the 
good will of your owners, and 
equally important, the present 
service business of the owners 
in your area. 


YOUR LOST OWNERS 
MUST BE RE-WON! 











START 1960 RIGHT 


Join a national system. 
Enjoy progress and growth with 


CARS RENTAL SYSTEM 


P.S. For new car dealers only 


DENS OF +, 





STEM 


WRITE TODAY 


Drawer 7126 
Sunrise Station 


Fort Lauderdale, Fla. 


REE vis 




















MOTOR S| 
MASTER 


DEFIANCE: OHIO le 


ALL 1960 FACTORY $4 
INVOICE PRICES ONLY 


CAR FAX, since 1955, has been providing 
comprehensive new-car price service to a 
growing number of dealers, banks, fi- 
nance companies and similar firms in- 
terested in accurate and complete new- 
car price facts, CAR FAX FOR 1960, just 
off the press, is even more complete and 
valuable. It contains: 
®@ Factory invoice costs and retail prices 
on ALL U. S. makes and most im- 
ports. 
® Detailed equipment and accessory 
prices, wholesale and retail, 
© Complete listing, standard and op- 
tional equipment. 
Freight costs to principal cities. 
Complete new-car specifications chart. 
EOH breakdown, Model and Code 
number listing. 
Send $4 for yearly subscription which in- 
cludes supplements. Two years $7; three 
years $10, Order Now, Money Back Guar- 
antee. 














CAR FAX, 550 5th Ave., N. Y. 36 
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Sales Conditions in Various Areas... 





Fort Worth 

September new-car registrations 
in Fort Worth numbered 1,761, 
compared with 2,095 a month ear- 
a makes, registrations were: 
Chevrolet, 573; Ford, 361; Oldsmo- 
bile, 118; Pontiac, 103; Plymouth, 
70; Rambler, 62; Cadillac, 61; 
Buick, 54; Renault, 46; Dodge, 39; 
Fiat, 35; Studebaker, 32; Opel, 24; 
Simca, 23; Volkswagen, 20; Morris, 
18; Mercury, 16; Peugeot, 13; Vaux- 
hall, 13; Austin, 12; MG, 11; Chrys- 
ler, 9; Triumph, 7; Volvo, 7; De- 
Soto, 6; Hillman, 6; Goliath, 4; 
Austin-Healey, 3; Jaguar, 3; Im- 
perial, 2; Lloyd, 2; Metropolitan, 
2, and miscellaneous, 6. 

New-truck registrations, mean- 
while, increased to 311 in Septem- 
ber from 268 the previous month. 
By makes: Chevrolet, 126; Ford, 
115; International, 19; GMC, 13; 
Mack, 7; Volkswagen, 6; Dodge, 5; 
Willys, 4; Diamond T, 3; Divco, 2; 
Morris, 2; Studebaker, 2; White, 2, 
and miscellaneous, 5.—(Ruby Fen- 
oglio.) ar 


Columbus, O. 


With another 2,000-plus new-car 
sales for September and the arrival 
of the 1960 models, Franklin Coun- 
ty (Columbus), O., auto dealers 
stand a good chance of breaking 
the 27,409 total sales of 1958. Peak 
year was 31,726 in 1955. 

Clerk of Courts Robert Metzger’s 
title department logged a total of 
2,064 new car sales for September, 
some 582 more than the same 
month a year ago. For nine 
months, 21,664 new cars were sold, 
compared with 15,845 for the same 
period a year ago. For all of last 
year, 20,802 new cars were sold. 

The first seven sales for Sep- 
tember correspondingly were in 
the same positions for the nine- 
month period. They are (Septem- 
ber and 9-month totals com- 
P pared): Ford, 549 and 5,917; 
Chevrolet, 399 and 5,223; Plym- 
outh, 202 and 1,725; Pontiac, 190 
and 1,432; Oldsmobile, 121 and 
1,279; Rambler, 106 and 976, and 
Dodge, 66 and 890. 

Studebaker, which was ninth in 
total sales for the nine-month pe- 
riod, was in 13th place in Septem- 
ber, Buick, which was eighth for 
total sales for nine months, was 
10th in September sales.—(Sam 


Perdue.) 
~ * 


Boise, Id. 


A total of 245 new cars were reg- 
istered in Ada County (Boise), Id., 
in October, compared with 315 a 
month earlier. Imports, included in 
both totals, fell to 30 from 42. 

By makes, registrations were: 
Ford, 54; Chevrolet, 26; Oldsmo- 
bile, 26; Pontiac, 17; Rambler, 15; 
Plymouth, 14; Volkswagen, 14; 
Buick, 12; Mercury, 11; Cadillac, 








A Fashion Promotion— 


American Viscose Corp. will join Chrys- 
ler Corp, in pr ting fashi in con- 
ivnction with the new Valiant and Plym- 
Quth models for 1960 in 27 air, rail and 
P bus terminals in 15 cities reaching an 
estimated audience of over 47 million a 
month. Designs created by leading manu- 
facturers, including Jerry Gilden and 
Handmacher-Vogel, will be exhibited on 
& rotating schedule for one year during 
the display of the ‘60 models. Shown is 
& Gilden dress of Avisco rayon chiffon. 











10; Dodge, 8; Studebaker, 7; Tri- 
umph, 6; Chrysler, 5; Imperial, 
4; Lincoln, 4; Borgward, 3; Edsel, 
1; Willys, 1, and miscellaneous, 7. 
New-truck registrations declined 
to 74 in October from 95 a month 
earlier. By makes, they were: In- 
ternational, 19; Ford, 18; Chevrolet, 
14; Dodge, 6; GMC, 6; Studebaker, 
5; Mack, 1, and miscellaneous, 5. 
. * + 


Houston 

A total of 4,564 new cars and 627 
new trucks were registered in 
Houston in October, compared with 
4,722 cars and 787 trucks a month 
earlier. Imported-car registrations 
fell to 417 in October from 509 a 
month earlier. 

By makes, new-car registra- 
tions were: Ford, 957; Chevrolet, 
926; Oldsmobile, 310; Pontiac, 
291; Buick, 283; Plymouth, 168; 
Rambler, 135; Renault, 113; Cad- 
illac, 108; Studebaker, 75; Mer- 
cury, 67; Dodge, 67; Opel, 42; 
Chrysler, 35; Simca, 30; English 
Ford, 26; Fiat, 26; Volvo, 23; Lin- 
coln, 21; Peugeot, 21; DeSoto, 20, 
and Volkswagen, 20. 

Metropolitan, 17; Imperial, 16; 
Triumph, 16; Austin-Healey, 15; 
Vauxhall, 15; Edsel, 12; Willys, 12; 
Morris, 11; NSU, 11; MG, 10; Hill- 
man, 8; Taunus, 7; Mercedes-Benz, 
5; Jaguar, 4; Sunbeam, 3; Goliath, 
2; Lloyd, 2; Singer, 2, and miscel- 
laneous, 5. 

Truck registrations were: Chev- 
rolet, 235; Ford, 215; International, 
94; Dodge, 19; GMC, 17; English 
Ford, 9; White, 8; Reo, 7; Dia- 
mond T, 5; Mack, 5; Volkswagen, 
5; Willys, 3; Studebaker, 2; Divco, 
2; and miscellaneous, 1.— (Ruby 
Fenoglio.) 

* * * 
Indianapolis 

October saw 2,793 new cars reg- 
istered in Indianapolis and Marion 
County, compared with 2,611 a 
month earlier. 

Registrations, by makes, were: 
Chevrolet, 604; Ford, 577; Pontiac, 
297; Oldsmobile, 289; Plymouth, 
161; Buick, 135; Rambler, 124; 
Dodge, 80; Mercury, 72; Corvair, 
63; Falcon, 60; Cadillac, 53; Volks- 
wagen, 53; Studebaker, 47; Chrys- 
ler, 21; Imperial, 20; DeSoto, 18; 
Renault, 18; Lincoln, 11, and Fiat, 
10. 

Opel, 9; Triumph, 9; Mercedes- 
Benz, 8; Edsel, 6; Morris, 6; 
Borgward, 4; English Ford, 4; 
Vauxhall, 4; Volvo, 4; Austin- 
Healey, 3; Hillman, 3; Saab, 3; 
Jaguar, 2; MG, 2; Peugeot, 2; 
Simca, 2; Checker, 1; Willys, 1, 
and miscellaneous, 7. 

New-truck registrations num- 
bered 301 in October, compared 
with 357 a month earlier, By 
makes, they were: Ford, 105; Chev- 
rolet, 57; International, 37; GMC, 
35; White, 26; Willys, 11; Dodge, 
10; Volkswagen, 8; Mack, 5; Reo, 
3; Autocar, 1; Diamond T, 1, and 
miscellaneous, 2.—(C. L. Kern.) 

* a + 


Los Angeles 

A total of 18,991 new cars were 
registered in Los Angeles County 
in September, compared with 20,- 
393 a month earlier, according to 
figures compiled by Donnelley’s 
Motor Recorder of California. 

By makes, registrations were: 
Chevrolet, 4,357; Ford, 4,033 (in- 
cluding 425 Thunderbirds); Ram- 
bler, 1,273; Plymouth, 1,078; Pon- 
tiac, 935; Oldsmobile, 933; Renault, 
665; Volkswagen, 445; Cadillac, 437; 
Dodge, 428; Buick, 404; Hillman, 
346; Mercury, 338; Studebaker, 329; 
Fiat, 320, and MG, 286. 

Triumph, 222; Volvo, 175; 
Chrysler, 168; Opel, 162; Morris, 
142; Austin-Healey, 141; Simca, 
141; English Ford, 108; DeSoto, 
105; Peugeot, 102; Metropolitan, 
93; Lincoln, 80; Mercedes-Benz, 
73; Edsel, 71; Imperial, 67; NSU, 
58; Borgward, 55; Vauxhall, 53; 
Austin, 41; Taunus, 31; Jaguar, 
30; Singer, 26, and Wartburg, 25. 

DKW, 24; Porsche, 23; Citroen, 

19; Toyopet, 19; Sunbeam, 17; 
BMW, 16; Alfa Romeo, 14; Hum- 
ber, 8; Lloyd, 7; Goliath, 6; Lancia, 
6; Datsun, 5; Berkeley, 4; Aston 
Martin, 2; Auto Union, 2; Bentley, 
2; Ferrari, 2; Goggomobil, 2; Lan- 
chester, 2; Lotus, 2; Skoda, 2, and 
miscellaneous, 31. 

New-truck registrations totalled 


_ Auto Market Reports 


2,840 in September, compared with 
2,732 a month earlier. 

By makes they were: Ford, 1,081; 
Chevrolet, 1,035; International, 239; 
GMC, 159; Dodge, 127; Volkswagen, 
57; Willys, 33; English Ford, 19; 
White, 19; Studebaker, 13; Mack, 
11; Reo, 5; Autocar, 4; Diamond T, 
4; Lloyd, 4; Morris, 4; Divco, 3; 
FWD, 3; Kenworth, 2; Marmon- 
Herrington, 2; Peterbilt, 2, and 
miscellaneous, 14.— (William Car- 
roll.) 


* * * 


Minneapolis 
Deliveries of new cars in Hen- 





tober set a record for the month, 
according to figures compiled by 
Finance and Commerce, business 
newspaper. 

Registrations totalled 3,547, com- 
pared with 1,836 for the same 
month a year ago and 3,133 in 
October, 1950, the previous high for 
the month. In September this year, 
registrations numbered 2,435, 

For the first 10 months, regis- 
trations totalled 33,018, compared 
with 25,335 for the corresponding 
1958 period. 

By makes, registrations were: 
Ford, 703; Chevrolet, 638; Plym- 
outh, 270; Oldsmobile, 244; Ram- 
bler, 225; Pontiac, 205; Buick, 199; 
Corvair, 139; Cadillac, 123; Mer- 
cury, 103; Falcon, 100; Dart, 79; 
Studebaker, 78; Renault, 67; Dodge, 
63; Chrysler, 55; Volkswagen, 55; 
Morris, 36; Edsel, 20; DeSoto, 17; 
Lincoln, 17; Peugeot, 10; Volvo, 10; 
Austin-Healey, 9; Opel, 9; Goliath, 
8; Triumph, 8; English Ford, 7; 
Vauxhall, 7; Valiant, 6; MG, 5; Hill- 





man, 4; Mercedes-Benz, 4, and mis- 
cellaneous, 24. 

New-truck registrations number- 
ed 235, compared with 187 a month 
earlier.—(Donald M. Lyons.) 


Middletown, O. 


A total of 677 new cars were reg- 
istered in October in Butler County 
(Middletown), O., compared with 
542 in September and 303 in Octo- 
ber a year ago. 

By makes, registrations were: 
Ford, 153; Chevrolet, 150; Oldsmo- 
bile, 66; Pontiac, 66; Buick, 42; 
Rambler, 41; Mercury, 36; Plym- 
outh, 28; Dodge, 19; Cadillac, 12; 
Renault, 12; Volkswagen, 12; Eng- 
lish Ford, 8; Studebaker, 6; Chrys- 
ler, 5; Edsel, 4; Austin-Healey, 3; 
Metropolitan, 3; NSU, 3; Lincoln, 3;. 
Imperial, 2; Willys, 2, and miscel- 
laneous, 6.—(Ernest C. Kish.) 


nepin County (Minneapolis) in Oc- 














Pantie aoe Ra 


Snow, sleet, rain or hail never touch these cars protected by Childers Carports. 
With Childers Carports on your lot you’re open for business 365 days a year! 


Now! CHILDERS Carports Keep Your Cars 
Springtime Clean On Winter’s Dirtiest Days 


...and make your lot a more inviting place to stop, look and deal! 


One of the car lots in the photos 
above made money last winter. The 
other did not. Can you tell which was 
the profitable lot? 


Sure! It was the lot protected by 
Childers Carports. And Childers Car- 
ports may be the difference between 
your lot losing money or making a 
profit this winier. . 


Open every day. You see, Childers 
Carports turn your lot into an attrac- 
tive, 365-day outdoor showroom. With 
Childers Carports protecting your 
stock, even the heaviest snow can’t 
cover your cars and put you out of 
business. 


Pay for themselves. And because 
Childers Carports cost only pennies per 
car per day, they quickly pay for 
themselves in savings on clean-up 
costs alone. In addition, Childers Car- 
ports cut your costly winter light bills 
50% and more because they concen- 
trate your lights directly onto your 
cars ... let you use fewer lights for 
a more attractive night display. 


Year-round protection. And best of 
all, Childers Carports increase your 
sales and cut your overhead all-year- 
round—not just in the winter! Dealers 
everywhere in the United States have 
erected Childers Carports and are en- 
thusiastic about them. Here are a few 
reasons why: 





UP TO 36 MONTHS TO PAY 


Install Childers Carports now 
under low-cost Childers 36- 
Month Finance Plan. Let your 
carports pay for themselves in 
savings on clean-up and lighting 
costs plus extra profit through 
increased sales! 











1. More sales and faster turnover. 
Expert dealer accountants say it costs 
$3 a day to “board” a car—yet Child- 
ers Carports cost only a few cents per 
car per day. 


2. Higher prices for cars that are 
always clean and comfortable. 
3. Architect-designed to harmonize 
with existing buildings and displays. 





4. Easy to install. Your own men 
can do it with ordinary tools. 


5. Easy to move if you are on leased 
property ... or if you want to change 
the arrangement of your outdoor dis- 
play. 


Freight-free. Your carport is shipped 
direct from the factory, freight pre- 
paid and allowed to you. 


For complete details on Childers 
Carports and pictures of actual installa- 
tions, just fill out and mail the coupon 


below. We’ll include a list of 300 deal- 
ers in 32 states who have installed 
them (you can telephone any two deal- 
ers on this list at Childers’ expense). 
You still have time to protect your 
cars this winter with Childers Car- 


ports. 
WE PAY FREIGHT 
TO ANY DEALER IN U. S. 
—-MAIL THIS COUPON TODAY" 


Childers Manufacturing Co., Dept. AN-5 
3620 West 11th Street 
Houston 8, Texas 


5 


Please rush me complete details on 
Childers Carports, along with a list of 
300 dealers in 32 states who have in- 
stalled them, and pictures of actual 
dealer installations. : 

() Check here for independent engi- 
neer’s report on 35-lbs. per sq. ft. 
snow .load test of Childers Carports. 


Company 
Name 
Name & 
Title 











| Address. 


City State. 

(J Check here if you would like to 
pay for your carports while they 
earn profits for you. We finance up 
to 36 months. 
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SHORT CIRCUIT DETECTOR — Borroughs 
Tool & Equipment Corp., 2429 N. Burdick 
St., Kalamazoo, Mich., has announced a 
device for detecting short circuits. Called 
the “Short Finder,” the unit is placed on 
floor of car. The car's fuse is removed and 
the unit's terminals are connected across 


car's terminals according to instructions 
accompanying each set. The entire electri- 
cal system of the car is thus protected 
against damage, it is said. This sets up a 
flashing red light in the unit and the needle 
of the detector flips over every 3 to 8 sec- 
onds. The dial or detector, is then lifted 
out of the unit free of any wire connections 
so that it may be moved at will along the 
various wiring channels of the car. Inter- 
vening metal does not interfere in any way 
with the process of finding the short, it is 
said. When the detector comes within an 
inch or so of the short, the dial ceases to 
ter, indi ™ short. 


re , 
+ 





Current Talia 


A generator current indicator 
which allows a check of current 
drawn without removal of the gen- 
erator cable has been introduced by 
Harvey E. Hanson Co., Lake Blvd. 
and Commercial St.. Paw Paw, 
Mich. 


*« a” oe 

Epoxy Adhesive 

Fix’n Patch, an epoxy adhesive 
for use in automotive construction, 
has been introduced by Specialty 
Plastics Co., Epoxy Division, 4010 
Glengyle Ave., Baltimore 15, Md. It 
is waterproof, gasoline proof, non- 
flammable and highly resistant to 
chemical attack, the firm said. 


* og * 


Touchup Paints 


The Aerosol Division, Dupli- 
Color Products Co., Inc., 2440 S. 
Michigan Ave., Chicago 16, IIl., has 
announced the Dupli-Color auto- 
spray touchup assortment for 1960. 
Colors for nine different car makes 
are available, the firm said. 

* _ 


* 





REFLECTOR—The Sunblast is a 6%-inch 
diameter reflector assembly with its own 
socket. It weighs approximately three 
ounces and will handle lamps from 60 to 
300 watts. It contains its own male and 
female sockets and is easily installed. The 
unit directs upward light downward in a 
powerful beam, creating a spot of high 
brightness wherever it strikes, it is said. 
Brite-Beam Co., 1513 E. Court St., Flint 3, 
Mich. 

* 


Truck, Industrial Diesels 


Introduced by Perkins 


A 60 horsepower industrial diesel 
engine and a five-liter diesel have 
been introduced by Perkins En- 
gines, Ltd., Peterborough, England. 


* * 











NEW PRODUCTS 








inder, vertical in-line engine and 
was designed specially for medium- 
range trucks, Perkins said. It is 
called the Perkins Six 305. The 
other unit is a four-cylinder engine 
designed chiefly for fork-lift trucks 
and mobile cranes. 

on +* 


Corvair Frame, Body Tools 


Announced by Bear 


Bear Mfg. Co., Rock Island, IIlL., 
announces the availability of new 
Corvair frame and body tools for 
checking the unitized body and 
frame after damage or collision 
and for checking causes of track- 
ing errors or steering box position 
errors. 

Bear’s Corvair tram and gauge 
set consists of frame centering 

auges, screw-in centering bolts, 
frame gauge extensions, body mag- 
nets, spacer sleeves and telescop- 
ing measuring trams, The center- 
ing bolts provide a means of ob- 
taining direct point-by-point meas- 
urements which otherwise are not 
accessible, and also support the 
frame centering gauges at such 
points. 

According to Bear, the unitized 
body may be checked either with 
suspension parts removed or in- 
stalled. 





TORQUE TESTER—A dead weight beam 
torque tester for rapidly checking calibra- 
tion of various torque tools ranging from 
3 inch-ounces to 150 foot-pounds has been 
announced by Apco Mossberg Co., 100 


Lamb St., Attleboro, Mass. Friction in the 
unit is virtually eliminated through the use 
of precision-made ball bearing pillow 
blocks, it is said. Weighing 5% pounds 
and with two holes in the base for mount- 
ing on testing bench, tester is a balanced 
unit for delivering accurate torque read- 
ings necessary for recalibration of torque 
tools, it is claimed. The aluminum, chrome- 
plated balancing beam is 24 inches long, 
pivoted at the center, and graduated in 
increments of one inch. Removable square 
adapter fits toofs with %4 or %-inch drives. 
Base of the fixture is black crinkle finish. 
a ee 


Spray-On Liquid for Tires 
Said to Increase Traction 

A spray-on liquid for auto and 
truck tires, Liquid Traction, is be- 
ing marketed by the newly formed 
National Development Corp., 4511 
E. Evans Ave., Denver, Colo. 

The product is designed for 
emergencies to help motorists get 
started on ice or hardpacked snow. 

x a + 


Pressure Washer 

A portable pressure washer has 
been developed by Pressure Wash 
Co., 2333 W. Wells, Milwaukee 8, 
Wis. Pressure is sustained at 150 
p.s.i., and the unit delivers a maxi- 
mum of three gallons per minute. 
Cleaning applications include heat- 
ing and air-conditioning cores, coils 
and filters. 


* * * 


Fast-Curing Tread Rubber 


Is Marketed by Dayton 

Dayton Rubber Co., Dayton, O., 
is marketing a fast-curing long- 
wearing tread rubber to retreading 
plants throughout the nation. 

Known as Speed-E-Cure Thoro- 
Tred, the new compound has shelf 
life comparable to conventional 
tread rubber, Dayton said. It cures 
in 36 minutes, ‘compared with 55 
minutes for an average passenger- 
car tire, according to the company. 

Oo” aa * 


Portable Tool Stand 


A portable stand with locking 
drawers for tools and gauges is 
offered by Bay Products, 1835 W. 
Cambria St., Philadelphia 32, Pa. 
The stands are 34 inches high and 





WRENCHES—A set of wrenches design- 
ed for work on fuel line fittings and car- 
buretors is announced by United Motors 
Service Division, General Motors Corp., 
Detroit 2, Mich., as a premium exclusively 
available with the purchase of Rochester 
products. Operating on the patented Cam- 
Loc principle, the double-end ratchet 
wrenches grip nuts or fittings at five points 
to equalize torque and prevent nut dam- 
age. The Cam-loc wrenches will not mar 
the softest tube fittings and are ideal for 
aluminum, brass or plastic nuts and bolts, 
it is said. Wrenches covering four nut sizes 
—¥, x7/16-inch and 2 x 9/16-inch—are 
packaged in a plastic case together with 
a %-inch square-drive socket adapter. 

a 


Cordovan Low-Profile Tire 
To Be Sold in Chain Stores 


Cordovan Associates, Inc., 333 W. 
First St., Dayton, O., is offering its 
Low Profile Jet tire for chain-store 
distribution. 

The company said the tire is de- 
signed for high-speed cars and 
turnpike driving. 

. * + 


Rubber Lubricant 


“Prestone” rubber lubricant is ex- 
cellent for mounting and demount- 
ing tubeless tires and tires with 
tubes, helps prevent bead damage 
and eases bead seating, according 
to Union Carbide Consumer Prod- 
ucts Co., division of Union Carbide 
Corp., 30 E. Forty-second St., New 
York 17, N. Y. 


+ 


Portable Crane 
A multiposition high lift portable 
crane has been announced by 
Thern Machine Co., 3760 W. Fourth 
St., Winona, Minn. With mast and 
boom fully extended, the “High 
Boy” will lift weights up to 750 


* * 


pounds to a height of 14 feet, the 
firm said. 





BEARING PULLER-INSTALLER—An_ im- 
proved flange-type, rear axle bearing 
puller-installer set has been announced by 
Owatonna Tool Co., 314 Cedar St., Owa- 
tonna, Minn. A slotted adapter plate (OTC 
No. 965) has been added to the set which 
contains a “bridge” tool and three special 
pulling attachments of various sizes to per- 
mit easy removal or installation of bear- 
ings without danger of d ging shaft, 
flange and component parts, it is said. Dur- 
ing the removal of bearings the “bridge” 
tool and special pulling attachment are 
used with the slotted adapter plate which 
bolts securely to the flange and absorbs 
the pulling pressure, thus protecting the 
flange from bending. During the instalia- 
tion of bearings, only the proper size spe- 
cial pulling attachment is. used, it is 
claimed, 





. 


* 


All-Car Frame Lift 
Offered by Weaver 


A new swivel arm single post 


2 


U. S. or foreign car or small pick- 
up truck, has been announced by 
Weaver Mfg. Co., Springfield, Il. 

There are three models available 
—air-oil operated-semi-hydraulic, 
air-oil operated-full hydraulic and 
electric oil operated-full hydraulic. 

* * a 


Conversion Kits Provide 


Automatic-Choke Heater 


Two products designed to over- 
come the problems of cold-weather 
starting, stalling, etc. have been 
introduced by Perfection Automo- 
tive Products, 925 W. Elizabeth, De- 
troit, 1. 

The first is a universal auto- 
matic-choke heater kit which is 
designed to insure a constant flow 
of warm dry air to the carburetor. 
The second is a universal hand- 
choke conversion kit which con- 
verts automatic chokes to hand 
choke control. 

* 


Dry White Lubricant 


A greaseless, stainless, odorless 
dry white lubricant formulated 
specially for household use has 
been announced by Panef Mfg. Co., 
116 E. Walnut, Milwaukee, Wis. 
Packaged in a plastic puffer dis- 
penser, Lub-A-Lite may be applied 
to any moving part to stop squeak- 
ing, sticking or binding without 
staining or damaging the material, 
the company said. 

+ * 


* * 


* 





ELECTRIC SHEAR—A hand-held electric 
shear that weighs 6% pounds and will slice 
its way through 30 feet per minute of No. 
18 gauge cold-rolled steel has been an- 
nounced by Black & Decker Mfg. Co., Tow- 
son 4, Md. Identified as the No. 18 Shear, 
the tool is designed to deliver 2,500 cutting 
strokes per minute under full load. 

“ja eS 


Lightweight Tarpaulins 


Are Offered by Herculite 


Lightweight, strong coated syn- 
thetic tarpaulins for trucks are 
being marketed by Herculite Pro- 
tective Fabrics, Newark 7, N. J. 

The tarpaulins are made of a 
fabric called Herculite Road, a 
Hypalon coated nylon material. 
Herculite said the covers are one- 
third the weight of conventional 
tarpaulins and can be installed or 


removed by one man. 
* * * 


Logo Wrinkle Finish 

A wrinkle finish designed for use 
as a base coat for vacuum metal- 
lizing on metal stampings and cast- 
ings has been developed by Bee 
Chemica] Co.’s Logo division, 12933 
S. Stony Island Ave., Chicago 33, 
Ill. It is marketed as Logo Wrinkle 
EA-616. 


Cutting Torches 


Air Reduction Sales Co., 150 E. 
Forty-second St., New York 17, 
NY Y., has announced injection-type 
hand cutting torches designed for 
use with propane and natural gas. 
Known as the Airco 2000 Series, the 
torches have an “ease-on” cutting 
oxygen valve which allows smooth 
and gradual oxygen flow, the firm 
said. 


* 


* * * 


Tipped Tool Bits 


A line of Mastertool carbide-tip- 
ped tool bits has been announced 
by Klopp Engineering, Inc., 35551 
Schoolcraft, Livonia, Mich. 


* * * 


Circular Slide Rule 
General Industrial Co., 1788J 
Montrose Ave., Chicago 13, IIl., has 
introduced a pocket-size circular 
slide rule. Operation of the rule is 
simple and the results are accurate, 











CARBURETOR FLOAT VALVE—A carbure. 
tor float valve replacement for needle and 
seats has been announced by Parker Bros,, 
326 W. First St., Tulsa 3, Okla, Installed in 
the carburetor bowl, it stops flooding from 
high fuel pump pressure, smooths idling 
and boosts gas mileage in any car or truck, 
it is claimed. Parker's design, using a neo- 
prene valve with a smooth flat seat, per- 
mits instant response to the slightest vari- 
ation in float level, it is claimed. Whereas 
the needle valve requires a long drop to 
get the needle out of the orifice and open 
the valve wide, fluctuations as small as 
-020-inch open the patented “Master” valve 
wide for controlled flow. The Master Float 
Valve produces very little “lean out" at 
high speed, it is said. 


Reproduction Method 


Is Introduced by Eastman 


Eastman Kodak Co,, 343 State 
St., Rochester 4, N. Y., hag intro- 
duced the Ektalith method, by 
which it said inexpensive paper 
masters for offset reproduction can 
be made photographically with a 
standard copying camera and run 
on standard duplicating equipment 
in a normal office situation or pro- 
duction department. 

In two minutes this method can 
produce a master from practically 
any type original—printed, typed, 
written or drawn on opaque or 
translucent paper—in enlarged, re- 
duced or same size, Eastman said. 


Tire Degraiing Checked 


Developed by Naugatuck Chem- 
ical Division, United States Rub- 
ber Co., 1230 Avenue of the Ameri- 
cas, New York 20, N. Y., Flexzone 
3-C is said to increase the tread- 
cracking resistance of truck tires 
more than four times, and hold 
cracking in passenger tires down 
to a point where damage is neg- 
ligible. 
* * . 

Molding, Dipping Product 
Dennis Chemical Co., 2701 Papin 
St., St. Louis 3, Mo., announces 
availability of Denflex Plastisol No. 
9218, formulation for rotational and 
slush molding, and for hot dip coat- 
ing of metal parts, 

* ” 


* 





TACHOMETER—The Instrument Division, 
Stewart-Warner Corp., 1826 Diversey 
Pkwy., Chicago 14, Iil., has announced @ 
series of electric tachometers for use of 
cars and trucks having six or 12-volt dis 
tributor ignition systems. The 100" Series 
tachometers are for four, six and eight 
cylinder engines, with 0-5,000, 0-6,000 and 
0-8,000 r.p.m. face dial scales. The tach- 
ometer employs a sturdy d'Arsonval jewel 
ed meter, in a weatherproof, rust-resistant, 
magnetic shielded case. The chrome-bezel- 
led case is 3-11/32 inches in diameter, 
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and 1% inches from back of bezel to back 
of case. The face dial is black, with while 
numerals and pointer, and has indired 











are availabie with 18-by-30-inch or 





The five-liter unit is a six-cyl- 


24-by-35-inch tray sizes. 


frame lift, designed to handle any 


the firm said. 
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Keen Competition Seen in U. S. Entries... 





Import Dealers View Compacts 


(Continued from Page 6) 
“Should sell well, but doesn’ t 
seem to be doing too well.” | 
“In my book, sales should taper) 
off.” 


* * * 


Rambler 


“Rambler is an all-around good 
automobile and will be with us for 
a long time to come.” 

“It’s still a Nash. Has never given 
us too much competition.” 

“Good car for the money. Peo- 
ple are buying this car and will | 
continue.” } 

“Not giving economy, being over- 
loaded with accessories.” 

“Good car. Will lose penetration 
because of Big Three.” 

“Good, sound approach. Clean, 
but not exciting.” 

“Too much ornamentation.” 
“Better this year now that they 
trimmed the fins some.” 

“The sleeper of the decade. 
Should be good for many more 
years.” 

“Good, but will 
mileage claimed.” 

__ “Has _the most long-range po- 


Rubber Concerns 
Fined $177,500 


NEW YORK.—Federal Judge 
Gregory F. Noonan has fined the 
Rubber Manufacturers Assn. and 
10 members a total of $177,500 for 
violations of the Sherman Antitrust 
Act. The defendants were allowed 
to plead no contest. 


The defendants were charged 
with conspiring in unreasonable re- 
straint of trade to fix prices in the 
flat belting industry. 

The defendants and the fines fol- 
low: 

RMA, $10,000; B. F. Goodrich 
Co., $35,000; Goodyear Tire & Rub- 
ber Co., $35,000; U. S. Rubber Co., 
$35,000; H. K. Porter Co., $10,000; 
American Biltrite Rubber Co., 
$10,000; Lee Rubber & Tire Corp., 
$15,000; New York Rubber Corp., 
$7,500; Raybestos-Manhattan, Inc., 
$7,500; Hewitt Robbins, $7,500, and 


not give gas 





tential. Good price, good looks, 
good economy and service. Has 
years’ head start on the market, 
too.” 

“Good car, good sales and good 
dealer program. However, it has 
reached its peak.” 

“When people think of an Amer- 
ican ‘small car,’ they think of 
Rambler.” 

“Poor styling, good quality.” 

“Best of the compacts.” 


* * * 


Valiant 


“Best of the lot. Sharp styling 
and good quality.” 

“Too large, Poor gas mileage.” 

“The unit-constructed body 
should boost sales.” 

“Not pleasing to look at.” 

“I think this is the greatest! 
If Chrysler Corp. can stay free of 
strikes, look out!” 

“Not a small car. Looks like a 
copy of various Studebakers, both 
past and present.” 

“Looks good.” 

“Looks bad. Copied Lark grille.” 

“The best of the compacts, but 
still overpriced.” 

“Best looking, probably best 
mileage. Being Chrysler product 
will hurt it the most.” 

“Too high-priced for second car.” 

“Excellent.” 

“They are already saying they 


Banks Note Rise 


In Delinquencies 


NEW YORK. — Delinquencies on 
auto loans from banks increased 
substantially in September, a sur- 
vey by the American Bankers Assn. 
shows, 

Of loans obtained directly from 
banks, .81 percent were delinquent 
on Sept. 30, compared to .71 percent 
on Aug. 30 and .81 percent on Sept. 
30, 1958. 

Of loans obtained through auto 
dealers, 1.32 percent were delin- 
quent on Sept. 30, compared to 1.19 
percent on Aug. 30 and 1.46 percent 








Hamilton Mfg. Corp., $5,000. 


on Sept. 30 of last year. 








Obituaries 








(Continued from Page 2) 


broken glove compartment lock, 
antinoise gadgets and an automatic 
flow-meter which measures the 
number of gallons consumed by a 
car or truck by the mile or by the 
hour. 

* + + 


Thomas A, Williams 


NORTH WILKESBORO, N. C.—Thomas 
Hobert Williams, 59,.owner and operator 
of Williams Motor Co. since 1932, died 


Nov, 12. 
+ * . 


Gilbert G. Foster 
NORTH WILKESBORO, N. C.—Gilbert 
G. Foster, 56, of Moravian Falls, N. C., 
an auto dealer and salesman here for many 
years, died Nov. 13 of injuries sustained 
in an automobile accident. 
* * * 


Bernard T. Haus 
BRATTLEBORO, Vt.—This state, whose 
increasing suicide rate is causing much 
concern among officials, had one of its 
most bizzare cases of self-destruction Nov. 
12. Bernard T. Haus, 36, auto dealer here, 
turned on the motors of 10 automobiles 
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at his agency and inhaled carbon monoxide, 
police reported, 
* * * 


Wayne V. Orr 
COLORADO SPRINGS.—Wayne V_ Orr, 
63, vice-president of Marksheffel Motor Co. 
(Dodge), died Nov. 11. He was a past 
president of the Colorado Automobile Deal- 
ers Assn. 


* * * 
Orville R. Williams 
JACKSONVILLE, Fla.—Orville Raiford 
Williams, a former Jacksonville automobile 
dealer, died Nov. 13. He operated a Buick 
dealership here until last February when 
he retired from the automobile field to 
go into the finance business. 
* * * 


James J. Landis 
OLNEY, Ill.—James J. Landis, 65, for- 
mer Chevrolet and Buick dealer here, died 
Sept. 23 after suffering a stroke, 
* * * 


George A. Howerton 
SUFFOLK, Va.—George A. Howerton, 
77, former part owner of Godwin Motor 
Co., died Nov. 5. 
* * * 


Anson F.. Barber 
MONTPELIER, Vt.—Anson F_ Barber, 
58, an auto dealer here for 18 years and 
former mayor of Montpelier and member 
of the Vermont legislature, died Nov. 11 
at Georgetown University Hospital, Wash- 
ington, following heart surgery. 
* * * 


Frederic Chevers Williams 
TORONTO.—Frederic Chevers Williams, 
58, a former vice-president of Studebaker- | 
Packard of Canada, died Nov, 10. He was 
a director of Europa Cars at the time of 
his death, Mr. Williams joined Packard 
in 1937, became Windsor plant manager in 
1939 and general manager of the firm's 
Canadian operations in 1946. 
* * ao 


Rev. Clarence L. Haines 
ALLIANCE, O.—The Rev, Clarence L. 
Haines, an auto dealer here from 1910 until 
1932 and an ordained minister in the De- 
ciples of Christ since 1945, died here Nov. 
15 at the age of 76. He had also operated 
a barber shop here. 
* 


* 
George B. Walker 

PHILADELPHIA, — George B, Walker, 
70, owner of Walker Cadillac Co., Jenkin- 
town, for 36 years, died Nov. 14, His hobby 
was cabinet making and he often repro- 
duced famous antique pieces. 

* * * 


Lester R. Coxwell 
LEESBURG, Ga.—Lester R. Coxwell, 67, 





operator of Leesburg Auto Co., died of a 
heart attack Nov. 9. 


have the biggest small car on the 
market, I don’t care for the styl- 
ing.” 

“One of the better looking of the 
compacts.” 


2 Station Wagons 
Added by Toyopet 


LOS ANGELES, — Two Toyopet 
Crown Custom station wagons now 
are available in the U. S., according 
to Toyota Motor Distributors, Inc. 

The two-door wagon has a port- 
of-entry price of $2,111, and the 
four-door model is priced at $2,211. 

Toyopet dealers also offer a 
Crown Custom four-door sedan at 
$1,999 and a Toyota Land Cruiser 
four-wheel drive vehicle at $2,930 
with canvas top and $3,365 with 
steel top. 








For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 





Dealer Council 


For Dodge Meets 


DETROIT.—The semiannual 
meeting of the national committee 
of the Dodge Dealers Advisory 
Conference, representing the more 
than 3,000 dealers throughout the 
country, will be held at the Whit- 
tier Hotel here Nov. 30-Dec. 2. 

Louis J, Ouellette, Dodge direc- 
tor of dealer relations, said the 





purpose of the session is to discuss 
plans for dealer merchandising and 
retail sales promotion programs, 
and to elect national officers for 
1960. John Lander, Atlanta, is in- 
cumbent chairman of the national 
committee. 

M. C. Patterson, Dodge general 
manager; W. J. Bird, assistant gen- 
eral manager, and John B. Naugh- 
ton, general sales manager, will 
address the conference. 








ADVERTISEMENT 
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“THE ‘BEST BUY’ WE HAVE MADE THIS YEAR!” is how Kelt Chev- 
rolet, Grants Pass, Oregon, rates their Childers Carports. “Childers Car- 
ports are a definite advantage to us in displaying and merchandising our 
used cars in all kinds of weather. We are 100% satisfied with our invest- 
ment!” Turn to page 39 for news on bow Childers Carports will earn extra 


profit for you. 





NEW 





for the CORVAIR 


Every Chevrolet Service Department 


Needs this great combination!... 


Ausco’s new Corvair Engine and Power Train Adapter and 
the heavy duty D-8200 Transmission Handler provide 

the fastest, safest and most convenient means 

for removing and replacing the Corvair rear 
engine, differential and transmission as a 
single unit as specified in the 


Corvair Shop Manual. 





REMOVES AND 
REPLACES 
COMPLETE 
CORVAIR 

ENGINE AND 

POWER TRAIN 








eSupports complete 
power train at engine 
pan rail as recom- 
mended in Corvair 
Shop Manual. 


e@Provides controlled 
lowering to avoid dam- 


age to components when tight 
clearances are encountered. 


@ Repairs to power train can be made 
while on the jack. Positions engine 
and power train at comfortable 
bench height for all servicing and 
dismantling operations except 


complete overhaul. 


e@ Sturdy, safe and steady with 
ample capacity. Long overhang of 
power train will absolutely not 
cause tipping. 






















Suggested 
Dealer Price 
Corvair Adapter 
and Transmission 
Handler. 












@ The Ausco D-8200 Transmission Handler is itself a versatile 
piece of equipment that speeds up many jobs. Handles car 
and truck transmissions, differential, front and rear axle units 
weighing up to 2000 Ibs. with ease, speed and complete safety. 


@ Does not tie up twin post or other special lifts. 

No need for special. height garage horses. 
... Use only shop crane or chain lift and regular 
garage horses to lift and support chassis 
during removal and replacement. 





Write for complete information on the 
Corvair Engine and Power Train Adapter 
and other Ausco lifting equipment: 


St. Joseph, Michigan 





AUTO SPECIALTIES 
MANUFACTURING CO. 
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Three-Quarter Return Is 1.8 Percent... 





Dealer Profit Best Since 1955 


(Continued from Page 1) 
figures on the fundamental operat- 
ing ratios with those for the first 
half, NADA noted a $23-per-new- 
car increase in overall gross profit. 

* * * 
cs ieseply was primarily due to a 
higher proportion of service 
sales, which normally produce a 
considerably higher gross than car 
sales,” it was explained. 

“This gain was more than offset 
by an increase of $33 per car in ex- 
penses, $27 of which was spread 
throughout the fixed expense group. 

“The ratio of gross new 
and used car sales remained un- 
at 9.5 percent, With car 
selling expenses deducted, ve- 
hicle gross absorbed 45.7 percent 
of fixed expense.” 

Looking ahead, NADA saw an 
uncertain future for dealers in the 
fourth quarter. Production lost due 
to the steel strike must be made 
up and the place of the new com- 


pact cars in the new-car market ~ 


and their effect on the used-car 
market must be determined, NADA 
stated. 


+. * . 

association said the car 
shortage improves the outlook 
“for a satisfactory and profitable 

cleanup of the remaining ’59s.” 
NADA added, “In the absence of 
more reassuring signs than are ap- 
parent as this is written, it would 








appear that most dealers would be 
willing to close out the year with 
their nine months’ profits intact.” 
The average dealer showed a 

gross profit of $744 per new unit 

sold in the first nine months of 

this year, compared to $819 in the 

like period of last year. All profit 

totals include income from fi- 

nance reserves. 


Variable selling expenses amount- 
ed to $184 per unit this year, down 


Willys Earnings 
Near $8 Million 


TOLEDO.— Willys Motors re- 
ported a profit of $7,979,000 for the 
first nine months of 1959, up from 
the $2,073,000 earned in the like 
period of last year. 

Third-quarter earnings were $2,- 
671,000 this year and $1,364,000 last 





ar. 
The totals cover profits before 
intercompany and other interest on 
long-term debt. 


McGlone’s Shop Burns 
DETROIT.—A $100,000 fire hit the 
body shop of Paul McGlone Chevro- 
let here last week. The shop man- 
ager and another man were injured 
and 19 cars were damaged. The 

loss was covered by insurance. 











TAKES THE PUZZLE OUT OF 
POWER BRAKE REPAIR 


step-by-step instructions in every repair 
kit saves time and labor...puts PROFITS 


in your pocket ! 





AUTOMOTIVE CORP 





MIDDLETOWN, 





EIS Power Brake Parts are 
built by brake parts specialists 
That's what makes <— 


EIS 


CONN 














“SALES HAVE INCREASED SINCE INSTALLING CHILDERS CAR- 
Lag S$,” reports R. L. Reising Sales, Inc., Beecher, Ill. “Childers Carports 


have cut washing 


and maintenance costs in half. The materials in Childers 


are of Ben Hew quality and the carports are inexpensive to install. 


ts 
Ligh ber ae been added for an attractive display at nig 


” See page 39 for 





from the $210 last year. Operating 
expense totalled $470 per unit this 
year, well below last year’s nine- 
month average of $615 per unit. 
* + * 

Lee expenses totalling $654 per 

unit this year, the average 
dealer showed a profit of $90. In 
the first nine months of last year, 
expenses totalled $825, leaving the 
average dealer with a loss of $6 
per new unit sold. 

There was some variation in 
the dollar profit of dealers in dif- 
ferent volume classifications this 
year. Group I, dealers selling 1 to 
149 new units in 1958, showed a 
profit of $92 per new unit sold, 
Group II, from 150 to 399 new 

units sold last year, had the poorest 
showing with an average profit of 
$83 per unit. Group III, from 400 to 
749 new units sold, had the best 
results—a profit of $97 per new unit 
sold. 

Volume operators in Group IV, 
those who sold 750 or more new 
units in 1958, showed an average 
profit of $86 per new unit sold, 

*. * * 


WHEN dealers’ expenses in the 
first nine months of this year 
are compared item-by-item with 
those for the like period of last 
year, all of this year’s expenses, 
except one, are below those for last 
year. This is true both in dollar 
terms and in terms of the percent- 
age of the sales dollar that was 
consumed by each expense. 

The exception was employe 
bonuses, This year, bonuses have 
amounted to $6.98 per new unit 
sold or .14 percent of total sales. 
Last year, bonuses consumed 
$4.72 per new unit sold or .09 per- 
cent of sales. 

An increase in inventories can be 
noted when figures for Sept. 30 of 
this year and last are compared. 
The average dealer had a stock of 
12.8 new cars and 2.9 trucks (in the 
case of truck dealers) on Sept. 30 
of this year. This was equal to a 
27.7-day supply. 

A year earlier, the average dealer 
had 8.0 new cars and 1.9 trucks in 
stock. This was termed a 26.4-day 
supply. 

* * 


EFLECTING the decline in 

gross income, washout gross on 
new and used units combined fell 
from $406 per new unit sold in the 
first nine months of last year to 
$399 per unit this year. 

The used-car inventory on 
Sept. 30 was said to be good for 
31.8 days of selling, compared to 
29.6 days a year earlier. 

Prices are on the upswing in the 
used-car market. The average sell- 
ing price of used units was $848 in 
the first nine months of this year 
and the average unit in stock on 
Sept. 30 cost $782. A year earlier, 
the average unit had sold for $785 
—— the average unit in stock cost 

59. 


In the first three quarters of this 
year, 1.61 used units were sold for 
each new unit sold. A year ago, 
1.96 used units were moved for 
each sale of a new vehicle. 

_ & 


TH! average dealership had $389 
in parts sales (accessories not 
included) per new unit sold in the 
first nine months, down from the 
$476 in the like period of last year. 
Gross profit on this business was 
down from 30.7 percent in the first 
nine months of last year to 29.9 
(Continued on Page 44, Col, 4) 
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How Dealers Are Faring 


(Taken from report by NADA Business Management Committee) 


Group I 


Group I ..... 
Group III .. 
Group IV .... 


Industry 


Average .. 


Group I 


Group II .. 
Group IIL .. 
Group IV .... 


Industry 
Average 


Group I 
Group IL .. 
Group IIL .. 
Group IV .. 
Industry 
Average 





(Includes labor, parts and all other service and stockroom sales, 


Industry Average 
* The percentage of operating (or fixed or semifixed) expense covered by gross profit 
from all service and parts operations. Officers’ or owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 


On Sales, Profits 


FIRST NINE MONTHS, 1959-1958 


New Cars and Trucks 
peste Per Dealer 


Total Service Sales 
except accessories with new vehicles.) 


Average Sales Percent of 
Per New Unit Gross Profit 
Retalled to Sales 
9 Mos. 9 Mos. 9 Mos. 9% Mos. 
1959 1958 1959 1958 
$949 $1,248 32.7 32.4 
825 1,054 35.0 34.9 
sities 752 875 35.1 36.1 
592 694 34.8 35.5 
832 1,050 33.9 34.0 


New Cars Used Cars 
and Trucks and Trucks 
9 Mos. 9% Mos. 9 Mos. 9% Mos 
1959 1958 1959 1958 
53.5 48.5 28.5 30.0 
56.8 51.6 27.2 29.4 
59.2 56.1 25.6 26.5 
63.0 59.8 23.1 24.1 
pee 56.5 51.9 27.0 28.6 


Days’ Supply Washout Gross 
Cars (Per truck Dealer) Cars and Trucks on New, Used 
Sept. Sept, Sept. Sept. Sept. Sept, Units Combined 
30 30 30 30 30 30 Sept, 30 Sept. 30 
1959 1958 1959 1958 1959 1958 1959 1958 
on Oe 5.4 1.9 1.6 33.2 33.6 $426 $435 
21.8 12.2 4.5 2.3 28.4 25.8 420 439 
31.8 19.7 9.3 3.6 21.6 18.0 364 374 
58.3 38.9 14.6 5.4 17.6 17.3 322 301 
12.8 8.0 2.9 1.9 27.7 26.4 399 406 
Used Vehicles 
Average Cost 
Ratio Used-Unit No. Days’ Supply Per Used Unit 
Per Unit Sales to New in Inventory in Inventory 
9 Mos 9 Mos, 9 Mos. 9Mos. Sept. 30 Sept. 30 Sept. 30 Sept. 30 
1959 1958 1959 1958 1959 1958 1959 1958 
..$803 $752 1.87 2.32 38.6 37.0 $728 $706 
890 810 1.57 2.02 29.8 26.6 810 804 
917 834 1.38 1.60 22.4 19.2 947 878 
846 812 1.16 1.27 18.1 16.3 915 952 
848 785 1.61 1.96 31.8 29.6 782 759 
Parts 
(Accessories Not Included) 
Average Sales Percentage of Number Months’ Annual 
Per New Unit Gross Profit Supply in Turnover of 
Sold to Sales Inventory Investment 
9 Mos. 9% Mos. 9 Mos. 9% Mos. 9 Mos. 9% Mos. 9 Mos. 9 Mos. 
1959 1958 1959 1958 1959 1958 1959 1958 
..$431 $545 30.9 31.4 5.0 5.7 2.4 2.1 
382 483 29.7 30.5 4.0 4.3 3.0 2.8 
373 417 28.8 30.5 3.7 4.0 3.3 3.0 
295 336 27.3 27.7 3.3 3.5 3.6 3.4 
389 476 29.9 30.7 43 4.9 2.8 2.5 
Customer Labor Sales 
Average Sales Percentage of Gross 
Per New Unit Sold Profit to Sales 
9 Mos. 9 Mos. 9 Mos. 9 Mos. 
1959 1958 1959 1958 
dcnivsatiiiaaminaitiees $287 $377 41.5 39.4 
357 45.9 44.3 
299 47.3 47.3 
ssdeskibaaghadsiceintytaienennonniis 187 237 48.9 48.3 
scencncmmenniin 256 338 44.4 43.0 


*Percentage of 
Service 
Absorption 
9 Mos. 9% Mos. 
1959 1958 
59.3 57.0 
59.5 58.7 
60.2 58.7 
64.4 59.3 
60.0 58.1 


Total Service 
and Parts 

9Mos. 9% Mos. 
1959 1958 
18.0 21.5 
16.0 19.0 
15.2 17.4 
13.9 16.1 
16.5 19.5 








How Dealers 








Fared on Expenses, Profits 


Eprror’s Notre: The following figures are taken from the NADA bulletin, “Operating Averages for 
the Automobile Retailing Industry.” 


FIRST NINE MONTHS, 1959-1958 
OPERATING PROFIT BEFORE TAXES 


* Groups are based on the volume of 1958 retail deliveries of 
Group II, 150 to 399 units; Group ITI, 400 to 749 units, and Group IV, 750 units and more. 


*Group I Group II Group UI Group IV Industry Average 

Pet. Total Sales Pct. Total Sales Pct. Total Sales Pct. Total Sales Pct. Total Sales 

9 Mos. 9% Mos. 9 Mos. 9 Mos. 9 Mos. 9Mos. 9Mos. 9Mos. 9Mos. 9 Mos. 

1959 1958 1959 1958 1959 1958 1959 1958 1959 1958 
TOON, TATE . .n..ccccccsncccscesicecsece 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 
GROSS PROFIT ......... 49 154 15.0 15.6 146 148 13.5 141 14.7 152 
Selling Expense ............. 3.3 3.5 4.0 43 3.38 41 4.0 4.1 3.6 3.9 
Operating Expense 99 122 94 113 89 10.7 15 9.7 93 114 
TOTAL EXPENSE .................... 13.2 15.7 134 15.6 RI M8 115 138 29 153 
OPERATING PROFIT 

Including Finance Reserve... 17-3 1.6 0 19 0 2.0 3 18 -—.1 


new cars and trucks as follows: Group I, 1 to 149 units; 
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. Soto Quality Dealer Don Naylor KtEl BROS MO 
ees New Sales Record in 1960 Soto Plymouth seer 
, ee) be 










ie Soto dealer Allan R. Crocket expects the 
rst year to be one of his biggest, because 


“The "59 De Soto is undoubtedly 
the best-quality car we've had” 


It pays to bea 


DE SOTO 


De Sete promotion: mere than window banners 


Sweetest running cor lve ever driven 


DEALER! © a 


vS TO BE A 


DE SOTO DEALER! 





~ | -_ “| sell the biggest 
name in Bradenton’ 














Says Morris E. Cox, De Soto deal 





e fres , ! “Al decided hi | 
“These = ty my rspet in Bradenton, Florida Z es a future is right 
they cays De S0t0 dealer Dean Anderson, of Provo tao hoe Mem Bs ) : Sa : 23 “ 9 ar a nahn ti De ¢ Sato" 
DESOTO D paste tain * 


rave 70 ** 4 soTO DEAL 








Take a close look at these men. They’re 

men in big cities and small—in California and 
Massachusetts—in the north and in the 
south—new dealers and dealers who have 


been with De Soto more than 20 years. t 0 ay S t 0 h Q q 


They have two things in common: (1) They 


sell De Soto (2) They make a nice living at it. DE SOTO DEALER 


As these men say ..- - 
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Three-Cylinder Saga... 





Saab to Broaden U.S. Distribution 


(Continued from Page 2) 


interior city in which Saab builds 
the hot jet, Draken, are driving 
in a Ford sedan, and many Ram- 
blers are used as taxis. 

Saab is going national in the 
U. 8S., although, according to Holm, 
the introduction of the car into new 
areas will not be pushed ahead of 
Saab’s ability to do a good job in 
building dealer organizations and 
preparing for parts distribution. 
For example, it may take more 
than a year to get into the Califor- 
nia market. 

Ralph Millet, president of the 
U. 8S. Saab organization, indicated 
that probably the next move would 
be into Texas, possibly through a 
distributor in Houston. So far, Saab 
in this country has set up its own 
wholesale organization. Distribution 
started in New England, spread to 
the Midwest and then into Florida. 

* * * 


ALPH MELLDE, who is chief 
engineer in charge of engine 
research and who drives like he 
Was weaned on the race track, said 
that SAAB has two systems for 
controlling car quality. 
The production department car- 


ries on an inspection program cov- 
ering parts from suppliers, running 
control of parts and units produced 
by SAAB, assembly inspection car- 
ried on according to fixed check 
lists, road test and approval of car 
for delivery. Some parts, like those 
relative to safety (steering, brak- 
ing, etc.) are checked 100 percent. 

An independent check is made by 
selecting a minimum of five cars a 
week after they are approved for 





U. S. Compacts to Compete 
With Imports at Sebring 

SEBRING, Fla. — A competitive 
test of the new American compact 
cars against imports of same size 
will be staged here Dec. 12 in a two- 
hour road race prior to the running 
of the Sebring Grand Prix. 

The compacts will be divided in 
two classes—under 2.8 liters engine 
displacement and costing no more 
than $3,000 f.o.b. factory, and 28 
to 4.5 liters, not exceeding $5,000. 
Falcon, Corvair, Valiant, Lark and 
Rambler models will be matched 
against the European products 
from the tiny Fiat to the Jaguar 
3.4 liter sedans. 















BILE 





‘ AUTOMO 


you 
throug: al i 


If you handle Pontiac, Olds, Buick, DeSoto, Dodge, 
Mercury, Chrysler or other lines in this class, Detroit’s 3 
compact cars are going to intensify the problems al- E: 
ready posed by imported and American economy cars... 3 

YOU'LL NEED A GOOD, LOW-PRICED 


CAR TO STAY COMPETITIVE! 


A timely and Important Invitation to 





the entire ee 






DEALERS 


Seaboard 
a sg at 











We invite your consideration of the SKODA. This fine car, 


priced from $1575, has many, many 
only in higher priced cars. 

© 54 H.P. All-Aluminum Engine 
© Dual’ Carburetors 

¢ A solid 2,050 Ibs. 


nce for full details. 


AMSKO DISTRIBUTORS 


IMPORTERS & DISTRIBUTORS OF THE SKODA AUTOMOBILE 


30-15 35th Ave., Long Island City, 


© 94% inch wheelbase 
e 40 Miles per Gallon 

e Vinyleather interiors ™ 
We have an exceptionally interesting proposition for aggres- i 
sive, foresighted, ethical dealers, Phone or write in complete 


features usually found 


— 


1 se 
—~ eee ¢ 
<n aie anionic 


N. Y. EMpire 1-8860 














ADVERTISEMENT 








“FRIENDS AND CUSTOMERS ADMIRE OUR CHILDERS CARPORTS,” 
writes Nagle Motors, Inc., Pottstown, Pa. “For a long time we felt that 
too many of our vebicles were being exposed to the elements. But now our 
automobiles are sheltered and protected by Childers Carports. Several of 
our omy competitors are considering purchasing Childers Carports.” 


See page 39 


delivery, These cars are subjected, 
Mellde said, to a scrupulous inspec- 
tion, which includes about 150 
points, and covers everything from 
the general tightness of the car to 
the tightness of screws. The check- 
list is based on claims from cus- 
tomers as well as upon results of 
cars participating in competitions. 

Three to four times a year the 
engineers choose a car at ran- 
dom from production and drive it 
night and day for 30,000 miles. 

Findings from this run are re- 
corded for the benefit of the pro- 
duction and inspection depart- 
ment. 

Manager of the quality control 
department is also manager of the 
motor-car laboratories. Mellde said 
the reason for this arrangement is 
that there is no one in the works 
who knows as well as he the re- 
quirements of a car. 





Consent Decree 
Bars ‘Imitation’ 


Of Truck Body 


ST. LOUIS.—Under a consent de- 
cree approved by Federal Judge 
George E. Moore, Andrews Indus- 
tries, Inc., has agreed to discontinue 
production and sale of truck bodies 
“imitative in character” to those 
built by J. B. E. Olson Corp. 

Olson’s suit charged that a for- 
ward-control body made by An- 
drews was a “confusing imitation” 
of Olson’s Kurb Side aluminum de- 
livery body, and infringed Olson’s 
“proprietary rights” to the design. 

The consent decree also enjoined 
Andrews from producing the imita- 
tive truck bodies and its agents 
and employes from selling them in 


| the future, 


Comprehensive pretrial testimony 
had been taken and the case was 
ready to go to trial when the con- 
sent decree was agreed upon and 
approved, Judge Moore said. 

One industry observer said the 
decree “may prove to be a mile- 
stone in protecting creator’s rights 
and in deterring confusing imi- 
tations.” 


Firm Asks Return 
Of 5 Popovic Cars 


CLEVELAND. — Mutual Finance 
Co. has filed briefs in the Court of 
Appeals arguing that Mutual should 
have retained possession of five 
cars purchased from the defunct 
N. J. Popovic auto dealership, The 
cars were turned over to their pur- 
chasers by a Common Pleas Court 
ruling. 

The two briefs were the first in- 
volving 18 cases ruled on last July. 
Mutual argues that it is the right- 
ful owner of the cars because it 
held title to them. 

Nicholas J. Popovic, dealership 
president, and Bert Winston, Mu- 
tual president, were indicted on 
auto title fraud charges in actions 
growing out of the collapse of the 








dealership. 





SAAB Dedication— 


Tryggve Holm, left, president of Saab, 
helps cut the ribbon at the dedication of 
the new Saab assembly factory at Troll- 
hattan. At the same time, Holm announced 
a new expansion program to again dou- 
ble production. New goal is 60,000 cars a 





year by 1963. 


Engine Gadget 
Said To Cut Smog 
Produced by Cars | 


SAN FRANCISCO.—A new auto. 
motive fuel-injection and combug. 
tion system which reportedly cuts 
smog-producing emissions by two. 
thirds has been devised by Ralph 
M. Heintz, a wealthy, retired en- 
gineer. 

He claims it can be added to any 
existing engine for $150 to $300 ang 
that it won’t cost a cent to build 
it into new engines. According to 
Heintz, it increases mileage and 
makes it possible to operate the 
engine on almost any cheap fuel. 

Heintz says his “Ram Stratj- 


gasoline engines to operate effici 
ently on a fuel-lean mixture, like 
diesel engines. He developed the 
system working on a junked Chrys. 
ler V-8. 

He removed the spark plugs from 
the engine and substituted a “pre. 
combustion cup” with a nozzle end 
facing into the combustion cham- 
ber. He fed fuel and air continu- 
ously into the main combustion 
chamber and into the precombus- 
tion cup, which has an ordinary 
spark plug set in it. 


charge Combustion System” enables + ] 





Dealer Profit of 1.8 Percent 
Is Best Since °55 Period 


(Continued from Page 42) 


percent in the like period of this 
year. 

This year’s average parts in- 
ventory amounted to 4.3 months’ 
supply and was being turned over 





License Returned 
To W. Va. Dealer 


In Compromise 


CHARLESTON, W. Va. — In a 
compromise of a State Supreme 
Court suit, McGuire Motor Sales, 
Stollings, has won back a license 
which had been revoked by the 
Motor Vehicles Department. 

The dealership, which is oper- 
ated by National Realty Corp., 
Ashland, Ky., also received five 
dealer’s plates. 

Motor Vehicles Commissioner 
Hubert A. Kelly said the case was 
dismissed upon a joint motion by 
counsel for the State and for Na- 
tional Realty. 

He said National Realty had 
agreed to meet specific require- 
ments for a dealer’s license, such 
as an improved method of keeping 
records and establishment of ade- 
quate service facilities. 





Brown Named to Board 
Of Valiant Ad Group 


SPOKANE.—W. A, Brown, presi- 
dent of Bill Brown Plymouth, has 
been elected to the board of direc- 
tors of Northwest Regional Valiant 
Advertising Assn. 

The association covers Western 
Montana, Idaho, Oregon and Wash- 
ington. 





@service, 


at the rate of 2.8 times a year. 

A year earlier, the stock was 
equal to 4.9 months’ supply and 
it was being turned over at the 
rate of 2.5 times a year. 

Customer labor sales in the aver- 
age dealership were $256 per new 
unit sold in the first nine months 
of this year, down from the $338 
for the like period of last year. 
Gross profit on labor sales was 444 
percent this year and 43.0 percent 
last year, 

* 


* * 


Pura. service sales (labor, parts S 


and all other service and stock- 
room sales except accessories with 
new vehicles) averaged $832 per 
new unit sold in the first nine 
months of this year, The compar- 
able total for last year was $1,050. 


Gross profit on these sales was 
33.9 percent this year and 34.0 per- 
cent in 1958, 

Service absorption (the per- 
centage of operating expense in- 
cluding owners’ and officers’ sal- 
aries covered by parts and serv- 
ice gross profit) increased in the 
first three quarters of this year 
to 60.0 percent. In the like per- 
iod of 1958, it was 58.1 percent. 

Sales of new cars and trucks are 
bringing in a higher proportion of 
total business in the average deal- 
ership this year, Sales for the first 
nine months of this year broke 
down as 56.5 percent in the new 
car and truck departments, 27.0 
percent from used cars and trucks 
and 16.5 percent from parts and 
service, 


Last year, it was 51.9 percent 
from new cars and trucks, 28.6 per- 
cent from used cars and trucks 
and 19.5 percent from parts and 








* * * 








Preparation and Deliveryt........ 
Warranty and policy 
Salaries, commissions, other 
compensation to salesmen .... 
All other salaries, wages 
(except mechanics’) 
Employes’ bonuses 
Shop tools and supplies 
Rent and expense in lieu of rent 
*Advertising, local 
Insurance, other than building 
Interest paid 
All other expense 
§STOTAL EXPENSE 


§ Includes all owners’ salaries, employes’ 








Breakdown of Dealer Expense 


FIRST NINE MONTHS, 1959-1958 


(PERCENTAGE OF TOTAL SALES) 


Group I Group II Group Ill Group IV Ind. Average 

9 Mos. 9 Mos. 9 Mos, 9 Mos. 9 Mos. 9 Mos, 9 Mos. 9 Mos. 9 Mos. 9 Mos. 
1959 1958 1959 1958 1959 1958 1959 1958 1959 1958 

37 ches 44 ee 45 ase 43 aie 41 4 

52 92 .55 1.08 54 .98 44 .98 52 .99 
1.74 1.87 2.11 2.29 2.17 227 2.19 2.22 1.97 2.09 
4.78 5.86 458 5.64 4.28 5.37 3.71 4.89 4.51 5.61 
.06 .06 16 10 21 .09 -26 18 14 .09 
.39 45 33 40 .29 .36 .23 -28 34 40 
.98 1.23 1.03 1.25 .89 1.17 71 1.05 -95 1,21 
63 73 -75 83 89 95 .89 92 .74 81 
.39 45 .30 .39 .26 31 42 .27 32 .39 
A 4 39 44 31 42 .30 38 39 49 
2.77 3.22 2.38 2.89 2.10 2.58 2.67 3.24 

13.41 15.64 12.67 14.81 11.48 13.75 12.96 15.32 


t Preparation and delivery included in warranty and policy total for 1958. 
* Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. 


bonuses and interest paid. 





SSZaposssss 


me 




















nine 


und 





AUTOMOTIVE NEWS, NOVEMBER 23, 1959 


45. 














Car, Truck Output Estimates 
By Automotive News 





7 PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Nov. 21, Week, Nov. 14, November Nov. 22, Nov. 21, 
1959 1958* 1959* To Date 1958** 1959 
AMERICAN MOTORS 
Rambler ........--:+s10eeee 8,300 5,620 8,681 25,748 180,092 350,763 
CHRYSLER CORP. ...... 16,000 18,075 16,730 49,643 523,773 663,716 
Chrysler 1,400 1,204 1,269 4,011 44,334 62,377 
DS O60 .220..ccecccecsccvcecsesvees 500 1,107 465 1,548 32,768 38,877 
Dodge ......... 6,800 3,766 6,622 19,867 103,308 168,127 
Imperial .........-000cccessceee sesseeeees 466 586 1,180 11,135 18,792 
Plymouth Total .......... 7,300 11,532 7,788 23,037 332,228 375,543 
Plymouth. .............00 6,300 11,532 6,281 18,853 332,228 366,970 
nnn BOD ss cecenseees 1,507 Gaee  . ktiniwn 8,573 
FORD MOTOR. .............. 39,037 41,460 32,210 97,906 1,011,436 “a 
| errr. 72 1,312 56 171 17,412 29,658 
Ford Division 34,490 34,266 28,457 86,537 870,435 1,350,948 
Fale .......:00ccceeeeeeeeee | 7,140 22,646 ........... 53,011 
Ford (Standard) .... 24,395 33,151 19,858 58,924 825,466 1,231,087 
Thunderbird ............. 1,750 1,115 1,459 4,967 44,969 66,850 
EAMCONM « .......c0ccceccceecceeeeee 905 654 776 2,601 21,660 25,693 
_) ee 3,570 5,228 2,921 8,597 101,929 137,624 
GENERAL MOTORS ... .......... 70,480 3,334 11,798 1,771,394 2,342,186 
BI ccscsecvccscecsssececocoontses suveveners 9,800 833 2,876 205,183 209,201 
EINES: cicecansctineveionaeeveess — vtenseens ED cakessnees senses 104,910 126,651 
Chevrolet Division .... .......... 38,413 2,501 cone 1,030,481 1,309,061 
PUTED sccctcassecosensvnsicn cossesecve §—-_uapedntinn BART GRD .rersriss. 57,013 
Chevrolet (Stand.).. .......... 38,413 474 ov 1,030,481 1,252,048 
Oldsmobile ...........:ccccc.  cesereeees a eee 256,301 337,120 
TIED eccccosssecccccccscsescess svvcnesoes mm rn 174,519 360,153 
S-P CORP. 
Studebaker .................. 3,340 3,092 3,280 9,268 39,632 138,051 
Total Cars, U. S.** .... 66,677 138,727 64,235 194,363 3,528,072 5,038,639 





*Revised. 


**Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. 8, PRODUCTION ONLY) 




















Mack totals. 


N.B. All U. S. totals include cars and trucks for military orders. 


Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Nov. 21, Week, Nov. 14, November Nov. 22, Nov. 21, 
1959 1958* 1959* To Date 1958* 1959 
9,467 2,892 7,297 232,027 305,207 
153 64 195 5,167 5,029 
60 62 154 2,530 3,135 
1,599 64 486 49,812 66,554 
8,238 4,654 13,509 207,496 301,632 
1,767 259 697 51,622 70,973 
ovvasiniae 2,363 7,223 79,486 130,554 
297 301 902 8=12,715 15,649 
309 59 96 8,689 10,680 
416 415 1,239 15,483 18,076 
2,442 640 4,673 80,367 102,056 
716 72 217 4,041 4,000 
Total Trucks, U.S, .... 11,170 24,824 11,845 36,688 749,435 1,033,545 
Total Cars, Trucks, 
COME ‘gaphabaepsedencttocmeontees 77,847 163,551 76,080 231,051 4,277,507 6,072,184 
Total Cars, Trucks, 
pacientes 3,685 8,402 3,389 11,800 306,591 334,682 
Grand Total, 
Cars and Trucks, 
U. S. and Canada... 81,532 171,953 79,469 242,851 4,584,098 6,406,866 
*Revised. 
**Miscell includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
***autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 





Wilkie Views... 





community-wide reputations for 
excellent service. They get a tre- 
mendous amount of free word-of- 
mouth advertising— and most of 
their customers come back for new 
cars when they get ready to buy. 

But it takes only a few instances 
of inadequate service to bring the 
owner’s wrath down upon his deal- 
er’s service operations. Usually one 
such instance decides him that his 
next car will be a different make. 
Obviously, this doesn’t guarantee 
him freedom from further trouble; 
he can have service problems with 


jany make. 


* * 


THE INDUSTRY spends huge 
sums to get new models from the 
drafting board to the dealer sales- 
room; it spends heavily to publicize 
new cars and to keep them before 
the public throughout the model 
year. 

| More than $1% billion went into 


* 








j 


he development of the 1960 con- 
mtional models and the new 
Smaller vehicles. More millions 





Went into financing dealer meetings 
| Pan the nation and into overall 
Advertising budgets. 

\ The average motorist doesn’t 





Everybody’ 


(Continued from Page 6) 


s Business 


have the slightest idea of the ex- 
tent to which the manufacturers 
participate in the service and re- 
pair problems. That’s why I believe 
one of the best investments the 
manufacturers could make would 
be to put a few more thousands 
of dollars into dramatizing their 
interest in repair and service oper- 
ations. 

By “dramatizing” I mean 
something more than just the an- 
nouncement of plans for check- 
ing on owner satisfaction—or dis- 
satisfaction. They need to prevent 
dissatisfaction. 

Naturally, there are some car 
buyers whose loyalty is of doubtful 
value. These are the drivers who 
try to get along with the minimum 
of normal maintenance, use low 
grade fuel in high compression en- 
gines, use up a lot of potential 
mileage by unnecessary high-speed 
driving, never change oil, wait until 
the last minute to install anti- 
freeze and then gripe because they 
have to wait in line, and generally 
abuse their cars by neglecting basic 
owner care. 

This type of owner will have 
service gripes, regardless of which 
make of car he owns. 


67,377 Cars Roll in Week ... 





chester Products, and Brown-Lipe- 
Chapin division also were recalling 
some workers last week. 

* + 


ARRISON RADIATOR division 
has moved up its recall sched- 
ules one week with the announce- 
ment that 3,200 will return to work 
in Buffalo and Lockport, N. Y. 
today (Nov. 23). It originally had 
not planned to call back workers 
until next Monday. 
Budd Co. laid off another 560 em- 


Edsel Dropped 
As Sales Slump 


Steel Lack Prompts 
Decision to End Line 
(Continued from Page 1) 





factory an allowance of $400 on 
each ’60 model they sell and $300 
on each new ’59 unit. 

In addition, purchasers of ’60 
Edsels are being mailed a non- 
transferable certificate which is 
worth $300 when applied on the 
purchase of another Ford Motor 
car. 

The Edsel tag will be dropped 
from M-E-L division, and the name 
will become Lincoln-Mercury divi- 
sion, the designation it carried be- 
fore it absorbed Edsel] in January, 
1958. 

a * hd 
— first Edsel appeared in 
dealer showrooms Sept. 4, 1957, 
and Ford said it was a $250 million 
project. Right from the beginning, 
it had a notable lack of success. 

It was a medium-priced car, 
and many observers felt it ap- 
peared at the worst possible time. 
Small-car sales were rising; 
medium-priced sales were declin- 
ing, and the recession was just 
getting under way. Quality-con- 
trol problems also plagued the 
newcomer, 

In its maiden year, Edsel had 18 
models in four series. The selection 
was cut to 10 models in two series 
for ’59 and to a single six-model 
series in ’60. 

* x * 
oo production for two full 
model years and part of a third 
has totalled 110,738 units. The ’58 
model run amounted to 63,110 and 
the ’59 count was 44,819. Only 2,809 
cars were built during the abbrevi- 


ated ’60 mode] run. 


Sales totalled 98,971 through 
Sept. 30, 1959. There were 26,681 
Edsels registered during the last 
four months of 1957; 38,481 in all 
of 1958 and 33,809 ‘for the first 
nine months of this year. 

At the beginning of 1958, Edsel 
had about 1,150 dealers, and about 
900 of them handled no other Ford 
Motor line. 

Many Lincoln-Mercury dealers 
added Edsel during 1958, and the 
franchise total rose to 1,561. But 
only 224 of them were Edsel ex- 
clusives. When the line was drop- 
ped last week, all but two of the 
1,468 Edsel dealers also carried 
other Ford Motor makes. 

+ 





Stock Brochures Reveal 


Birth, Death of Edsel 

DETROIT.—Edsel’s birth an- 
nouncement and its obituary no- 
tice were contained in prospec- 
tuses which the Ford Foundation 
filed with the U. S, Securities and 
Exchange Commission prior to 
offering Ford Motor Co, com- 
mon stock for public sale. 

In January, 1956, when Ford 
stock first went on sale, the pros- 
pectus noted that Ford Motor was 
planning to invest some $200 mil- 
lion in tooling for a new line of 
cars in the upper-medium price 
bracket. 

Last week, a preliminary pros- 
pectus declared that the company 
“presently produces three lines of 

passenger cars.” They were iden- 


Output Rises Slightly; 
d-Millionth Car Built 


(Continued from Page 1) 


ployes last week as a result of 
steel shortages, and Edward G. 
Budd jr., company president, said 
“a back-to-work order will depend 
on delivery of steel and the orders 
from major automotive manufac- 
turers in Detroit.” 
+ x + 

ILE GM was in the process 

of recalling workers in its 
manufacturing plants, Chrysler 
Corp. was nearing the point where 
it may have to call a complete halt 
to car-assembly operations. 

The corporation’s Imperial di- 
vision closed down the previous 
Friday due to a lack of steel, 
and was forced to call a halt to 
assembly of its newly-introduced 
Valiant on Wednesday. 

Elsewhere in the corporation, the 
St. Louis plant was on five days, 
Newark (Del.), Los Angeles, Ham- 
tramck (Mich), and the Jefferson- 
Detroit plants in Detroit were on 
four days, and the Plymouth plant 
in Detroit on 3% days. Plymouth 
lost a half day’s output last week 
due to a wildcat strike. 

The shutdown of Valiant assem- 
bly operations on Wednesday plus 
the closeout of production of Cor- 
vairs, reduced “compact” car output 


S-P Eyes Oliver; 
Daimler Purchases 


Maker of BMW 


DETROIT.—Studebaker-Packard 
is holding discussions which may 
lead to the biggest acquisition of 
the firm’s diversification program— 
the purchase of Oliver Corp.’s 
farm-equipment business. 

In another acquisition develop- 
ment, Daimler-Benz has acquired 
Bavarian Motor Works, German 
producer of the Isetta and other 
BMW cars. The acquisition will 
not affect BMW distribution in 
the U. S., the American importer 
said. 

The boards of S-P and Oliver met 
last week to hear reports on the 
negotiations and approved contin- 
ued “exploratory conversations.” 

The deal reportedly would see 
S-P exchanging common stock and 
cash for four Oliver plants in the 
farm-equipment business. 

BMW’s move under the wing of 
Daimler-Benz and financier Fried- 
rich Flick came when the bank- 
rupt company had no other way to 
turn, according to reports from 
Europe. 

Recently there have been reports 
that American Motors was consid- 
ering acquiring BMW. AMC neither 
confirmed nor denied talking with 
BMW although the company said 
it was studying an entry into the 
European Common Market. 

When Daimler-Benz acquired 
Auto-Union, the Mercedes-Benz and 
Studebaker-Packard sales oOrgan- 
ization took over sales of the DKW 
and Auto-Union cars in the U. S. 


Ford, L-M Link 
Plant Operations 
And Purchasing 


DEARBORN. — Assembly plant 
operations of the Ford and Lincoln- 
Mercury divisions have been com- 
bined to provide for greater opera- 
tional efficiency, and flexibility, it 
was announced last week by Robert 
S. McNamara, vice-president and 
group executive of car and truck 
divisions. This necessitates combin- 
ing the purchasing activities of the 
two divisions. 

The combined assembly plant op- 
erations, including all Ford and 
L-M assembly plants will be di- 
rected by W. A. Folsom, general 
manufacturing manager of Ford 
division. D. J. Bracken, formerly 
with L-M division, has been ap- 
pointed assistant general manufac- 
turing manager. C. E. Bosworth, 
general purchasing agent for Ford | A@o" 
division, will direct the combined 








to 20,985 units, or 31.5 percent of 
total industry assemblies last week. 
A week earlier, the compacts cap- 
tured 35.2 percent on 22,635 assem- 
blies, 
* * a” 

Aw the makers still produc- 

ing compacts, Rambler, work- 
ing 5% days, but skidded from 8,681 
to 8,300 units due to a fire which 
halted its American line for a half 
day Tuesday. Falcon, six days at 
both Lorain, O., and Kansas City, 
rose from 7,140 to 8,345, and Stude- 
baker, on five days, climbed from 
3,280 to 3,340. 

On a corporate basis, Ford 
Motor led the industry with an 
output of an estimated 39,037 cars 
last week, compared with 32,210 
a week earlier. Chrysler Corp. 
was off from 16,730 to 16,000 
cars; AMC was off from 8,681 to 
8,300, and Studebaker rose from 
3,280 to 3,340. 

Only makers on six days last 
week in addition to Falcon and 
Rambler—a half day Saturday— 
were Lincoln and Thunderbird. As 
@ result, Thunderbird jumped its 
output from 1,459 units a week ear- 
lier to an estimated 1,750 cars last 
week, and Lincoln climbed from 
776 to 905. 





Classified Want Ads 


HELP WANTED 








AUTO SALESMAN—Opportunity unlimited 
selling our six famous makes: Lark, 
Hawk, Edsel, Mercury, Mercedes-Benz, 
GMC trucks and used cars, Steady posi- 
tion, active showroom, Salary plus com- 
mission. Box 918, c/o Autemaetive News, 
Detroit 7. 

WANTED—SALES MANAGER for volume 
Oldsmobile and Rambler dealership with 
financial stability and low overhead in 
southwest, now grossing approximately 
two million dollars sales per annum and 
going into expansion, Excellent oppor- 
tunity for right person, Must be experi- 
enced, young, married, aggressive, with 
ability to hire, train and supervise sales- 
men, Send resume and recent photo- 
graph. All inquiries confidential. Box 894, 
c/o Automotive News, Detroit 7. 

NEED SALES REPRESENTATIVES—Na- 
tionally advertised chemical specialty line. 
Experienced in contacting automobile 
dealers, can earn $10,000 and up per 
year. Commissions up to 50 percent, 
other benefits. Need good automobile. 
Several choice territories available. 
Write: Liquid Glaze, Inc., Box 627, 
Lansing, Michigan for full particulars. 

SERVICE MANAGER, worth $10,000-$15,- 
000 or more; good at customer relations; 
able to manage 30 men, Chicago area. 
on 932, c/o Automotive News, Detroit 














PARTS MEN WANTED, Minnesota, Iowa, 
Wisconsin, Illinois — Men with some 
Chevrolet parts experience, $100 week to 
start. Are you worth it? Write: E. J. 
rc Nickey Chevrolet, Chicago 41, 





SERVICE MANAGER—Established Ford 
dealer, Defiance, Ohio (population 15,000) 
has opening for experienced service man- 
ager to assume full responsibility of 
Service Department and body shop, Pres- 
ent volume §$6,000-$7,000 per month. 
Salary, performance bonus open. Excel- 
lent town for raising a family, public, 
parochial schools, co-educational college. 
Present service manager with us 14 years 
—going into business for self. All in- 
quiries confidential, Write: George 
Briggs, George Briggs Motor Sales, De- 
fiance, Ohio, 


COMPTROLLER with habit of controlling 
expense and smelling profit opportunities. 
Chicago, Salary and incentive plan, Can 
you earn $15,000 or more? Box 933, c/o 
Automotive News, Detroit 7. 

SALES MANAGER — Well established 
northwestern Ohie Ford dealer (potential 
400 new cars and trucks) has opening 
for sales manager, Excellent opportunity 
for right person. Must be experienced, 
young, aggressive, with ability to hire, 
train and supervise salesmen, Send res- 
ume and recent photograph. All inquiries 
confidential, Write George Briggs, George 
Briggs Motor Sales, Defiance, Ohio. 

SHOP MANAGER, Chicago Chevrolet deal. 
$9,000 plus bonus, Box 934, c/o Auto- 
motive News; Detroit 7, 

USED CAR MANAGER for Orlando’s ex- 
clusive Buick-Opel dealer for 30 years. 
Must be presently active in automobile 
business. Prefer man with medium price 
car experience, capable of retailing 1,800 
units yearly, Only qualified, ambitious, 
sober family man, 30 to 50 years of age, 
need apply. Present manager has accept- 
ed more responsible position after 12 
years. Reply in own handwriting giving 
complete resume of experience, refer- 
ences, present earnings, physical details 
and recent photograph to: Byron H. 

















King jr., Orange Buick Company, Or- 
lando, Florida, 
The Aaron Heitin Co. of Worcester, Mass., 


one of New England's leading M-E-L dealers, 
wants to hire a 


NEW CAR SALES 
MANAGER 


capable of taking complete charge and 
building and directing a hard-hitting, ag- 
gressive sales force. We are in the process 
of expanding our operation. This position 
pays a salary of $10, Ls gall profit paicioe 
tion; fringe benefits course, 

sincere, sound, permanent proposition to the 
right man. Please do not reply unless = 
cation will ue rigid cone. Write, 
Aaron ers 


or sony person 
eitin Co. Inc. (otercury. Edsel, 
coln, Continental, iEnalish Fo ae - Patani 








tiled as Ford, Mercury and Lin- 








purchasing office. 


St., Worcester, Mass, 
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HELP WANTED 


POSITION WANTED 








Earn $15,000 or More! 
ge Territories Open 


@re a top salesman now earning 
oe you can earn $15,000 or more the 
year as exclusive agent selling Childers 
ports to car dealers, National advertising 

ae Palrect mail support, No investment. 


car dealers already using. Agents will be 
appointed in these key territories immedi- 
ately: 
California Cleveland New York 
Florida Philadelphia New England 
Indiana Nebraska Georgia 
Tennessee Louisiana Alabama 
Colorado Kentucky 


Airmail your sales background with [—- 
ences to b Childers, _—~ ~ 

P. ©. Box 7467, Houston 8, Texas, We will 
send you complete information immediately 
with names of recently appointed agents who 
are already proving what can be earned by 


men who can qualify, Our references: First 
City National, Houston; Dun & Bradstreet 
rating B+1. 





BUSINESS MANAGER for General Motors 
dealer, 30 to 45, experienced in all 
phases of operation: Office management, 
daily operating control, heavy bookkeep- 


SERVICE MANAGER—GM, Well qualified, 
best references, 37 years of age. Prefer 
east coast, Box 924, c/o Automotive 
News, Detroit 7. 

GENERAL SALES MANAGER—Fifteen 
years’ experience in all phases, including 
two years of imports, Past ten years 
with Ford, excellent background of large 
volume at substantial profits, appraising 
wholesale and retail, handling of recon- 
ditioning, sales training, promotions. 
Capable of assuming all responsibilities. 
Highest references of ability and char- 
acter, Box 938, c/o Automotive News, 
Detroit 7. 

ACCOUNTANT-OFFICE MANAGER — age 
34, 11 years’ GM experience, Excellent 
references, South or southwest preferred. 
Box 939, c/o Automotive News, Detroit 
4. 











AUTOMOBILE MAN wants general man- 
agership or responsible management posi- 
tion with factory, distributor, importer. 
Wholesale and retail automobile man- 
agement experience. College graduate, 
law education, married. Write Box 953, 
c/o Automotive News, Detroit 7. 

GENERAL MANAGER! Mature, heavy 
duty experienced. Will buy into partner- 
ship in going, profitable business, Excel- 
lent reputation, Available immediately. 
Box 955, c/o Automotive News, Detroit 7. 


ARE YOU LOOKING FOR THIS MAN?— 
One with broad background, who can 
all r ibilities you wish to 











ing, expense control and credits. Good 
salary and percentage of profits, R 
confidential, Write Box 874, c/o Auto- 


motive News, Detroit 7, 





Wanted by Chrysler Dealer 
with 42 years in business in South Florida. 


PARTS MANAGER 


Must have 5 to 10 years' experience with 
established firm, and good references. 


Box 944, c/o Automotive News, Detroit 7. 


delegate as he becomes familiar with 
details of your operation? MBA, married, 
mid-thirties; effective speaker, good 
writer, capable organizer. Familiar with 
sales and sales training, and with service 
market, Now with one of ‘‘Big Three.”’ 
Not a flash-in-the-pan, but interested 
only in a quality dealership whose phil- 
osophy is repeat business based on cus- 
tomer satisfaction. For resume write Box 
947, c/o Automotive News, Detroit 7. 


SALES MANAGER—Many years’ experi- 
ence setting up and training a sales force 























business man- 


ACCOUNTANT—SENIOR; 
ager caliber, accustomed to fast opera- 


tion. Will relocate. Howard Berry, 18299 


Greenfield, Detroit 35. BR 3-6333. 

GENERAL MANAGER—38, family man, 
14 years’ experience, complete know!l- 
edge all phases of business including all 
financial and operating reports, Excel- 
lent references. Box 923, c/o Automotive 
News, Detroit 7. 

ACCOUNTANT - OFFICE MANAGER: 
Thoroughly experienced General Motors 
— Motors Holding accounting. Well qual- 
ified, highly recommended, Prefer Florida 
east coast. Box 921, c/o Automotive 
News, Detroit 7. 

ADVANCEMENT — Present employer agrees 
I am ready for sales manager or general 
manager position, preferably with Chev- 
rolet or combination GM dealership, ad- 
vocating sound business practices, Six 
years as salesman and four years as 
executive assistant with largest Chevro- 
let dealership in southwest, Prefer south- 
west or central Rocky Mountain region. 
Am 44 years of age, married, three 
children, and ambitious to make money 
for both of us. Prospectus sent on re- 
quest. Box 935, c/o Automotive News, 
Detroit 7. 

AUTOMOBILE EXECUTIVE, now employ- 
ed as general manager for leading import 
distributorship, seeks more challenging 
Position, Strong sales and management 
background, including both factory and 
retail experience. Can organize and di- 
rect field sales force, develop dealer re- 
cruiting and initiate effective retail sales 
training programs. College graduate with 
excellent references. Reply Box 936, c/o 
Automotive News, Detroit 7. 




















to sell. Prefer midwest. Box 941, c/o 
Aut tive News, Detroit 7. — 
GENERAL MANAGER desires to connect 


with Ford, Chevrolet or GM dual in 
Maine, New Hampshire, Vermont or 
Massachusetts, Willing to invest $10,000 
to $15,000 on a buy-out of profits plan. 
Age 37, with better than 15 years’ ex- 
perience in both wholesale and retail. 
Box 942, c/o Automotive News, Detroit 
7. 


ASSISTANT TO MANAGER or owner— 


western location, No promises. Middle 
age Character references unlimited. 
Write Box 943, c/o Automotive News, 
Detroit 7. 


GHEVROLET PARTS MANAGER—Four- 
teen successful years’ operating Chevrolet 
Parts Departments, twelve years’ other 
GM, Consistent Record Club member, 
once zone top winner. Highly qualified. 
Prefer south. James Cooley, 751 S. Sea- 
graves, Daytona Beach, Florida, CLinton 
3-1973, 

DEALERSHIPS AVAILABLE 

DEALERSHIP HANDLING DODGE, Dart 
and Dodge trucks with 200 to 300 car 
potential, Located in San Francisco Bay 
area, Few facilities in any location of 
comparable quality, Under present own- 
ership and management 28 years. Will 
sell at actual inventory. Also would con- 
sider partial financial interest for right 
party, Building and facilities available 
for long term lease. Box 928, c/o Auto- 
motive News, Detroit 7. 

TEXAS HANDLING GM AND AM. 
Small, well located dealership, annual 
sales around $1,000,000, One-half Corpo- 
ration stock available — approximately 
$35,000 to active, factory approved 
owner-operator, Present 100% owner has 
other time consuming interests, Send full 
particulars to Box 869, c/o Automotive 
News, Detroit 7. 

ESTABLISHED DEALERSHIP handling 
Buick, Opel and Rambler in northeastern 
Pennsylvania, 150 car potential, located 
in the county seat, Consistently profit- 
able, an excellent opportunity for right 
person, Must move quickly as I plan 
to take on larger franchise, Box 900, 
c/o Automotive News, Detroit 7. 


SMALL DEALERSHIP now handling Ford, 














Mississippi, Inventory parts, fixtures, 
equipment around $25,000. Write Box 
889, c/o Automotive News, Detroit if 





BUSINESS MANAGER - ACCOUNTANT, 
with extensive experience in large deal- 
erships, Can furnish daily control and 
am familiar with all phases of business. 
aa 937, c/o Automotive News, Detroit 








HANDLING FORD—Northwestern TIilinois, 
over 100 new units yearly. Buy parts at 
actual inventory and equipment at de- 
preciated value, Will finance responsible 
party with down payment. Box 949, c/o 
Automotive News, Detroit 7. 





HELP WANTED 








opportunities: 
te AREA SALES MANAGERS 
These positions require: 


sales programs. 


*@ Aircraft background desired. 


This position will entail: 


financial management. 
Requires: 


@ Willingness to learn to fly. 


CESSNA AIRCRAFT COMPANY 


“The World's Largest Producer of Executive Aircraft” 


@ Executive management experience in 
@ Several years experience in retail and/or dealer-distributor selling. 
ye BUSINESS MANAGEMENT AND UNIFORM ACCOUNTING CONSULTANT 


@ Consulting with Cessna dealers on their accounting systems and 


@ College degree in accounting and marketing or equivalent in experi- 


@ 2 to 4 years experience in all phases of retail or wholesale accounting. 


The above positions will travel out of and headquarter in Wichita. 


i meet the sore requirements and are interested in an unlimited opportunity 
of itive aircraft, send your resume to: Employ- 


offers the following 


initiating and administering 





the world's lar 
ment M : @ 
Road, a, Kansas. 


No phone calls. 





SNA AIRCRAFT Co., Commercial Division, 5800 East Pawnee 

















DEALERSHIPS AVAILABLE | 





FLORIDA DEALERSHIP—Exclusive han- 
dling DeSoto-Plymouth-Fiat in one of 
central Florida’s fastest growing coun- 


ties. Inventory parts, fixtures, equip- 
ment, $17,000, Factory approval neces- 
sary. Box 951, c/o Automotive News, 
Detroit 7. 





POPULAR LINE OF IMPORT franchises 
together with well established used car 
operation in medium-size Connecticut 
city. Includes beautiful set-up, low over- 
head, new and modern showroom, parts 
and service facilities. Sell or lease ar- 
rangements. Owner has other interests. 
Box 952, c/o Automotive News, Detroit 7. 





HANDLING CADILLAC 
Exclusive Dealership 

available in northern Ohio. Ten car per 

month allotment in growing trading area. 

Total capital need to operate, $60, 

Favorable lease on new car building and 

used car lot. In reply please give full partic- | 











ulars in order to be considered. 954, c/o 

Automotive News, Detroit 7. 
IMPORTS—FLOOR PLAN 

Competition Cars—High-Profit Used Sport | 


Cars. We consider floor planning for exclu- | 
sive dealers, Guaranteed factory overhaul. 

Maserati, Ferrari, Alfa, classics, etc, If we | 
haven't got it in stock, we can get it for you. | 
Also can supply new, custom-made Italian | 
competition or sports bodies for any make, | 
dealer installation. Set up your own business. | 
Write now AIRMAIL: International Sports | 
Cars Associates (ISCA), !1 ter, Champel, 
Geneva, Switzerland. | 











DEALERSHIP WANTED 
WANTED: 100-150 CHEVROLET AGENCY. 
Oklahoma City, El Paso or Dallas 











zone. Factory approval assured. Pay 
cash. Replies answered confidentially. 
Box 940, c/o Automotive News, Detroit 
7. 





WANTED 
Ford or Chevrolet Deal 


Southern area, 1,000 units up. Ample capital. 


Factory approval assured 
Detroit 7. 


Box 927, c/o Automotive News, 








GM, FORD, RAMBLER 
AGENCY 


in midwest area, including Chicago suburbs. 
Pay your price plus some blue sky for profit- 
able deal. Lease or buy facilities for cash. 
Have factory approval. Box 910, c/o Auto- 
motive News, Detroit 7. 








CSS OPPORTUNITIES _ 
- FOLLOWELL BROTHERS 
CLOSING OUT 
AT AUCTION 
TUESDAY, DEC. Ist 
10:00 A.M. e.s.t. 
JASONVILLE, INDIANA 
Business property, building 
100'x130' with ample parking 
space, also 1 square block of 
land with Milwaukee railroad 
siding. Building has cement 
floor throughout, cement block 
construction, forced air, electric 
doors, good lighting, upstairs 
offices. Also, 8-room modern 
home—=3 rooms up, 5 down on 
lot 90’x100’. 
Selling separately—all equip- 
ment and parts of the franchis- 
ed Pontiac dealership and 
International Harvester dealer- 
ship — including automobiles, 
trucks, 1947 TD 18 Internation- 
al crawler tractor, like new. 


Another Big Sale 


CONDUCTED BY 
TONY THORNTON 


Auction Service 


Offices: 
Richmond, Indiana 
12 North 9rh St. 

Phone: 2-6310 


Springfield, Mi 














DEALER SERVICES 


HAVE CREW, WILL TRAVEL! 
Specially trained ALLIED men give you... 








Model year reports fer obsolescence 
and return parts plan. 

Bin space for new model parts. 
Reports for dealer terminations. 
Certified reports for tax, insurance and 


The Service That Counts 


ALLIED INVENTORY CO., INC. 


7508 So. Cornell Ave. Chicago 49, Illinois 
TEL.—NOrmal 7-0065 





DEALER SERVICES 








1960 Auto Costs! 


Discover how much your competitors’ cars. 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 
‘60 edition today for only $1!0—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Box 224, Dept. 6, New York |, 
N. Y. 





AUTOS REPOSSESSED, Problem accounts 
serviced, N. C., northern 8S, C. Reason- 
able rates. Auto Claims Service, Box 57, 
Lumberton, N, C, REdfield 9-3745. 








IN PRINT AGAIN! 


Two Important Books on Automobile Sales. 
Authored by the late John O. Munn, for- 
| mer dealer-columnist for Automotive News. 


“A GUIDE TO AUTOMOBILE SELLING" 
and “LETTERS TO SALESMEN” 
$3.50 each postpaid. 


A must for every dealer and salesman. 


MOTOR IDEAS 


6507 Third Avenue Detroit 2, Michigan 








Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
7 + « . because: 

. We finance up to 36 months, 

z Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers ‘and non- 
commissioned officers of pay grades E5 
and above . . . on a simplified, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 5-6756 
“Worldwide Financing for Military Personnel" 

USAA Insurance available 
to qualified officers) 








CARS FOR SALE 








VOLKSWAGENS 
1960s-1959s 


Fully Americanized 
Immediate Delivery 
Ghias—Buses—Convertibles 
WILL SHIP TO ALL PORTS 
Wire—Write—Call 
EBEN TRADING CORP. 


2061 Broadway New York 23, N. Y. 
TRafalgar 7-8767 








Volkswagens 
1960s - 1959s 


IMMEDIATE DELIVERY 
Ghias, Buses, 
Convertibles 


Auto Schreck, Inc. 
25 Beaver St. 
New York 4, N. Y. 


Whitehall 3-8120 
24 Hour Service 


N 
oO 
jat 
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VOLKSWAGENS 


Cod 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 
_APPRAISAL SERVICE 


omy Sey /selt erteeenin Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 








. Convertibles, Ghias, 
Karmann Ghia Convertibles 
*59 — "60 
Buses—Deluxe Buses 
Wholesale—To Dealers 
Write or call 
CULBERTSON USED CARS 
5621 Clinton Dr., Houston, Texas 


Phone: WAlInut 1-4939 
(Will ship to all ports.) 








DEALERSHIPS AVAILABLE 








DEALER FRANCHISES AVAILABLE 
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te VIRGINIA +k TENNESSEE 

%& NORTH CAROLINA +e ALABAMA 

% SOUTH CAROLINA sk GEORGIA 
%& FLORIDA 


for VESPA 400 and DYNA PANHARD 


VESPA 400 only $1,080 P.O.E. A Plus Profit Factor for 
Any Dealer—An Outstanding Car. 


DYNA PANHARD Offers A Full Line—4-dr. Sedan—Sta- 
tion wagon—Convertible and Famous D.B. Sports Car. 
4-dr. Sedan Prices Start at $1,797 P.O.E. 


WONDERFUL PROFIT POTENTIAL WITH THESE 
TOP QUALITY LINES 
Write ... Phone... Wire... 


SOUTHERN CAR DISTRIBUTORS, INC. 


3234 Peachtree Road N. E., Atlanta 5, Ga. 
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CARS FOR SALE 


CARS FOR SALE 


CARS FOR SALE 


TRUCKS WANTED 





Us 





_— 
—_ 


VOLKSWAGENS "60" 


Ghia @ Fiats @ Opels @ Simcas 
Renaults @ Volvos @ Porsches 





¢ Immediate Delivery—Continvovs Supply 


ALL COMMERCE & TRADING CORP. 
it St. New York 5, N. Y. 
_ BO 9-0636 





—_-- 


nr 


Dealers Attention!! 


1960 
VOLKSWAGENS 


Now available in Cleveland, 
Ohio. Fully American models 
at wholesale prices to dealers. 
All colors, all models available. 


~~ 100 CAR SELECTION 














Contact: 
SPORTS CAR 
DEVELOPMENT CO. 
4350 Mayfield Rd. 
Cleveland, Ohio 
EVergreen 2-1017 























L UC A D, the Dealers’ Directory |. 


to Leading Auto Auctions, Page 22. 





VOLKSWAGENS | 
1960 - 1959 3 








Sedans-Sunroofs-Ghias: 
, ) 





IMMEDIATE DELIVERY 
{ 





MERCEDES 





YORK IMPORTS, 
INC. 


29-11 35th Avenue { 
Long Island City 6, N. Y. 
EMpire 1-1690 

















Buy Your 


MERCEDES 


in New York 


All Models from 1955 
to 1959 in Stock! 
Let us put you on our mailing list! 
FOREIGN AUTO 
WHOLESALERS, INC. 


1501 Jerome Ave. Bronx, N. Y. 
LU 7-4036 








VOLKSWAGENS 


All Body Styles 


*60—Sedans, Sunroofs ........ $1,459 
*59—Sedans, Sunroofs ........ 1,239 
*58—Sedans, Sunroofs ........ 1,129 
‘*60—VW Conv.'s ...........-..---. 1,738 
*60—Ghia Cpe.'s ............... 2,066 
"60—Ghia Conv.'s .............. 2,320 
"BO—MiCr0'S  ......-00eccceeeeneeeees 1,788 
*60—Micro-Deluxe .............. 2,095 
"60—Panels .............-....2-----++ 1,550 
"60—Pickups ...........-..---000+++ 1,490 
*60—Kombi's .............--...2..--. 1,620 
Freight, insurance, etc. paid to any 


East or Gulf Coast port—add $50 per 
unit to West Coast. . . 

BANK REFERENCES EXCHANGED 
Also Available 
MERCEDES- 
PORSCHE-OPELS 

















Write-Phone-Wire: 
CIRCLE DISCOUNT CORP. 
4505 Wisconsin Ave. N. W. 
WASHINGTON, D. C. 

U. S. A. Agents For 
Rudi Arons International 
Agencies 
Hamburg, Germany 
CABLE ADDRESSES 
CIRCLE WASHINGTON 

RARONS HAMBURG 











FOR QUICK RESULTS 
TRY AUTOMOTIVE NEWS 
CLASSIFIED ADS 














CARS FOR SALE 





Dealers! Here’s how to sell the “I-don’t-like-the-color” prospects— 


BUY THE CAR YOU NEED 
WHEN YOU NEED IT FROM 


HERTZ! 


Late-model cars are available to used car 
dealers now. A Hertz office near you may 
have the car you’ve been looking for! 





Hertz has Chevrolets, Pontiacs, Fords, 
Oldsmobiles, Plymouths, Buicks, Cadillacs — 


wagons... 


convertibles—all featuring automatic 


transmissions, power steering, radios and 


heaters... 


many with power brakes. 


Low mileage 1958 and 1959 models now available 
at Hertz offices across the country. 


For more information call your local Hertz office 
Mr. I. E. Spatig 


OR 
CONTACT: 


Hertz Car Leasing Division 
125 N. Wabash, Chicago 4, Ill. 


Tel. DE 2-0420 


CADILLAC 1957 LIMOUSINES, air condi- 
tioned, full power. Three available $3,500 
each; also, 1956 Cadillac Limousine; 1956 
Cadillac 8-passenger sedan; 1955 Cadillac 
Limousine; also, 1952 Cadillac Limou- 
sine; 1951, 1955, 1956 Cadillac Superior 
flower cars; 1950, 1955, 1956 Cadillac 
ambulances. Box 950, c/o Automotive 
News, Detroit 7. 


AUTOCAR TRACTORS, Mack B61, B62, 
Whites, Diamond T, Sterlings with Cum- 
mins diesel engines, 2-speed axle, 1950 
up; also G.M.C. 630, 650, 750 with 471 
motors, Will consider Tandems, Dumps 
of above makes. Write or wire fully 
your offerings to Box 946, c/o Automo- 
tive News, Detroit 7. 


BUSES FOR SALE 








Used Taxicabs For Sale 
1958-'59 CHEVS, FORDS, PLYMS. 
Standards & Automatics 
PRICED FROM $375 
Emkay Motor Sales, Inc. 
1046 Bedford Ave., Brooklyn, N. Y. 
ULster 7-0651, Me] Karlin 














1959 VOLKSWAGENS 
Sedans & Sunroofs 
Seal- beams, fully Americanized, Safety Glass, 


“guards, signal 
$1,200 f.0.b. Ger- 





lights. 
many. 


CENTRAL & SOUTH AMERICAN 
EXPORT & IMPORT CO. 


366 Broadway, New York 13, N. Y. 
WOrth 4-8113 


Immediate delivery, 








CARS WANTED 
WANTED: USED VOLKSWAGENS, 1959s- 





1958s. Will pay top prices, Write or 
phone: F & M Motors, 2027 No, Main 
St., Danville, Virginia. Dial: SWift 
3-7136. 





CADILLAC LIMOUSINES—NEED CLEAN 
’56, °57 and ’58s. Franz Ridgway, BEI- 
mont 4-6611, 2836 N, E, Sandy, Portland 
12, Oregon. 








$25.00 REWARD for information , leading 
to the recovery of 1953 Chrysler New 
Yorker, black, Washington license No. 
ADC 909, motor No, C53816133, Regis- 
tered in the name of Hazel or James 
Drummond, Car believed to be in Ohio 
or West Virginia, Dewey Griffin Used 
Cars, Seattle, Washington, Collect: Mu- 
tual 2-4585. 





$100 REWARD for information leading to 
recovery of 1959 Chevrolet Impala 4-door 
sedan, serial No, F59B101052, Harbor 
Blue, Last title in District of Columbia, 
name of William Dalton, All replies to 
Box 945, c/o Automotive News, Detroit 
Ve 





PARTS FOR SALE 


LLOYD PARTS: Large stock available. 
Immediate shipment. J. C, Lewis Motor 
Co., Savannah, Georgia. 

LLOYD PARTS—complete stock, Prompt 
shipment. Importers and distributors for 
Lloyd cars and trucks, Greene County 
Motors, Catskill, New York. Phone: 2000. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 

















GOLIATH PARTS—up to 60% 
Fisher, Portland 9, Oregon. 
BERKELEY PARTS: Largest selection of 
Berkeley parts — immediate delivery. 
Write or wire: Lee Circle, Inc., 1063 
Boston Post Road, Milford, Connecticut. 


off, Joe 








ONE 
SOURCE 
FOR 
FOREIGN 
AUTO 
PARTS 


Replacement parts for over 40 
makes carried in stock. Only 
Southwest parts house exclu- 
sively servicing your foreign 
parts needs. Ask for a free 
catalog. 


OVERNIGHT SERVICE 
TO ANYWHERE 


SOUTHWEST 


IMPORTED 
AUTO PARTS 


1812 Texes ra Housten 3, Texas 

















SEE PAGE 22 
for the nation's 
TOP AUTO AUCTIONS 





GREYHOUND SILVERSIDE CRUISER 41- 
passenger 671 diesel motor, $2,500, 1951 
Fixible, 33 and 37-passenger buses; Mack 
5l1-passenger diesel transit bus; G.M.C. 
471 diesel transit buses, $1,350; Fitzjohn 
41-passenger Airride Cruiser 671 G.M.C. 
motor, delivered 1958, 23,000 miles—sell 
for balance due bank, Box 948, c/o Auto- 
motive News, Detroit 7. 





SCHOOL BUSES 


We still have 15 International, 60-passenger 
units, Can be altered to any State specifica- 
tions. 


Frank T. Mee, Jr. 
SAFETY PRODUCTS, INC. 


655 Bridgeport Ave. Milford, Conn. 
TRinity 4-6755 








AUCTION SCHOOLS 
BE AN AUCTIONEER—World’s largest 
school, Internationally recognized di- 
ploma, Free catalog. Reisch Auction Col- 
lege, Mason City 77, Iowa. 


DECAL TRANSFERS 
TRUCK DECALS: Durable, brilliant col- 
ors, Designed to your specifications, Low 
cost, easy to apply. Write for samples. 
Allied Decals, Inc., 8356-10 Hough, 
Cleveland 3, Ohio, 














ANTIQUE, CLASSIC CARS FOR SALE 


1933 LINCOLN Sports Convertible, 
ray body, featured 





Mur- 
Saturday Evening 
Like new— 
218 S. Wa- 


Post article on classics. 
$1,500 firm. Hubert Ryan, 
bash, Chicago. 


SHOP EQUIPMENT FOR SALE 


SUN GENERATOR AND REGULATOR, 
tested Serial 1308, Model GRT-1, 6-12 
volt, excellent condition, $650.00, Lincoln 
Way Motors, Massillon, Ohio. 


FOUR CHEVROLET SIGNS, stainless steel 
letters, neon outlines, bulb center—beau- 
tiful arrangement, like new—$500 each 
net Chicago; 100 fluorescent fixtures, 48 
inch 4 tube lights; new crane door op- 
erator, heavy duty, $100. Lubrication 
backdrop sign, seven colors; Master Ad- 
dressor, check protector, many miscel- 
laneous items, etc. Eastgate Motors, 950 
Bluff Road, Glencoe, Illinois, 


SHOP EQUIPMENT WANTED 

















BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.B. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-U 
DEALERS' SPECIAL f0.8 © Factory Net) 


.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 




















Since 1939" 
Canadian Distributors 
Eastern: Western: 
Five Wheels _ (won bey 4 
599 Yi le estern 
Terenta, Giterte 525 Main St. 
“namobe” 
SAGO LT LL LE TLL I TT 





SWISS WATCHES 


For premiums—$2.95 up. Swiss Electric Shavers 
AC 110/220 V. Sample $7.50. Swiss Hearing 
Aid, miniature all transistor with built-in tele 
phone pick-up, $135, Free catalog. Special 
quantity prices. 


TRANSWORLD 


565 Fifth Ave., New York City 





EMBOSSED BUSINESS CARDS, $3.95 per 
1,000. Free delivery anywhere in U. 8S. A. 
Samples available, Box 903, c/o Automo- 
tive News, Detroit 7. 





BRAKE DRUM LATHE in good condition. 
Lincoln Way Motors, Massillon, Ohio. 


MISCELLANEOUS 
EL ELS eI TE 











Car Buyers’ Favorite 
In Detroit 
OAKOTEL MOTEL 


Rooms $4.00-$6.00 
Phones—TV—24-hour Food Service 
2460 North Woodward at 121, Mile Road, 
Royal Oak, Mich. 

Phone: Lincoln 2-8616, ext. 60 


SSPE ee NEN Seca 
1960 PRICEMASTER 


With new model changes and new prices, will 
be ready before long. The encyclopedia of 
dealer cost prices of all large and the new 
small American made cars, three trucks, 25 
foreign cars— plus all optional accessories. 
Shows all standard equipment for all models. 
Yearly subscription price $10.00, 5% discount 
for cash with all orders received before Nov. 
15. All supplements free, with all the addi- 
tional information about the new small Ameri- 
can cars, makes the 1960 PRICEMASTER a 
most valuable asset. Sold only to dealers 
and automotive affiliates. Help us to os) 
you the best of service. ORDER, YOURS N 

—TODAY—DON'T DELAY. K. SALES co. 
INC., DEPT. 3A, se lith. St., Reck Island, iii: 














AUTO SHOW TRIM—2,340 square yards— 
220 count satin drape material, yellow 
gold, burgundy, light green, Used Pitts- 
burgh, Pa. Auto Show three years—good 
condition, $700—Entire yardage, Phone: 
MOntrose 1-4232, Pittsburgh Automobile 
Dealers’ Association, 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 


WWRisT Acton $5145 
$4500 


Incldg. BRAKE HOOK-UP 
TowKinG 5.220; 

TRAIT -. —_ $37.50 
Fast Pickup 
on Fits 2" Ball 


ALL Serdian = 
American Cars 

CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


abi Bar Bhs Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1|-8717 








40 So. Clinton St., Cece 6, lil. 











Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


All Other Countries — One Year $13 [] or Two Years $22 [] 


New Subscription Order: 








AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. * 
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Car Dealer [] :Truck Dealer [] Manufacturer [] 
Jobber () Insurance (] Financial [) Supplier [1] 
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gives this. new car more glass area— 
32.32 sq. ft.— and clearer vision than any 
other car in its size-and-price class, 
foreign or domestic, now on the market. 


LIBBEY - OWENS © FORD a Gneat Name in Glass TOLEDO 3, OHIO 





